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Voice  recognition  software 
finds  a  receptive  ear  in 
airline  call  centers. 


MICHELLE  BARBERA 


Marketplace  participants 
share  their  tales  of  woe 


Users  call  new  domains 
too  confusing,  costly 


BY  CAROLYN  DUFFY 
M ARSAN 

Big  business  is  venturing 
cautiously  into  the  newest 
frontiers  of  cyberspace:  the 
biz  and  info  top-level  domains 
due  to  launch  this  summer. 

As  the  new  registries  start 
processing  claims  and  taking 
early  registrations,  many  com¬ 
panies  are  choosing  to  protect 
only  a  few  of  their  top  brand 
names  and  trademarks  rather 
than  duplicating  their  existing 
.com  portfolios.  That  strategy 
may  save  legwork  and  money 
in  the  short  term,  but  at  the 
risk  of  inviting  expensive  dis¬ 


putes  down  the  road. 

Top  corporate  complaints 
about  the  new  domains  are 
their  confusing  legal  processes 
and  hefty  fees. 

“The  business  community  is 
concerned  about  the  cost,  the 
complexity  of  the  process,  and 
the  lack  of  standardization”  in 
the  registration  process  for  biz 
and  .info  names,  says  Marilyn 
Caid,  director  of  Internet  and 
e-commerce  policy  and  advo¬ 
cacy  at  AT&T. 

“It’s  not  clear  that  .biz  won’t 
primarily  be  a  clone  of  com,” 
Caid  adds.  “The  goal  of  the  new 
domains  needs  to  be  expansion 
*  See  .biz,  page  1 02 


Already  out  there 

More  than  30 
million  domain 
names  have 
already  been 
registered. 


org 


.net 


Over  22 
million 


.com 


SOURCE:  VERISIGN 


BY  KATHLEEN  OHLSON 

Business-to-business  market¬ 
places  have  gone  from  hip  to 
hurting  faster  than  an  e-com¬ 
merce  strategist  can  say,  “This  is 
harder  than  anyone  imagined.” 

The  mounting  failures  and 
near-failures  of  these  touted 
marketplaces  have  left  partici¬ 
pants  wizened  and  wary,  al¬ 
though  optimists  still  insist  the 
model  will  see  its  day.  This  is 
the  first  of  a  two-part  series 


that  focuses  on  the  lessons 
learned  about  costs,  complexi¬ 
ties  and  resistance  to  change 
by  those  who  have  tested  the 
business-to-business  market¬ 
place  waters  as  buyers,  suppli¬ 
ers  and  consultants. 

“Companies  are  starting  to 
realize  the  devil  is  in  the 
details,”  says  Philip  Jung,  an  ana¬ 
lyst  at  A.T.  Kearney.  “It  takes 
time  to  put  software  in  place.  It 
costs  money,  and  with  the  U.S. 

See  B2B,  page  104 


Management  service 
provider  execs,  including 
Nuclio's  Michael  Manos, 
talk  about  dramatic 
changes  in 
their  market.  Page  I 


Router  roundup  on  tap 
at  SuperComm  2001 


BY  JIM  DUFFY  AND 
TIM  GREENE 

ATLANTA  —  Router  enthusi¬ 
asts  will  have  a  busy  show  at 
SuperComm  2001  this  week,  as 
several  companies  herald  new 
products  for  pushing  high¬ 
speed  data  services  from  the 
carrier  cloud  into  corporations. 

Cisco  will  unveil  a  router  for 
enterprises  and  service  pro¬ 
viders  targeted  at  specific  appli¬ 
cations.  Part  of  the  appeal  of  the 
box  is  that  it  will  save  valuable 
rack  and  collocation  space,  and 


reduce  power  consumption. 
Meanwhile,  Cosine  and  Uni¬ 
sphere  Networks  are  introduc¬ 
ing  bigger,  faster  edge  switch 
routers  for  VPNs,  firewalls  and 
other  network-based  applica¬ 
tions  that  sweep  past  offerings 
in  this  category'  from  rivals 
Lucent  and  Nortel. 

The  gear  from  these  three 
vendors  is  intended  to  enable 
unobtrusive  delivery  of  a  new 
generation  of  high-speed  IP  and 
Internet  data  services.  They  are 
designed  to  pack  as  much 
See  SuperComm,  page  14 
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Trying  to  squeeze  more  hours  out  of  the  day? 


It’s  time  you  talked  to  Anritsu. 
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From  communications  test  to  networking,  we  make  every  second  count. 


Connecting  the  world  becomes  a  bigger 
challenge  all  the  time.  Wired.  Wireless. 
Broadband.  Optical.  There’s  a  literal 
explosion  of  new 
technologies  to  keep  up 
with.  So  where  do  you 
turn  to  squeeze  more 
hours  out  of  the  day? 

Turn  to  Anritsu.  We 
come  to  the  table  with 
solutions  that  put  time 
on  your  side.  Solutions 
that  keep  cell  phone 
connections  crystal  clear. 

Solutions  that  help 
carriers  detect  trouble 
on  the  line,  before  their  customers  do.  All 
the  way  to  networking  solutions  that  move 
data  faster  and  farther  than  ever  before. 


Creating  solutions  for  the  wired  and 
wireless  worlds  is  what  we’re  all  about  at 
Anritsu.  With  100  offices  worldwide,  we 

have  the  resources  to 
act  globally,  and  the 
focus  it  takes  to  solve 
your  problems  “locally” 
as  well. 

Don’t  waste 
another  minute. 

Find  out  what  a 
solutions-driven 
partner  can  mean 
for  your  business, 
today.  Talk  to  Anritsu 
and  you’ll  “Discover 
what’s  possible”.. .in  no  time.  Call  us  at 
1-800-ANRITSU,  or  check  out  our  Web 
site  at  www.us.anritsu.com/Discover 


/Inritsu 

Discover  What's  Possible™ 
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IBM,  Dell  and  Compaq  coulda  been  contendas. 

Until  the  Netra’s  low  price  exposed  them  as  pretendas. 

A  Solaris”  Operating  Environment-based  server  for  under  a  thousand  bucks?  Our  competition  is  about  to  hit 
the  canvas.  Priced  at  just  $995,  the  Netra^Xl  server  is  a  rack-optimized  powerhouse  that  delivers  the  power, 
uptime  and  interoperability  of  our  higher-end  servers.  So  what?  So  this:  you  don’t  have  to  settle  for  some 
overpriced,  under-endowed  sissy-server  to  run  your  enterprise  or  service  provider  applications.  Because  for 
the  price  of  a  PC,  the  Netra  XI  gives  you  the  same  advanced  technologies  that  have  made  our  servers  the 
best  in  the  business  —  including  the  ultra  fast  UltraSPARC™  processor  and  the  rock-solid  Solaris  Operating 
Environment,  the  #1  UNIX  OE  according  to  D.H.  Brown  Associates.  That  means  you  can  tie  the  Netra  XI 

right  into  your  data  center  solutions,  right 
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Netra  XI  and  its  Competitors 


Company 

Sun 

Dell 

Compaq 

IBM 

Platform 

Netra  XI 

PowerEdge  350 

ProLiant  DL320 

xSeries  330 

Power 

83  watts 

125  watts 

180  watts 

200  watts 

Base  Price 

$995 

$1,348 

$1,817 

$2,166 

20GB  Drive 

Included 

$50 

$52 

$419 

Remote  Management 

Included 

$549 

$511 

fee-based  service 

Operating  System 

Included 

$799 

$799 

$799 

Actual  Price 

S995 

$2,746 

$3,179 

$3,384 

Source  for  competitor  server  prices:  Respective  companies'  web-based  datasheets.  3/2001. 


out  of  the  box.  Oh,  and  by  the  way,  the  XI 
consumes  less  power  than  a  light  bulb  and 
has  a  footprint  smaller  than  a  referee’s 
(13  inches!).  Can  you  say  maximized  space 
and  power  in  the  data  center?  Ding,  ding. 
There’s  the  bell,  IBM  &  Dell.  This  fight  is  over. 

sun.com/netra 


take  it  to  the  nth 


Sun. 

microsystems 
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8  Web  services  to  be  in  spotlight  at  JavaOne, 

10  State  court  to  try  Legal  XML 

12  Cisco  teams  with  partners  to  push  e-learning  service. 

12  Integration  drives  PeopleSoft's  retooled  CRM  applications. 
14  Router  vendors  to  show  wares  at  SuperComm  2001. 

16  IBM's  WebSphere  4.0  garners  strong  reviews. 

16  Root-cause  analysis  tool  aims  to  protect  service  levels. 

18  Management  service  providers  come  back  for  more. 

22  Tally  debuts  Web-based  asset-management  service. 

106  Open  Market  expands  content  management. 

106  Mobile  Java  taking  to  the  air. 


Keycorp's  Dutile  says 
WebSphere  4.0  s  Web  server 
support  is  key. 

16 


Infrastructure 

25  Bug  puts  bite  on  Windows  Terminal  Services. 

25  LeftHand  joins  NAS,  SAN  data. 

26  Firepad  packages  graphics  for  Palm  OS  clients. 

26  Intel's  iPOD  extends  PBX  connectivity  with  VoIP. 

28  Funk  enhances  wireless  security  software. 

28  Once  a  high  fiyer,  PictureTel  fades  away. 

30  Dave  Kearns:  Jousting  with  the  Open  Source  movement. 

Carriers  &  ISPs 


C&W  CEO  Wallace  talks 
about  tackling  the  market 
in  slowed  economy. 

3  3 


33  C&W  CEO  says  hosting  and  VPNs  to  be  growth  areas. 

33  Web  hoster  Conxion  adds  applications  management  through  Totality. 
37  Johna  Till  Johnson:  'Out'  clauses  key  to  a  good  carrier  contract. 


SPECIAL  FOCUS:  FIXED  WIRELESS.  This  market  may 
be  down,  but  don’t  count  it  out.  Page  38. 

The  Edge 

41  Siemens  embraces  packets. 

41  Riverstone  introduces  new  service  provider  switch. 

44  Astral  Point  certifies  entry  into  ILEC  market. 

44  Integral  Access  unveils  'mini-POP'  for  multitenant  units. 


Looking  toward  a  future  of 
megacarrier  consolidation. 


Enterprise  Applications 

47  Access  management  tools  grow  up. 

47  Failed  marketplaces  not  deterring  businesses. 

48  Review:  Novell  adds  some  goodies  to  its  GroupWise  groupware. 
50  CRM  consolidation  is  on. 

52  Scott  Bradner:  Your  tax  dollars  at  work. 
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Management 

Finding  contract  work:  Should  an  IT  consultant  go  it  alone  or 
rely  on  an  agency  to  line  up  assignments?  Page  72. 


Editorial:  Which  megacarrier  will  live  to  tell  the  tale? 

Page  62. 

Paul  Hoffman:  Power  concerns  drive  many  busi¬ 
nesses  to  collocation.  Page  63. 

Howard  Anderson:  Fixed  wireless  —  or  fixed 
stupidity?  Page  63. 

Backspin  :  Upgrading  IT's  summer.  Page  108. 

Net  BUZZ:  Pop-up  ads  go  too  far  when  they  "stalk" 
you  across  applications.  Page  108. 


Technology  Update 

55  Pushing  transactions  to  the  edge. 

56  Gearhead:  Cool  graphics  in  XML. 


Net  engineer  Barry  Katzman  is 
going  it  alone  as  an  indepen¬ 
dent  consultant. 


Net  Know-It-All...... . 

Ask  Dr.  Intranet . 

Message  Queue . 

Editorial  and  advertiser  indexes 
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WHEN  YOUR  WEB  BUSINESS  IS  UNDER  ATTACK, 
WILL  YOU  HAVE  THE  STRONGEST  SOLUTION? 


With  all  the  dangers  that  your  e-business  might  encounter,  why  would  you  trust  your  Web  Security  to  anyone 
but  RSA  Security?  Our  RSA  Web  Security  Portfolio  offers  an  unmatched  breadth  of  powerful  security  solutions  that 
can  be  designed  for  your  specific  security  needs.  We  offer  the  most  trusted  Web  Security  options  that  include 
authentication,  encryption  and  PKI.  And  depending  on  your  e-business  requirements,  we  can  combine  them  in 
whatever  way  works  best  for  you.  To  learn  more  about  how  we  can  customize  your  Web  Security,  and  receive  your  free 
copy  of  our  whitepaper,  RSA  Web  Security  Portfolio,  call  1-800-495-1095  or  visit  www.rsasecurity.com/go/shark. 


SECURITY™  The  Most  Trusted  Name  in  e-Security.™ 
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THIS  WEEK 


ONLINE 


www.nwiusion.com 


INTERACTIVE 

Last  chance  for  recognition 

Done  something  really  cool  and  exciting  with  your  network  this  year? 
Nominate  your  network  for  Network  World's  annual  User  Excellence 
Award.  Entries  are  due  June  11.  DocFinder:  4240 


FORUMS 

ISDN  and  Cat  5 

A  user  wants  to  know  how  far  one  can  run  primary  rate  ISDN  over 
Category  5  cabling.  DocFinder:  4531 

Migrating  from  token  ring 

Another  user  seeks  advice  on  making  the  move  from  token  ring  to 

Ethernet.  DocFinder:  4532 

Setting  up  a  WAN 

And  another  user  with  offices  in  New  Mexico  and  Louisiana  seeks 
suggestions  on  setting  up  a  WAN  that  can  move  large  ( 1 0OM-byte)  files 
fairly  quickly.  Suggestions?  DocFinder:  4533 


NEWSLETTERS 


COONEY'S  CORNER 

The  best  of  the  Netflash  daily 

Much  ado  about  nothing 

Shakespeare  once  wrote:  "Mend  your  speech  a  little,  lest 
you  may  mar  your  fortunes."  Seems  the  executives  at  Lucent 
and  Alcatel  heeded  that  warning  earlier  this  week  when  they 
called  off  their  potential  $23  billion  merger,  er,  acquisition  —  oh, 
whatever  it  was.  According  to  reports,  the  companies  just 
couldn't  agree  on  the  word  "equal."  The  Alcatel  executives 
apparently  wanted  to  be  a  little  more  equal  than  their  potential 
Lucent  brethren.  A  few  other  words  also  played  a  big  part  in  the 
negotiations  —  arrogance  and  ignorance  were  the  two  I  saw 
the  most.  Arrogance  that  both  companies  thought  they  could 
push  the  other  around  and  dictate  terms.  And  ignorance  that 
both  companies  are  struggling  and  that  perhaps  the  current 
economic  malaise  will  suck  both  companies  under  like  quick¬ 
sand.  For  more  on  this  story  see:  DocFinder:  4545 

Video:  10  start-ups  to  watch 

In  our  annual  NW200  issue,  Network  l/I/or/c/  editors  picked 
10  start-ups  worth  watching  this  year.  The  list  of  those  to 
watch  in  2001  consists  of  new  ventures  launched  by  experi¬ 
enced  network  professionals.  John  Gallant,  president  and  edi¬ 
torial  director  of  Network  World,  sat  down  with  these  hot 
companies  at  this  year's  N+l  to  unearth  why  they  will  be  suc¬ 
cessful.  DocFinder:  4546 

IEEE  1394b  to  rev  up  multimedia  networks 

The  IEEE  1394  multimedia  networking  technology  will  get  a 
big  boost  to  speeds  as  high  as  1 ,6G  bit/sec  later  this  year,  as 
vendors  begin  using  a  new  version  of  the  IEEE  standard,  intro¬ 
duced  this  week  by  the  1394  Trade  Association.  DocFinder:  4547 

IBM,  NEC,  Hitachi  and  Fujitsu  team  on  Linux 

IBM,  NEC,  Hitachi  and  Fujitsu  Wednesday  announced 
plans  to  begin  working  together  on  strengthening  the  Linux 
operating  system.  DocFinder:  4548 

—  Michael  Cooney,  associate  news  editor 


Growing  leaves 

Don't  install  a  line-of-sight  MMDS  service  in  the  fall  or  winter.  Otherwise, 
you  may  end  up  with  connectivity  that  only  works  half  the  year. 

DocFinder:  4534 


Sign  up  for  this  e-mail  newsletter  online.  DocFinder:  3850 


COLUMNISTS 


Getting  NetSmart 

Events  Editor  Sandra  Gittlen  writes  about  how  off-site  training  works 
for  you  even  beyond  the  education.  DocFinder:  4535 
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ompendium 

If  you  can’t  beat  ’em 

Fusion  Executive  Editor  Adam  Gaffin  finds  that 
Hormel  has  given  up  the  trademark  battle  over 
SPAM  luncheon  meat  and  its  connection  to 
junk  mail.  DocFinder:  4536 


News  alerts 

Network  World  offers  six  focused  e-mail  News  alerts  to  keep  you 
abreast  of  the  most  significant  developments  of  the  week  on  LANs, 
storage,  network/systems  management,  The  Edge,  Cisco  and 
Microsoft.  Sign  up  today.  DocFinder:  4337 


Home  Base 

Far  cry  from  a  cubicle 

Net.Worker  columnist  Jeff  Zbar  gives  us  the  second  in  his 
series  on  setting  up  a  personal  home  office.  DocFinder:  4537 


State  of  the  LAN:  The  21st  Century  network 

Learn  about  cutting-edge  technologies  and  design  strategies  from 
leaders  shaping  the  future  of  the  LAN.  Register  now.  DocFinder:  4442 


Help  Desk 

Using  the  802.1 1  b  standard 

Ron  Nutter  helps  a  user  determine  whether  to  use  wireless 
networking  in  an  expanded  workplace.  DocFinder:  4538 


What  is  DocFinder? 


We've  made  it  easy  to  access  articles  and  resources  online.  Simply  enter  the  four-digit  DocFinder 
number  in  the  search  box  on  the  home  page,  and  you’ll  jump  directly  to  the  requested  information. 
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PSINet  files  for  bankruptcy 

Long  enmeshed  in  financial  difficulties, 
ISP  PSINet  and  24  of  its  subsidiaries  in  the 
U  S.  have  filed  for  Chapter  1 1  bankruptcy. 
Four  of  the  company’s  subsidiaries  in 
Canada  also  filed  for  bankruptcy  protec¬ 
tion.  PSINet  officials  say  the  company 
will  continue  to  operate  while  the  Chap¬ 
ter  1  l  process  is  resolved  and  that  cus¬ 
tomers  should  not  be  affected.  PSINet  has 
about  $300  million  in  cash  on  hand,  offi¬ 
cials  say. 

Dow  jumps  on  VoIP  bandwagon 

Dow  Chemical  —  along  with  partners 
Cisco  and  EDS  —  this  week  is  expected  to 
announce  the  details  of  DowNET,  a  global 
voice-over-IP  network  aimed  at  letting 
Dow  employees  communicate  through  IP 
voice  and  video  applications.  The  project 
includes  hardware  and  software  from 
Cisco’s  Architecture  for  Voice  Video  and 
Integrated  Data  product  line,  with  integra¬ 
tion  work  by  EDS.  Dow  plans  to  deploy 
more  than  40,000  Cisco  IP  telephones 
to  offices  in  about  170  countries. 
DowNET  will  also  include  the  integration 
of  IP  videoconferencing  technology 
with  Microsoft’s  NetMeeting,  which 
is  already  widely  used  throughout  the 
company. 
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Big  Mac,  hold  the  cash 

McDonald’s  is  serving  up  cash-free 
transactions  in  the  Chicago  area,  thanks  to 
ExxonMobil’s  Speedpass.  The  same 
technology  used  by  more  than  4 
million  Mobil  —  and 
now  Exxon  —  gas  sta¬ 
tion  customers  will . 
be  available  at  400 
Chicago-area  McDon¬ 
ald’s  now  that  a  six-month  pilot  program 
in  nine  outlets  is  complete. 

With  Speedpass,  customers  simply  wave 
a  tiny  radio  transponder  at  a  drive-up  or 
inside  register,  and  the  transaction  takes 
place  wirelessly.  The  transponders  trans¬ 
mit  unique  ID  numbers  to  a  reader  inside 
the  cash  register  using  radio-frequency 
identification  signals,  and  the  system 
charges  a  customer-designated  credit  or 
debit  card. 


Major  players  to  bolster  Linux 

IBM,  NEC,  Hitachi  and  Fujitsu  last  week 
announced  plans  to  work  together  on 
strengthening  the  Linux  operating  system. 
The  four  companies  will  jointly  commit  up 
to  $165  million  to  the  project,  which  will 
focus  on  enhancing  the  reliability  of  Linux 
to  make  it  more  suitable  for  use  in  large 
organizations  and  corporations,  says  an 
NEC  spokesman. 

The  results  of  the  project,  which  is 
expected  to  last  between  one  and  two 


years,  will  be  published  to  the  global 
Linux  community. 

EMC  cutting  4%  of  workforce 

Storage  vendor  EMC  last  week  said  it 
would  reduce  its  worldwide  workforce  by 
1,100  employees,  or  4%,  in  an  effort  to  cut 
operating  expenses  and  deal  with  the  cur¬ 
rent  economic  slowdown. 

In  a  statement  about  strategies  for 
expanding  its  business,  the  company  said 
it  would  make  the  cuts  within  the  next 
several  weeks  and  that  it  will  leave  its  total 
employee  base  at  23,300  —  the  same  fig¬ 
ure  the  company  started  with  at  the  begin¬ 
ning  of  the  year.  EMC  said  it  would  seek  to 
eliminate  redundancies  and  overlap  in  cer¬ 
tain  field  operations. The  company  did  not 
provide  details  about  where  the  cuts 
would  occur. 

EMC  also  will  reduce  the  resources  of 
the  server  business  it  inherited  when  it 
acquired  Data  General  in  1999.  EMC  said  it 
will  also  reduce  the  use  of  consultants  and 
contractors,  lower  travel  expenses  and 
delay  some  facility  expansion,  the  com¬ 
pany  said. 

FCC's  newest  member  takes  office 

The  newest  member  of  the  Federal 
Communications  Commission  has  some 
highly  relevant  industry  experience,  given 
the  hard  times  in  the  technology  sector: 
The  communications  company  she  just 
left  filed  for  bankruptcy  this  month. 

Kathleen  Abernathy  was  sworn  in  last 
week  as  an  FCC  commissioner.  Abernathy 
served  as  vice  president  for  public  policy 
at  voice  and  data  services  provider  Broad¬ 
band  Office  until  President  Bush  appoint¬ 
ed  her  to  replace  one  of  the  three  outgo¬ 
ing  commissioners. 

Broadband  Office,  once  one  of  the 
fastest  growing  venture-backed  Silicon  Val¬ 
ley  start-ups,  filed  for  Chapter  7  bank¬ 
ruptcy  May  9.  Abernathy  served  as  legal 
advisor  to  FCC  Commissioner  Sherry  Mar¬ 
shall  and  Chairman  James  Quello  from 
1992  to  1993- 

Agere  files  suit  against  Proxim 

Agere  Systems,  the  former  microelec¬ 
tronics  unit  of  Lucent,  has  filed  suit  against 
Proxim,  accusing  the  wireless  network 
company  of  infringing  on  three  of  its  wire¬ 
less  LAN  patents. 

The  patents  are  related  to  multirate 
wireless  data  communications  systems, 
antenna  apparatus  and  tungsten  metalliza¬ 
tion,  all  currently  used  in  Proxim  s  WLAN 
products,  Agere  said  in  a  statement.  Agere 
filed  the  suit  after  negotiations  with  Prox¬ 
im  during  the  past  two  months  failed,  an 
Agere  spokeswoman  said. 

Proxim  would  not  comment  on  the 
case. 


Web  services  to  be  talk 
of  JavaOne  conference 


BY  JOHN  COX 

SAN  FRANCISCO  —  This 
week’s  annual  JavaOne  confer¬ 
ence  will  focus  a  lot  of  atten¬ 
tion  on  so-called  “Web  ser¬ 
vices”  and  formal  releases  of 
code  for  a  raft  of  new  Java  APIs. 

Sun  has  spent  the  past  year 
beating  the  drums  about  Web 
services  and 
in  February 


clients  and  servers,  and  a 
description  of  how  to  deploy 
a  Web  service  atop  the  Java2 
Enterprise  Edition  specifica¬ 
tion. The  expert  group  guiding 
this  project  plans  to  have  a 
draft  document  for  review  by 
the  Java  community  in  August. 

Sun  executives  say  the  beta- 
test  version  release  last  week  of 
Java2  Standard 


launched  the 
Sun  Open  Net¬ 
work  Environ¬ 
ment  (ONE),  a  counter  to 
Microsoft's  .Net  Web  services 
scheme.  Sun  ONE  includes  a 
set  of  server  software  from 
Sun  partner  iPlanet  and  relies 
on  standards  such  as  XML  and 
the  Simple  Object  Access  Pro¬ 
tocol  (SOAP)  to  build  and  run 
Web-based  applications  that 
can  be  activated  by  other  soft¬ 
ware  components. 

Conference  attendees  can 
choose  from  among  40  formal 
and  informal  sessions  dealing 
with  building  software  that 
can  be  accessed  by  clients 
using  key  Web  services  proto¬ 
cols.  These  include  sessions 
comparing  Sun  ONE  vs.  .Net 
and  others  teaching  how  to 
use  Java  server  pages  to  set  up 
Web  services. 

So  far,  there  is  no  Java  stan¬ 
dard  for  Web  services.  A  formal 
Java  Specification  Request,  JSR 
109,  for  “Implementing  Enter¬ 
prise  Web  Services”  was  only 
approved  in  April.  This  project 
will  outline  a  programming 
model,  that  is,  Java  classes  and 
APIs  for  writing  code  on 


Edition  (J2SE) 

JavaOne  1.4,  essentially 

aimed  at  desk¬ 
top  operating 
systems,  is  a  key  step  toward 
Web  services. 

The  new  version  incorpo¬ 
rates  support  for  XML,  which 
is  essential  to  any  concept  of 
Web  services.  Also  new  is  an 
updated  set  of  Java  Founda¬ 
tion  Classes  for  client  graphi¬ 
cal  user  interface  tasks,  faster 
Java  two-dimensional  graph¬ 
ics  and  improved  security 
with  the  integration  of  such 
extensions  as  Java  Cryptogra¬ 
phy.  Final  code  for  J2SE  1.4 
will  ship  by  year-end,  accord¬ 
ing  to  Sun. 

Developers  face  an  array  of 
key  challenges  in  building 
Web  services  in  the  short 
term.  These  include  learning 
and  using  XML  message  for¬ 
mats,  creating  service  databas¬ 
es  called  registries,  and  learn¬ 
ing  to  work  with  non-Java  Web 
services,  such  as  those  based 
on  Microsoft  .Net. 


Correction 

In  this  week's  issue,  the 
story,  "Failed  marketplaces 
not  deterring  businesses," 
(page  47)  should  not  have 
listed  the  companies  Net¬ 
work  Oil  and  OilfieldCapi- 
tal.com  as  defunct.  Due  to 
the  production  process  at 
Network  World,  this  error 
could  not  be  corrected  in 
the  story  before  publica¬ 
tion.  Network  World 
regrets  the  error. 


More  Java  buzz 

A  good  deal  of  the  other 
JavaOne  activity  this  week  sur¬ 
rounds  recent  or  upcoming 
Java  software  implementa¬ 
tions,  the  output  of  the  Java 
community  process. 

One  new  release  anticipated 
by  users  is  the  Enterprise  Java 
Beans  (EJB)  2.0  specification, 
which  updates  the  description 
of  creating  and  using  Java  soft¬ 
ware  components.  One  key 
change  is  letting  EJBs  work 
with  the  Java  Message  Service. 
This  will  let  Java  components 
interact  using  different  types  of 
asynchronous  messaging,  such 
as  e-mail,  HTTP  and  Java  Mes¬ 
sage  Service. 

Another  change  in  EJB  2.0 
will  make  it  easier  to  create 
and  relate  EJBs  to  back-end 
See  Java,  page  1 06 
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State  courts  lo 

ok  to  pa 

ss  jud 

gment  on  Xl\l 

1L 

Document-encoding  technology  seen  by  some  in  legal  community  as  key  to  electronic  filing  services. 


BY  ELLEN  MESSMER 

Lawyers,  courts  and  legal 
cases  generate  mountains  of 
paperwork,  but  a  few  states 
have  taken  the  ground-break¬ 
ing  step  to  allow  electronic  fil¬ 
ing  of  documents  directly  to 
court  Web  sites  for  processing 
over  their  intranets. 

While  e-filing  is  catching  on 
in  states  such  as  Georgia,  New 
Mexico,  California  and  Wash¬ 
ington,  the  process  of  manag¬ 
ing  legal  documents  online  rais¬ 
es  thorny  questions  about  the 
need  for  signatures,  common 
security  practices  and  techni¬ 
cal  standards  for  interoperabil¬ 
ity  in  document  exchange. 
Counties  today  take  varying 
approaches  to  e-filing,  but 
there  is  a  growing  consensus 
that  the  document-encoding 
technology  called  XML  can  be 


"The  XML 
language  is  the 
most  powerful 
I've  seen  that  can 
help  us  accelerate 
use  of  e-filing." 


Bob  March,  clerk  of  court  for  the 
New  Mexico  U.S.  District  Court 


the  basis  for  statewide  —  and 
perhaps  even  nationwide  — 
electronic  filing. 

Georgia  has  led  the  charge, 
as  its  judiciary  and  universi¬ 
ties  have  devised  an  XML  tag¬ 
ging  specification  for  the 
courts  dubbed  Legal  XML.  The 
specification  will  go  on  trial 
next  week  as  four  Georgia 
courts  and  four  e-filing  ser¬ 
vices  show  how  it  can  be  used 
to  transmit  XML-based  docu¬ 
ments  to  court  servers  and  to 


competing  e-filing  services. 

These  courts  and  document 
clearinghouses  today  can’t  eas¬ 
ily  share  electronic  docu¬ 
ments.  But  the  use  of  format- 
neutral  XML  tags  encoded 
around  content  is  expected  to 
make  it  easier  to  process  infor¬ 
mation  received  over  the  Inter¬ 
net  as  long  as  the  application 
server  receiving  it  supports 
XML,  too. 

“We’re  filing  electronically 
in  several  courts  now,  but  they 
all  use  different  systems,”  says 
Jerry  Garland,  project  manager 
at  Georgia’s  court  automation 
commission,  a  division  of  the 
Georgia  Commission  of  the 
Supreme  Court,  which  over¬ 
sees  1,000  courts  in  159  Geor¬ 
gia  counties. 

The  Georgia  commission 
funded  research  by  Georgia 
State  University  to  devise  the 
Legal  XML  format  under 
the  direction  of  lawyer  Todd 
Vincent. 

XML  mandate 

Georgia  intends  to  mandate 
XML  as  a  technology  standard 
if  interoperability  testing  of  it 
with  two  superior  courts,  two 
state  courts  and  four  e-filing 
service  providers  goes  as 
planned. The  vendors  involved 
are  @court,  e-filing. com,  Coun¬ 
terclaim. com  and  Verilaw. 

“Vendors  like  us  can  pro¬ 
vide  XML  data  to  the  elect¬ 
ronic  file  manager  for  each 
case  management  system,” 
says  Mohammed  Shaikh,  CEO 
at  e-filing. com,  which  receives 
documents  in  various  formats, 
translates  them  into  the  court- 
required  format  and  tracks 
document  flow. 

Shaikh  notes  that  Georgia 
also  wants  to  have  uniform 
rules  for  business  practices, 
such  as  using  encryption  and 
responding  when  a  Web  server 
goes  down. 

Georgia  hopes  to  complete 
the  testing  of  Legal  XML  by 
August,  and  if  it  works  out,  it’s 
likely  to  be  required  for  use  in 
courts  statewide.  In  addition, 
backers  of  Legal  XML  formed  a 
nonprofit  organization  last 
winter  (see  www.LegalXML. 
org)  to  promote  it  as  a  national 
standard. 

Some  Georgia  courts  have 
objected  to  Legal  XML,  elect- 


XML's  day  in  court 

How  filing  court  documents  will  work  with  Legal  XML: 


O  If  created  in 
Legal  XML 
format,  a 
lawyer's 
document  can 
be  transmitted 
directly  to  a 
court  office’s 
Web  server. 


Lawyer 


Q  If  the  document  needs  to  be  converted  into  Legal  XML,  it  can  be  sent  to  a  third-party 
document-conversion  service,  which  then  transmits  the  converted  document  to  the 
court  electronically.  


Internet 


Court  Web 
server 


Document- 

conversion 

service 


Q  The  court  Web  server  can  identify  the 
incoming  document  based  on  XML  tags  and 
present  documents  to  a  judge  so  he  can  view 
legal  filing  at  his  desktop  computer. 


ing  not  to  jump  on  the  Legal 
XML  bandwagon. 

“In  Cherokee  County,  we’ve 
taken  a  different  approach,” 
says  Judge  Charles  Robertson, 
who  helped  oversee  the  im¬ 
plementation  of  a  LAN-based 
e-filing  system  in  his  court¬ 
house  last  month  for  process¬ 
ing  legal  claims  received  di¬ 
rectly  over  the  Web  or  from 
third-party  providers. 

Robertson,  who  now  has  a 
PC  at  his  desk  to  review  cases 
electronically,  is  not  con¬ 
vinced  Legal  XML  is  ready  for 
deployment  and  worries  that 
it  might  be  too  expensive. 

“This  is  a  small  magistrate’s 
court,  and  we’re  looking  for 
something  simple  here,”  he 
says.  Robertson  says  the  e-fil¬ 
ing  system  just  put  in  place  is 
the  first  step  to  give  citizens 
easier  access  to  the  court  and 
for  the  court’s  telecommuting 
clerical  staff  to  work  from 
home,  if  needed. 

Judging  XML 

There’s  other  evidence, 
though,  that  XML  should  be 
considered  innocent  until 
proven  guilty. 

“The  XML  language  is  the 
most  powerful  I’ve  seen  to  help 
us  accelerate  use  of  e-filing,” 
says  Bob  March,  clerk  of  court 
at  the  U.S.  District  Court  in  New 
Mexico,  which  has  used  e-filing 
for  about  three  years. 

The  New  Mexico  court  is 
redesigning  its  court  manage¬ 
ment  system  to  support  XML. 


The  court  in  Albuquerque 
has  aT-1  line  for  receiving  legal 
documents  processed  through 
the  @court  hosted  service  for 
receipt  by  14  judges. 

“Once  filed,  these  docu¬ 
ments  become  immediately 
available  to  clerks  and  the 
judges,  so  everyone  likes  it,” 
March  says. 

Sign  of  the  times 

The  states  and  various  coun¬ 
ties  embracing  e-filing  don’t 
necessarily  have  the  same  per¬ 
spective  on  whether  electronic 
documents  need  to  be  signed 
when  submitted. 

In  Georgia,  the  courts  have 
settled  on  a  rule  that  some 
sort  of  electronic  signature 
has  to  be  attached  to  docu¬ 
ments.  Typically,  this  is  not  a 
public-key  digital  signature, 
but  a  bitmap,  which  can  be 
affixed  like  a  stamp  to  the 
e-document,  e-filing. corn’s 
Shaikh  says. 

In  Robertson’s  court,  the 
basis  for  validating  a  docu¬ 
ment  rests  on  requiring  credit 
card  payment  for  the  filed 
document  and  a  phone  num¬ 
ber  to  check  the  sender’s 
whereabouts. 

Because  the  court  is  limited 
to  reviewing  cases  related  to 
claims  up  to  $15,000  and  in- 
person  appearances  are 
required  in  trying  cases,  this 
method  of  verifying  the  elec¬ 
tronic  document  is  sufficient, 
the  judge  asserts. 

“All  a  signature  is  is  a  deriva¬ 


tion,  and  this  is  a  method  for 
determining  where  a  mark 
was  derived,”  he  says. 

California  only  began 
allowing  e-filing  within  the 
last  year  and  is  interested  in 
backing  statewide  standards 
for  it,  says  Michael  Geller,  a 
lawyer  at  the  Merino  Valley, 
Calif.,  law  firm  Geller  and 
Stewart.  His  law  firm  sends  its 
court  filings  to  the  Riverside 
County  courthouse  as  imaged 
TIFF  files  to  service  provider 
e-filing. com,  which  converts 
them  into  the  format  the 
court  wants. 

“But  California  doesn’t  re¬ 
quire  a  signature  on  an  elec¬ 
tronic  document,”  Geller  says. 
“Riverside  basically  took  the 
attitude  that  if  you  send  your 
document  electronically,  it’s 
signed.” 

But  old-fashioned  paper 
still  has  to  be  signed  to  be 
considered  valid  by  the  court 
in  California.  3 
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Cisco  pushes  product  for  e-learning 


NetworkWodd 


Editorial  Director:  John  Gallant 
Editor  in  Chief:  John  Dix 


NEWS 


BY  PHIL  HOCHMUTH 

SAN JOSE  —  Cisco  last  week 
announced  a  new  product  and 
service  bundle  intended  to 
nudge  companies  into  using 
Internet-based  training  and 
educational  programs. 

Cisco’s  e-learning  service  is  a 
package  of  its  Enterprise  Con¬ 
tent  Delivery  Network  (ECDN) 
integrated  with  applications 
from  software  and  service  ven¬ 
dors.  Services  based  on  Cisco’s 
ECDN  products  could  help 
companies  conduct  employee 
training  or  customer  seminars 
over  the  Internet. 

Express  Personnel,  an  Okla¬ 
homa  City  staffing  firm  with 
400  franchise  offices  world¬ 
wide,  is  installing  its  own  Cisco 
Content  Distribution  Managers 
for  delivering  sales  instruction 
videos  to  70  sites  in  North 


America.  Video  content  will  be 
pushed  to  the  Content  Distribu¬ 
tion  Managers,  which  act  as 
servers,  in  each  office  at  night, 
saving  bandwidth  during  work¬ 
ing  hours,  according  to  Art 
Atkinson,  vice  president  of 
training  and  development  at 
Express  Personnel. 


“Our  offices  only  have  56K 
[bit/sec  lines]  running  to  them,” 
Atkinson  says,  which  makes  it 
impractical  to  send  live  streams. 
“Each  workstation  in  an  office 
will  be  accessing  video  over  the 
local  area  network,”  which  will 
also  provide  better  video  quality 
than  a  stream,  he  adds. 


Cisco  has  partnered  with  two 
network  integration  firms  — 
KPMG  and  iXL  —  to  help 
deploy  the  e-leaming  service  in 
organizations.  Cisco  has  also 
teamed  with  several  service 
providers  that  will  offer  Cisco- 
based  e-learning  services  based 
on  an  application  service  pro¬ 
vider  model. 

Service  providers  certified  to 
offer  Cisco  e-learning  services 
include  Convergent  Media  Sys¬ 
tems,  Digital  Island,  Digital  Pipe, 
Relera  and  Verado. 

According  to  Cisco,  a  com¬ 
pany  with  3,000  employees  in 
50  sites  could  deploy  Cisco’s 
e-learning  service  for  approxi¬ 
mately  $1  million,  including 
integration  costs.  For  an  organi¬ 
zation  with  25,000  employees 
in  300  sites  using  two  ASPs  for 
deployment,  the  cost  would  be 
around  $5  million.  3 


E-learning  product  lineup 

These  Enterprise  Content  Delivery  Network  products  make  up 
the  core  of  Cisco's  e-learning  service  offering: 

Cisco  Content  Distribution  Manager:  Hardware  device  for  administering 
e-iearning  content. 

Cisco  Content  Engine:  Content  streaming  server. 

Cisco  IP/TV  Broadcast  Server:  Server  for  delivering  full-motion  video 
to  desktops. 

Cisco  IP/TV  Control  Server:  Scheduling  server  for  network-based  video 
content. 


Integration  drives  PeopleSofts  retooled  CRM  apps 


BY  ANN  SULLIVAN 

LAS  VEGAS  —  With  an  eye 
toward  large  customers  who 
want  a  completely  integrated, 
Web-based  customer  relation¬ 
ship  management  package,  Peo- 
pleSoft  this  week  will  launch  its 
retooled  CRM  suite. 

Whereas  myriad  CRM  prod¬ 
ucts  solve  one  piece  of  the  cus¬ 
tomer  management  puzzle,  Peo- 
pleSoft  8  CRM  tries  to  do  it  all, 
from  tracking  sales  leads  and 
routing  inquiries  to  analyzing 
customer  profitability  and  link¬ 
ing  to  back-office  financial  data. 
It  is  intended  to  compete  with 
full-featured  CRM  applications 
from  Siebel,  SAP  and  Oracle. 

The  PeopleSoft  8  CRM  suite 
includes  six  sales,  marketing 
and  service  applications,  five 
analytic  tools  for  gleaning  sales 
trends  from  the  data  collected, 
and  a  customer  portal  that  lets 
employees,  suppliers  and  part¬ 
ners  view  the  assembled  data. 
Each  application  is  based  on 
PeopleSoft’s  Java-based  Inter¬ 
net  architecture,  which  is  new 
to  its  CRM  suite. 

PeopleSoft  took  the  CRM 
applications  it  gained  through 
its  December  1999  acquisition 
of  sales-force  automation  spe¬ 
cialist  Vantive  and  rewrote  the 


code  to  match  its  other  Internet- 
based  enterprise  resource  plan¬ 
ning  (ERP)  applications. 

PeopleSoft  8  CRM  resides  on 
a  server  maintained  on-site  by 
the  user  or  through  eCenter, 
PeopleSoft’s  application  hosting 
division.  No  code  is  required  on 
client  workstations  or  devices 
now  that  the  Vantive  applica¬ 
tions  have  been  reworked.  In 
previous  versions,  the  CRM  soft¬ 
ware  ran  on  client  devices.  With 
PeopleSoft  8  CRM,  users  can 
access  sales,  marketing  and  cus¬ 
tomer  service  applications 
though  any  device  that  has  a 
Web  browser  —  such  as  a  PC, 
laptop,  PDA  or  Web  phone. 

More  important  than  ease  of 
access,  however,  is  the  integra¬ 
tion  this  Web-based  architec¬ 
ture  will  afford.  By  shifting  its 
CRM  applications  to  its  newly 
developed  HTML-  and  XML- 
based  platform,  PeopleSoft  can 
more  tightly  tie  its  CRM  applica¬ 
tions  to  the  rest  of  the  People- 
Soft  8  ERP  platform  —  all  167 
Web-based  applications  that 
comprise  PeopleSoft  8. 

The  revamped  PeopleSoft  8 
CRM  suite  also  will  enable 
tighter  integration  with  non- 
PeopleSoft  back-office  applica¬ 
tions,  says  Kevin  Scott,  an  ana¬ 
lyst  with  AMR  Research. 


PeopleSoft  is  ahead  of  rivals 
Siebel,  SAP  and  Oracle  in  deliv¬ 
ering  this  pure  Internet-based 
architecture,  Scott  says. 

Integration  with  back-end 
applications  such  as  financial 
and  order  management  systems 
is  key  to  a  successful  CRM 
implementation,  but  it’s  not 
often  easily  or  inexpensively 
achieved.  “One  of  the  largest 
costs  —  and  certainly  the  high¬ 
est  cost  overruns  —  comes 
from  the  systems  integration 
requirements,”  says  Joshua 
Greenbaum,  principal  at  Enter¬ 
prise  Applications  Consulting. 

PeopleSoft  8  CRM  beta  user 
Polycom  has  products  in  its 
back  office  for  financials  and 
order  management,  but  this  is 
the  company’s  first  foray  into 
CRM  tools  from  PeopleSoft,  says 
Paula  Casey,  director  for  chan¬ 
nel  sales  for  the  Milpitas,  Calif., 
maker  of  voice  and  video  gear. 

Integration  with  its  existing 
PeopleSoft  applications  is  one 
of  the  main  reasons  Polycom 
chose  PeopleSoft  8  CRM.  Once 
the  beta-test  period  ends,  the 
company  is  hoping  for  a  rela¬ 
tively  speedy  implementation, 
because  the  CRM  platform 
will  be  the  same  as  the  plat¬ 
form  on  which  its  ERP  applica¬ 
tions  will  run. 


“We’ve  been  researching  this 
for  a  while  now,”  Casey  says. 
“We  feel  we  can  get  the  system 
up  and  running  in  six  to  eight 
weeks  with  PeopleSoft’s  help.” 

Casey  says  two  features  are 
particularly  important.  First, 
software  upgrades  are  done  on 
the  server,  so  “everybody  will 
get  the  benefit  of  upgrades  at 
the  same  time,”  she  says.  Sec¬ 
ond,  access  is  browser-based, 
so  Polycom’s  traveling  sales 
and  management  personnel 
can  stay  connected. 

Instead  of  traditional  per-seat 
licensing,  PeopleSoft  will  base 
its  licensing  model  on  company 
metrics  such  as  annual  revenue 
and  operating  budget.  An  aver¬ 
age  price  for  PeopleSoft’s  CRM 
applications  runs  about 
$500,000,  according  to  a  com¬ 
pany  spokesman. 

PeopleSoft  8  CRM  is  set  to 
be  launched  this  week  at  the 
software  maker’s  user  confer¬ 
ence  in  Las  Vegas.  It  will  be 
available  June  29.  □ 
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Gigabit  capability  on  your  current  Cat -5  network  isn’t  a  pipe  dream.  With  Intel'  PRO/1000  T  Server  Adapters  you  can  increase  your  bandwidth  capacity 
by  a  massive  ten  times.  These  gigabit  adapters  work  with  your  existing  10/1 00Mbps  network  and  will  seamlessly  ramp  up  to  1000Mbps.  And  they’re  not 
just  super-fast.  They’re  super-flexible.  Intel  PRO/1000  T  Server  Adapters  offer  advanced  server  features  like  load  balancing  and  fault  tolerance  across 
multiple  operating  systems.  Intel*  PRO  Network  Connections,  the  intelligent  way  to  connect.  For  more  information  and  a  trial  kit,  visit  intel.com/network/go/cat5/ 
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News 


SuperComm, 

continued  from  page  1 

power  as  possible  into  the  small¬ 
est  available  package. 

The  Cisco  7400  Application 
Specific  Router  (ASR)  is  targeted 
at  specific  applications:  broad¬ 
band  aggregation,  managed  cus¬ 
tomer  premises  equipment 
(CPE)  service  and  network 
sendee  appliance  applica- 
tions.The  router,  which  rims 
Cisco’s  IOS  operating  sys¬ 
tem,  can  be  configured  for 
one  of  those  applications  and 
redeployed  for  another  should  a 
company  or  service  provider’s 
requirements  change. 

Previously,  users  had  to  pur¬ 
chase  new  equipment  with 
new  software  images  if  require¬ 
ments  changed,  for  example, 
from  broadband  aggregation  to 
managed  CPE  service. 

The  7400  ASR  is  one  rack-unit 
(1.75  inches)  high.  It  sports  a 
slot  for  housing  one  of  40  port 
adapter  cards  for  Cisco’s  other 
7000  series  routers,  two  10/ 
100/1000M  bit/sec  Ethernet 
ports  and  an  auxiliary/console 
port  for  configuring  the  router. 

Port  adapter  cards  include 
Ethernet,  Fast  Ethernet  and 
Gigabit  Ethernet;  ATM  and 
packet-over-SONET;  serial,  multi¬ 
channel  and  channelized  WAN; 
ISDN;  and  frame  relay.  Line  rates 
range  from  64K  bit/sec  to  OC-3 
(155M  bit/sec). 

Up  to  40  7400  ASRs  can  be 
stacked  in  a  telephone  com¬ 
pany’s  rack  using  one  of  the  Eth¬ 
ernet  ports  attached  to  a  high- 
density  Ethernet  aggregation 
switch  in  the  bottom  of  the 


rack.  Each  router  can  support 
up  to  8,000  subscribers,  or  up  to 
320,000  subscribers  in  a  rack. 

The  7400  ASR  consumes  50 
watts  of  power,  which  is  one- 
fourth  to  one-sixth  that  of  alter¬ 
native  products,  sources  say.  It 
has  a  forwarding  performance 
of  350,000  packet/sec  and  is 


the  smallest  Cisco  platform  to 
incorporate  the  company’s  Par¬ 
allel  Express  Forwarding  (PXF) 
ASIC,  a  dedicated  processor  for 
handling  filtering,  queuing,  net¬ 
work  address  translation  (NAT) 
and  accounting  at  wire  speed. 

Other  PXF-based  Cisco 
routers  include  the  Cisco 
7200,  the  10000  Edge  Services 
Router  and  the  7600  Optical 
Services  Router. 

The  7400  ASR  will  face  its 
stiffest  competition  from  Uni¬ 
sphere  and  Tiara  rather  than 
dedicated  broadband  aggrega¬ 
tion/subscriber  management 
boxes  from  Redback  Networks 
and  Nortel,  due  to  size  and  ser¬ 
vice  variability,  says  Deb  Mielke, 
principal  of  consultancy  Treil- 
lage  Network  Strategies. 

“Cisco’s  finally  addressing 
some  service  provider  needs, 
especially  for  small  sites,”  she 
says.  “What  they  have  is  a 
smaller  router  with  a  lot  more 
functionality.  As  service  pro¬ 
viders  expand  geographic 
reach  or  enter  new  markets, 
things  like  this  are  really 
important.” 


The  only  downside  is  Cisco 
could  have  come  out  with  this 
product  sooner  had  it  not 
become  defocused  during  its 
period  of  extraordinary  growth. 

“They’ve  turned  the  corner,” 
Mielke  says. “They’re  finally  real¬ 
izing  [routers  are]  still  their 
core  business  and  they’ve  got  to 
protect  themselves  to  con¬ 
tinue  the  domination.” 

Time  will  tell  if  the  7400 
ASR  can  contribute  to  that 
mission.  One  of  its  applica¬ 
tions,  broadband  aggrega¬ 
tion,  has  the  router  sitting  in  a 
service  provider’s  central  office 
taking  in  feeds  from  xDSL, 
mobile  wireless,  satellite  and 
cable  links,  and  providing  access 
to  the  Internet,  enterprise  or  ser¬ 
vice  provider  core  network. 

The  7400  ASR  authenticates 
subscribers  on  those  access 
links  and  can  push  Web  portals 
and  other  customized  content 
to  those  subscribers  based  on 
their  profile. 

As  a  managed  service  CPE 
device,  the  7400  ASR  can  label 
traffic  with  Multi-protocol 
Label  Switching  tags,  designat¬ 
ing  that  traffic  for  a  VPN  tunnel 
or  a  set  of  other  Differentiated 
Services  within  the  service 
provider  cloud. 

For  network  service  appli¬ 
ance  applications,  the  7400  ASR 
can  backend  an  aggregation 
router  to  balance  traffic  loads 
for  dedicated  quality-of-service 
enforcement,  access  control  list 
filtering,  NAT,  accounting  and 
several  other  subscriber-  or  traf¬ 
fic-specific  functions. 

The  7400  ASR  has  an  entry 
price  of  $  19,000.  It  will  be  avail¬ 
able  next  week. 


SUPERCO 


Tenants,  anyone? 

One  application  for  Cisco's  new  7400 
Application  Specific  Router  (ASR). 

QA  Cisco  6015  DSLAM  aggregates  DSL  links 
from  building  tenants  on  different  floors  and 
provides  PPP  tunneling  to  the  Cisco  7400  ASR. 


QThe  7400  ASR 
terminates  the  PPP 
sessions  and  provides 
IP  or  MPLS  delivery  to 
the  service  provider 
core  network. 


QThe  7400  shares  data  with  a  DHCP  server  and  billing  application  to 
bill  users  based  on  IP  address  lease  and  release  time. 


Cosine,  Unisphere  offerings 

Cosine  will  announce  the 
IPSX  9500,  the  largest  in  its  IP 
service  switch  family  that  sup¬ 
ports  VPN,  firewall  and  anti¬ 
virus  services. 

A  fully  loaded  IPSX  9500  has 
654G  bit/sec  of  switching  cap¬ 
acity,  the  company  claims,  and  is 
suited  for  a  service  provider 
mega  point  of  presence,  accord¬ 
ing  to  John  Metz,  an  analyst  with 
Sterling  Research. 

The  sheer  capacity  not  only 
outstrips  major  competitors, 
but  also  exceeds  the  current 
need  of  even  the  busiest  service 
provider,  says  Zeus  Kerravela,  an 
analyst  with  The  Yankee  Group. 

To  achieve  this  speed,  Co¬ 
sine  has  redesigned  its  line 
cards,  which  it  calls  service 
generators  and  which  each 
occupy  two  slots  in  the  26-slot 
IPSX  9500  chassis. 


ROUTERS  APPEAR 
EVERYWHERE 


A  few  other  router  vendors  will  make  big  splashes  at 
SuperComm  2001,  focusing  on  speed,  density  and 
resiliency. 

Pluris  will  demonstrate  the  scalability,  virtual  trunking 
and  software  fault  tolerance  of  its  Teraplex  20  terabit 
router.  For  scalability,  Pluris  will  show  four  Teraplex  20 
chassis  configured  as  two  separate  routers  connected  by  an 
optical  backplane  35  feet  apart.  Pluris  deploys  an  optical-fiber 
backplane  instead  of  copperto  enable  physical  chassis  sepa¬ 
rated  by  some  distance  to  be  configured  as  one  logical  router. 

Attendees  will  also  see  a  Teraplex  20  handling  1,200  access 
control  lists  without  performance  degradation,  Pluris  claims. 

For  virtual  trunking,  Pluris  will  demonstrate  its  IP  Bond 
capability  for  aggregating  multiple  links  into  a  high-speed  logi¬ 
cal  trunk.  Pluris  will  show  a  virtual  40G  bit/sec  OC-768  trunk 
comprising  an  aggregate  of  several  lower-speed  links. 

Pluris  claims  its  Teraplex  20  can  support  IP  Bonds  com¬ 
posed  of  up  to  1 ,000  different  speed  links  of  varying  framing 
formats.  The  company  says  that  1,000  such  IP  Bonds  can  be 
supported  across  multiple  Teraplex  chassis. 

Competitive  link  aggregation  techniques  from  Avici  Sys¬ 
tems  configure  a  virtual  trunk  that  supports  only  16  links  at 
two  speeds  —  0C-48  and  OC-192,  for  example  —  and  a  sin¬ 
gle  framing  format,  Pluris  says.  Avici  says  it  can  combine  64 
links  at  four  different  speeds  —  from  0C-3  to  0C-192  —  into  a 
virtual  trunk. 

Pluris'  Teraplex  20  will  ship  this  month.  Trials  are  wrapping 
up  at  three  carriers,  including  Global  Crossing  and  Deutsche 
Telekom. 

Also  moving  from  terabits  to  petabits,  Hyperchip  will  unveil 
its  PBR-1280  petabit  Multi-protocol  Labeling  Switching 
router.  This  will  be  the  first  time  Hyperchip  has  demonstrated 
the  router  outside  its  labs. 

Hyperchip  will  demonstrate  the  PBR-1280  using  Agilent's 
OC-192  RouterTester  test  systems.  It  will  enter  customer  lab 
tests  in  September  and  ship  early  next  year. 

—  Jim  Duffy 


Cosine  will  also  introduce 
software  support  for  Ethernet- 
based  services  such  as  virtual 
LANs  (VLAN)  as  well  as  for 
McAfee  Antivirus  software  so 
providers  can  offer  virus- 
protection  services.  The  new 
software  also  supports  rate  con¬ 
trol  to  give  customers  more 
control  of  bandwidth  they  buy. 

The  IPSX  9500  will  be  avail¬ 
able  in  September  and  cost 
$  1 50,000  for  the  chassis  with  a 
single-service  generator  card. 

Unisphere  will  introduce 
the  ERX  1440,  the  latest  in  its 
edge  routing/switching  family 
that  purports  to  support  wire 
speed  for  all  services.  ERX 
1440  is  a  40G-bit/sec  switch 
router  designed  to  enable  wire- 
speed  broadband  services  with 
quality  guarantees. 

Unisphere  will  also  intro¬ 
duce  ERX  software  to  support 
intelligent  bandwidth  manage¬ 


ment  that  can,  for  example, 
increase  or  decrease  band¬ 
width  to  a  customer  based  on 
policies,  such  as  time  of  day.  It 
also  lets  customers  order  these 
services  as  needed. 

The  software  also  supports 
Dynamic  Host  Configuration 
Protocol  for  supporting  multi¬ 
ple  users  with  different  service 
profiles  at  a  single  site,  IP 
addresses  to  customer  devices, 
as  well  as  VLAN  tagging  for 
added  security  of  customer  traf¬ 
fic.  The  ERX  1440  supports  up 
to  32,000  VLANs  per  chassis. 

The  ERX  1440  is  scheduled  to 
be  available  in  September  with 
pricing  starting  at  $75,000  for 
the  chassis  with  the  40G-bit/sec 
processor  card.  3 

Get  more  information  online. 
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Plus,  $0  down,  0%  lease  before  June  30,  20011  How  do  we  improve 
on  the  best-selling  servers  in  the  business?  We  make  them  even  easier 
to  buy  or  lease,  with  up  to  33%  savings,  plus  zero  money  down,  zero 
percent  lease  on  select  Compaq  ProLiant  Servers.  So  now,  after  you  add 
up  the  savings,  subtract  the  headaches,  and  factor  in  Compaq’s 
industry-leading  standards,  these  servers  practically  pay  for  themselves. 


Compaq  business 


COMPAQ  PROLIANT  SERVERS  SATISFY  MILLIONS 

OF  CUSTOMERS  WORLDWIDE. 
(WE  DON’T  CALL  THEM  “SERVERS”  FOR  NOTHING.) 


SAVE  UP  TO  33% 


ProLiant  DL320  Server 

$0  down,  0%  lease  for  up  to  30  months1 

$65  per  month2 

or  buy  it  for  $1 949* 

QuickAccess  Code:  N8X6X4-1725X 
Intel®  Pentium®  III  processor  1 .00GHz 
20GB  Ultra  ATA  hard  drive3 
128MB  133MHz  ECC  SDRAM  (exp.  to  2GB3) 
Single  processor  capable 
1 U4  form  factor 


ProLiant  DL360  Server 

$0  down,  0%  lease  for  up  to  30  months1 


$96 


per  month2 


or  buy  it  for  $2868* 

QuickAccess  Code:  N8X6X4-1735X 

Intel  Pentium  III  processor  1 .00GHz 

18.2GB  10,000  rpm  Ultra  SCSI  3  pluggable  hard  drive3 

128MB  133MHz  ECC  SDRAM  (exp.  to  4GB3) 

Dual  processor  capable 
1 U4  form  factor 

Network  Magazine  Product  of  the  Year  2001 


ProLiant  DL380  Server 

$0  down,  0%  lease  for  up  to  30  months1 
per  month2 

or  buy  it  for  $3218* 

QuickAccess  Code:  N8X6X4-1675X 

Intel  Pentium  III  processor  1 .00GHz 

18.2GB  10,000  rpm  Ultra  SCSI  3  pluggable  hard  drive3 

128MB  133MHz  ECC  SDRAM  (exp.  to  4GB3) 

Dual  processor  capable 
3U4  form  factor 


pentlum®/// 


To  buy  direct  from  Compaq,  or  for  your  nearest  reseller 

1-877-549-7403  or  visit  compaq.com/serversaver 


] 


COMPAQ. 

Inspiration  Technology 


’Prices  show  are  Compaq  prices;  reseller  and  retailer  prices  may  vary.  Prices  shown  are  subject  to  change  and  do  not  include  applicable  state  and  local  sales  tax  or  shipping  to  recipient's  destination.  'This  $0  down,  0%  lease  offer  is  a  lease  with  a  fair  market  value  purchase  option  at  the  end  of  the  lease  term.  The  monthly  lease  payments  are  calculated  at  a  0%  implicit  lease  rate,  assuming  lessee  does  not 
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News 


IBM  bolsters  WebSphere,  targets  BEA  Systems 


Company’s  Web  application  sewer  gets  Java  2,  scalability  features. 


BY  KATHLEEN  OHLSON 

SOMERS,  N.Y  —  The  latest 
version  of  IBM’s  flagship 
WebSphere  application  server 
delivers  enough  added  fea¬ 
tures,  dependability  and  conve¬ 
nience  to  scare  market  leader 
BEA  Systems,  analysts  and  cus¬ 
tomers  say. 

According  to  Giga  Informa¬ 
tion  Group,  BEA  leads  the  $1.6 
billion  application  server  mar¬ 
ket  with  a  35%  share,  followed 
by  IBM  with  30%. 

“This  is  the  first  release  [of 
WebSphere]  that  begins  to  be 
competitive  with  BEA,”  says 
Mike  Gilpin,  an  analyst  at 
Giga.  WebSphere  4.0  now  sup¬ 
ports  the  Java  2  Enterprise 
Edition  (J2EE)  platform,  offers 
more  stability  and  scalability, 
and  is  easier  to  configure,  he 
says.  Earlier  versions  of  Web¬ 
Sphere  took  about  a  week  to 
set  up,  compared  with  one 


day  to  set  up  and  configure 
BEA’s  WebLogic,  according  to 
customers  Gilpin  has  spoken 
with. 

Eric  Yu,  CTO  at  Centerprise 
Services,  says  support  for 
J2EE  brings  more  stability  to 
WebSphere,  which  the  fi¬ 
nancial  technology  company 
plans  to  deploy  this  summer. 
Earlier  WebSphere  versions 
“were  tricky  to  configure,”  Yu 
says.  “Even  if  the  bugs  were 
your  problem,  [WebSphere] 
didn’t  really  help  you  much  to 
find”  them  and  the  process 
became  time-consuming,  adds 
Matt  Forster,  software  devel¬ 
oper  at  Centerprise. 

IBM  last  month  announced 
that  WebSphere  would  be 
the  backbone  of  its  Web 
services  initiative  called 
Dynamic  E-Business.  Web  ser¬ 
vices  let  companies  access 
and  interact  with  business 
functions  over  the  Internet. 


Robert  Dutile,  senior  vice  presi¬ 
dent  of  enterprise  architecture 
at  KeyCorp,  wants  IBM  to  build 
better  private  UODI  directories. 

WebSphere  4.0  supports  Sim¬ 
ple  Object  Access  Protocol 
(SOAP), Web  Services  Descrip¬ 
tion  Language  (WSDL),  Uni¬ 
versal  Description  Discovery 
and  Integration  (UDDI),  and 
XML.  SOAP  exchanges  XML- 
based  messages  from  one 


business  application  to  anoth¬ 
er  over  the  Web.  UDDI 
is  a  universal  registry  of 
resources,  and  WSDL  stan¬ 
dardizes  the  way  services  and 
their  providers  are  described. 

Robert  Dutile,  senior  vice 
president  of  enterprise  archi¬ 
tecture  at  KeyCorp,  lauds  IBM’s 
support  for  Web  services  in 
WebSphere,  but  wants  Big  Blue 
to  develop  private  UDDI  direc¬ 
tories  for  businesses. 

“I  hope  they  make  every 
effort  to  get  [a  private  UDDI 
directory]  included  in  a  near- 
term  release,  but  I  honestly 
don’t  expect  one  until  the  end 
of  the  year,”  Dutile  says. 

A  private  UDDI  directory 
would  let  companies  have 
internal  Web  services  behind 
their  firewalls  and  utilize 
applications  from  other  divi¬ 
sions.  Proposed  by  IBM, 
Microsoft  and  Ariba,  UDDI 
was  conceived  as  a  public 


directory  that  would  let  bus¬ 
inesses  advertise  their  ser¬ 
vices,  find  one  another  and 
conduct  Web  transactions. 
Businesses,  though,  are 
expected  to  use  UDDI  with 
their  partners  in  their  own 
private  directories. 

Pricing  for  WebSphere 
starts  at  $8,000  for  single-serv¬ 
er  use,  whereas  BEA  charges 
$10,000  per  CPU  for  its  Web- 
Logic  server.  But  Gilpin  says 
the  lower  price  will  likely 
prove  inconsequential. 

“There’s  no  price  sensitivity 
for  application  servers,”  he 
says.  “Application  servers  are 
important  to  business  initia¬ 
tives,  and  the  cost  of  an  appli¬ 
cation  server  that  fails  is  so 
great  [customers]  are  willing 
to  pay  for  it.” 

WebSphere  4.0  is  expected 
to  ship  June  30. 

IBM:  www.ibm.com/web 
sphere 


SMARTS  management  tool  aims  to  protect  service  levels 


Connecting  the  net  devices 

SMARTS  InCharge  Service  Assurance  Manager  lets  net 
managers  see  how  network  problems  will  affect  their  end  users. 


BY  DENISE  DUBIE 

ATLANTA  —  System  Manage¬ 
ment  Arts  this  week  will  release 
software  that  differs  from  other 
fault  management  tools  by 
identifying  the  root  causes  of 
network  problems  across  mul¬ 
tiple  managed  domains  and  pri¬ 
oritizing  fixes  based  on  service- 
level  agreements. 

InCharge  Service  Assur¬ 
ance  Manager,  which  will 
be  introduced  at  Super- 
Comm  2001  this  week,  is 
designed  for  large  enter¬ 
prise  networks  and  service 
provider  environments.  The 
software  is  part  of  the  com¬ 
pany’s  InCharge  family  of  fault 
management  tools.  Like  other 
root-cause  analysis  tools,  it’s 
designed  to  help  companies 
get  to  the  bottom  of  network 
problems  that  are  hard  to  pin¬ 
point  because  they  might 
affect  multiple  users,  devices 
or  applications. 

Once  loaded  onto  a  server, 
the  SMARTS  software  immedi¬ 
ately  begins  an  autodiscovery 
process  on  the  network,  using 


predefined  models  to  seek  out 
alarms,  Management  Informa¬ 
tion  Base  variables,  SNMP  event 
data,  system  log  data  or  data 
from  other  network  manage¬ 
ment  software,  such  as  Hewlett- 
Packard’s  Open  View  or  Tivoli’s 
NetView.The  software  achieves 
automation  through  a  combina¬ 
tion  of  topological  insight  and 
information  about  each  man¬ 


aged  element,  which  is  orga¬ 
nized  into  network-indepen¬ 
dent  object  models,  the 
company  says. 

InCharge  Service  Assurance 
Manager  can  graphically  map 
out  network  interdependencies 
and  correlate  them  so  that  com¬ 
panies  can  track  whether  ser¬ 
vice  delivery  levels  to  end  users 
are  being  met.  A  centralized 
console  displays  the  relation¬ 
ships  between  connected  ob¬ 
jects,  such  as  devices,  servers, 
applications  and  databases. 


SMARTS  claims  its  software  can 
track  such  information  across 
individually  managed  network 
domains,  whereas  offerings 
from  the  likes  of  Micromuse 
and  RiverSoft  can  only  track 
such  data  within  managed 
domains  individually. 

Beta  version  customer 
Debra  Foller,  director  of  opera¬ 
tion  systems  and  support  for  a 
financial  industry  extranet 
provider  Radianz,  says  the 
company  uses  SMARTS 
InCharge  technology  as  the 
“foundation  of  its  fault 
management”  and  plans  to 
use  the  Service  Assurance 
Manager  to  perform  root- 
cause  analysis  across  several 
domains. 

“It  will  let  us  consolidate  13 
different  root-cause  analysis 
domains,  see  the  interdepen¬ 
dencies  and  tag  a  problem 
across  the  network,”  she  says. 
“Today  there  is  no  other  way  to 
do  it  other  than  by  a  human, 
and  using  this  saves  us  time  and 
minimizes  the  potential  for 
human  error.” 

Founded  in  1993,  SMARTS 


has  about  100  customers, 
mostly  corporations,  but  about 
half  of  its  revenue  comes  from 
its  service  provider  accounts. 
In  1997,  the  company  launched 
its  InCharge  suite,  which 
includes  the  underlying  Code- 
Book  Correlation  technology. 
Once  installed  on  a  user  site, 


CodeBook  matches  alarms  to 
its  knowledge  library,  determin¬ 
ing  the  root  cause  of  network 
problems. 

Pricing  for  InCharge  Service 
Assurance  Manager  starts  at 
$45,000. The  product  is  sched¬ 
uled  to  ship  at  the  end  of  July. 

SMARTS:  www.smarts.com 
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The  broadband  market  is  ever  changing.  What  you  need  is  a  company  with  the  agility  and  depth  to  seize  the  opportunity  in  this  challenging 
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News 


Management  service  providers  feast  on  challenges 


"The  AT&Ts,  the  WorldComs  and  the 
traditional  outsourcers  will  get  into  this 
market  and  be  the  big  players." 


John  Igoe,  president,  SilverBack 


Four  top  MSP  executives  break  bread  and  break  down  the  trials  they  face  in  an  ever-changing  market. 

BY  DENISE  I)  IJ  B  I  E 

IAS  VEGAS  —  Network 
World  last  month  treated  four 
top  executives  from  manage¬ 
ment  service  providers  to  a 
free  meal  in  exchange  for  some 
inside  information  on  the  state 
of  their  nascent  market. 

The  upshot?  The  roughly 
year-old  market  —  which  cen¬ 
ters  around  the  outsourcing 
of  network,  systems  and  appli¬ 
cations  management  —  has 
changed  a  lot  even  since 
we  held  our  first  such  gather¬ 
ing  back  in  September 
2000  (www.nwfusion.com, 

DocFinder:  4530). 

According  to  our  guests  — 

Yash  Shah  of  InteQ,  John  Igoe 
of  SilverBack  Technologies, 

Michael  Manos  of  Nuclio  and 
Bo  Lasater  of  Totality  —  the 
big  changes  revolve  around 
the  fall  of  the  dot-coms,  a 
renewed  focus  on  traditional 
enterprise  customers  and  the 
development  of  new  service 
delivery  models. 

The  night  started  a  bit  slow, 
with  Shah  and  Igoe,  co-pan¬ 
elists  at  an  MSP  session  at  Net- 
World+Interop  earlier  that  day, 
arriving  first  to  Nero's  at  Cae¬ 
sar’s  Palace  in  Las  Vegas.  The 
two  felt  comfortable  at  center 
stage,  joking  that  they  wel¬ 
comed  the  opportunity  for  us 
to  write  a  huge  story  on  just 


Net  Know-It-All 


Answerthis  and  nine  additional 
questions  online  and  you  could 
win  $500!  Visit  Network  World 
Fusion  and  enter  2349  in  the 
Search  box. 
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This  week's  question: 


Which  company’s 
“Project  eLiza”  is 
designed  to  give  servers 
the  smarts  to  fix 
themselves? 


their  respective  companies. 

But  that  dream  died  quickly 
when  Manos  and  Lasater  hur¬ 
ried  in  from  a  party  being  held 
across  the  street  by  the  MSP 
Association,  an  organization 
that  now  boasts  104  members. 
With  the  wine  ordered  and 
bread  on  the  table,  the  MSP 
executives  dug  into  the  chal¬ 
lenges  they  currently  face. 

The  first  issue:  the  dot-bomb 
industry.  Having  come  into  be¬ 
ing  at  the  height  of  the  dot-com 
hype,  many  MSPs  quickly  won 
customer  accounts  because  the 
low-entry  cost  and  subscription- 
payment  model  appealed  to 
upstart  companies. 

Unfortunately,  many  of  those 
start-ups  couldn’t  pay  their  bills 
and  some  MSPs  lost  their  shirts. 
The  smart  MSP  refocused  its 
sales  force  on  the  enterprise 
customer,  Lasater  said. 

“We  filled  up  on  dot-coms 
early,  and  they  were  easy.  We 
didn’t  realize  it  at  the  time,  but 
they  were  the  only  people  will¬ 
ing  to  turn  over  mission-crit¬ 
ical  parts  of  their  operations 
to  an  unproven  company,” 
he  said.  “They  had  so  many 
other  risks  they  were  taking, 
and  they  had  a  pocketful  of 
money.  They  had  to  get  to 
market  fast  and  had  real 
management  and  bandwidth 
issues. 

“Now,  we  go  after  more 
enterprise  accounts.  It’s  a 
very  different  sale,”  Lasater 
said.  “Now  you’ve  got  to  sell 
[return  on  investment].” 

Lasater  said  having  some 
big  name  customers  among 
his  20  brick-and-mortar  ac¬ 
counts  as  examples  has 
helped  his  company  win 
more  business.  Among  the 
company’s  high-profile  cli¬ 
ents  is  Martha  Stewart  Living, 
for  which  Totality  manages 
the  Web  infrastructure. 

Nuclio’s  Manos  said  his 


company,  a  subsidiary  of 
Forsythe  Technology,  never 
went  the  dot-com  route,  but 
agreed  that  the  death  of  many 
dot-coms  has  changed  the  face 
of  the  MSP  market. 

He  said  customers  now 
want  to  hear  how  an  MSP  will 
make  their  internal  IT  process¬ 
es  better  and  improve  how 
they  deal  with  the  “traditional, 
ugly”  network  issues. 

“We’ve  changed  how  we 
sell  our  service,”  Manos  said. 
“We  don’t  go  in  there  offering 
ease  of  use,  ease  of  manage¬ 
ment.  Now  it’s  more  of  a  focus 
on  quality  processes  and  pro¬ 
cedures  on  the  back  end.” 


more  in  functionality  than 
pure  technology,  but  noted 
that  some  companies  are  inter¬ 
ested  in  buying  SilverBack’s 
management  technology  out¬ 
right,  something  he  said  the 
company  won’t  be  doing.  But 
when  Nuclio’s  Manos  pointed 
out  his  interest  in  SilverBack 
technology  products,  Igoe 
joked:  “You  bring  me  some  of 
that  cash,  and  I’ll  bring  the 
technology.”  His  company  has 
collected  $22.5  million  in  two 
rounds  of  funding. 

At  least  one  other  MSP, 
NOCpulse,  sells  its  technology 
stand-alone  or  with  services. 

But  others  said  selling  out- 


me  and  how?”’  Igoe  said. 

SilverBack’s  30  customers 
get  their  services  much  like 
one  would  purchase  cable  TV, 
Igoe  said.  They  can  start  with  a 
base  package,  see  if  they  like  it 
and  add  on  simply  by  making  a 
phone  call  and  paying  a  bit 
more  per  month.  He  claimed 
that  the  way  SilverBack  deliv¬ 
ers  technology  will  be  how  it’s 
done  by  everyone  within  the 
next  10  years. 

Igoe  expects  his  major  com¬ 
petition  to  come  not  necessar¬ 
ily  from  his  dinner  mates.  “The 
AT&Ts,  the  WorldComs  and 
the  traditional  outsourcers  will 
get  into  this  market  and  be  the 
big  players,”  he  said. 

Totality’s  Lasater  strongly 
disagreed. 

“No,  I  think  there  will  be 
experts  in  the  area,  and  the  big 
boys  won’t  be  able  to  deliver 
the  expertise  the  pure-play 
MSP  can,”  said  Lasater,  whose 
company  has  raised  $122  mil¬ 
lion  in  funding. 

Chiming  in  as  a  voice  of  eco¬ 
nomical  reason,  Manos  added 


"IMo,  I  think  there  will  be  experts  in 
the  area,  and  the  big  boys  won't  be 
able  to  deliver  the  expertise  the 
pure-play  MSP  can." 

Bo  Lasater,  vice  president  of  strategy,  Totality 


With  internal  IT  managers 
spending  so  much  of  their 
time  fixing  problems  as  they 
arise,  InteQ’s  Shah  said  it 
makes  sense  for  MSPs  to  focus 
on  processes  such  as  change 
and  configuration  manage¬ 
ment  that  are  often  ignored. 

He  claimed  InteQ  has  had  a 
process  focus  all  along,  basing 
its  service  offerings  on  the 
Infrastructure  Technology  In¬ 
formation  Library,  a  publicly 
available  set  of  guidelines  for 
“best  practice”  IT  services  man¬ 
agement. “Now  the  MSP  market 
is  catching  up  with  us,”  boasted 
Shah,  whose  company  closed  a 
$57  million  second  round  of 
venture  funding  in  May,  and 
has  about  100  customers. 

SilverBack’s  Igoe  said  most 
customers  seem  interested 


of-the-box  technology  isn’t 
what’s  going  to  differentiate 
an  upstart  MSP. 

“The  24-7  monitoring,  the 
automation,  the  efficiency,  the 
one-to-many  model  that  the 
MSP  offers  cannot  be  achieved 
with  out-of-the-box  technol¬ 
ogy,”  Shah  said. 

Igoe  said  that  despite  the 
fact  that  the  term  MSP  is  “a 
moniker  for  an  old  idea  —  out¬ 
sourcing,”  one  challenge  that 
remains  for  MSPs  is  convinc¬ 
ing  IT  departments  to  give  up 
control.  However,  the  educa¬ 
tion  process  has  progressed  in 
the  past  year,  he  said. 

“Last  year,  customers  were 
kicking  the  tires,  taking  us  for 
a  test  drive.  Now,  they  come 
into  a  meeting  and  say  ‘OK, 
what  are  you  going  to  do  for 


that  most  emerging  markets  are 
narrowed  by  the  natural  laws  of 
competition.  Although  there 
was  some  disagreement  from 
the  group  in  terms  of  how  small 
the  market  will  get,  all  agreed  it 
will  be  survival  of  the  fittest, 
meaning  that  the  number  of 
pure  MSPs  will  certainly  fall  well 
below  100  in  coming  years. 

But  naturally,  these  diners 
said  InteQ,  SilverBack,  Nuclio 
and  Totality  will  still  be  around 
the  next  time  Network  World 
offers  them  a  free  meal.  3 


Subscribe  to  our 
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Networking  traffic  is  exploding.  So  when  you're  building  a  network,  performance  has  to  come  fir 
Thats  why  at  Foundry  Networks,  we  make  the  world's  fastest  networking  solutions.  So  far,  over  2,500  custom* 
have  chosen  our  record-breaking,  award-winning  Netlron  Internet  Routers,  Biglron  Layer  3  Switches,  and  Serverln 
Layer  4-7  Web  Switches.  Its  how  AOL,  U.S.  Army,  Cable  <S  Wireless,  and  Exodus  power  their  mission-critical  systems.  Not 
mention  many  of  the  worlds  largest  Internet  and  Metro  Service  Provider  networks.  Enterprise  networks.  Even  high 
complex  hosting  facility  networks.  We  keep  them  all  running  at  top  speed  with  unbeaten  performance  and  reliabili 
backed  up  with  global  service  and  support.  Because  today,  if  you  don't  think  fast,  you're  not  thinkir 
Call  1.888. T URBOLAN  (887-2652),  email  info@foundrynet.com,  or  go  to  w  ww.foundrvnetworks.com/nw 
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JOGli  s  is. not  our  goal.' II  s  just  a  step  along  the  way. 
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launching  WebCensus,  a  subscription- 
based,  asset-management  service.  The 
service  will  provide  IT  executives  with  a 
list  of  all  software  installed  on  each  desk¬ 
top  and  server  PC  in  their  company, 
from  Windows  2000  to  the  smallest  free¬ 
ware  utility.  The  service  also  gives  an 
inventory  of  the  PC  hardware  right 
down  to  the  type  of  processor,  CPU, 
make  and  model. 

“We  wanted  to  make  sure  that  we 
were  in  step  with  our  licensing  to  see 
where  we  are  as  far  as  upgrading,”  says 
Kevin  Scott,  manager  of  technical  ser¬ 
vices  for  Acsys,  a  professional  staffing 
company.  Scott  says  he  is  using  the  data 
to  plan  for  operating  system  and  applica¬ 
tion  upgrades  to  600  machines  and  to 
ensure  the  company  is  running  only 
licensed  software.  He  plans  to  use  the 
service  to  support  annual  audits. 

WebCensus  is  based  on  Tally’s  TS.Cen- 
sus,  an  asset-management  system  for 
deployment  within  a  company,  but  it 
lacks  some  of  that  product’s  more 
sophisticated  features  such  as  tracking 
assets  through  their  life  cycles. 

Software  inventory  is  on  the  minds  of 
many  IT  executives  who  run  Microsoft 
products  because  the  company  is  chang¬ 
ing  its  licensing  requirements  starting 
Oct.  1 .  If  users  want  to  opt  in  to  the  new 
licensing  programs,  they  must  be  run¬ 
ning  current  versions  of  software. 

Inventory  is  also  important  as  other 
vendors  begin  to  crack  down  on  soft¬ 
ware  piracy  and  user  populations 
become  more  distributed. 

Tally’s  service  competes  with  Web- 
based  offerings  from  AssetMetrix  and 
Easyvista.com. 

IT  managers  collect  inventory  data  by 
sending  users  an  e-mail  with  a  URL  to 
the  WebCensus  Web  site.  When  users 
click  on  the  URL,  an  agent  is  installed 
onto  the  PC,  performs  an  inventory  and 
sends  it  to  a  database  on  the  WebCensus 
site  before  uninstalling  itself.  All  data  is 
encrypted  during  transport.  IT  adminis¬ 
trators  then  log  on  to  the  WebCensus 
site  and  run  reports  against  the  database. 
The  reports  can  be  used  to  determine 
such  things  as  how  many  copies  of 
Office  are  deployed  and  which  versions. 

Observers  say  the  necessity  for  end 
users  to  initiate  the  inventory  collection 
is  a  weak  link  in  the  process.  “What  if  no 
one  clicks  on  the  URL  in  the  e-mail?  It’s  a 
significant  issue,”  says  Fred  Broussard,  an 
analyst  with  market  research  firm  IDC. 
WebCensus  provides  tracking  to  log 
who  has  scanned  their  machines,  but  IT 
has  no  control  over  executing  the  inven¬ 
tory  agent.  Overall,  Broussard  says, “It’s  a 
nice  utility  for  IT  managers  that  are 
mobile  and  need  access  to  this  data  in 
the  field.  These  tools  will  be  helpful  as 
enterprises  migrate  to  new  systems  like 
Windows  2000  and  Office  XI?” 

WebCensus  is  $3  per  PC  for  a  month 
of  service.  Three  months  of  service  is 
$7  per  PC,  and  a  year  contract  is  $15 
per  PC. 

Tally:  www.webcensus.net 
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Tally  debuts  Web-based  asset-mgmL  service 


BY  JOHN  FONTANA 

LEBANON,  NH.  —  With  Microsoft’s 
new  licensing  model  looming  on  the 


horizon  and  software  license  compli¬ 
ance  becoming  a  big  issue  in  a  tight 
economy,  some  IT  executives  are  busy 
collecting  an  inventory  of  their  soft¬ 


ware,  as  well  as  the  hardware  it’s 
installed  on. 

For  those  without  tools  to  automate 
the  task,  Tally  Systems  this  week  is 


e-commerce 


:  came  first,  the  online  transaction 
the  total  E-commerce  solution? 


Introducing  Sprint  ElSolutions.SM  You  can't  have  one  without 
the  other:  every  online  transaction  needs  the  back-end  support  that 
only  a  total  E-commerce  solution  provides- —  and  vice  versa. 

With  Sprint  Evolutions  E-commerce,  you  get  access  to  the  technical 
expertise  and  E-commerce  experience  that  can  help  you  identify 
and  understand  how  each  stage  of  the  online  buying  process 
affects  your  business. 

Whether  you're  expanding  your  business  from  bricks-and-mortar 
to  clicks-and-bricks,  or  updating  and  upgrading  your  E-business 
infrastructure,  we  can  make  your  Internet  platform  secure  and  scalable. 

When  you  outsource  your  E-business  to  us,  we  draw  on  our 
relationships  to  design  and  build  a  complete  solution  for  you 
with  tools  like  online  order  processing,  payment  processing, 
personalization,  dynamic  merchandising,  and  intelligent  cross-sell. 

And  Sprint  ElSolutions  specialists  are  readily  available  to  repair, 
maintain,  and  upgrade  your  E-business  platform. 

What  comes  next?  Join  us  at  Sprint  ElSolutions  to  find  out. 

See  the  difference  for  yourself:  1  877  495-3501  ext.  21  or  www.sprintesolutions.com/backbone21 

Sprint  Sprint  ElSolutions 


Wherever  you  are  in  your  E-business  process,  we  ll 
provide  you  with  the  best  route  to  your  goal. 


Hosting 

Application  Monitoring 
Measurement  and  Reporting 
Transport 
Security 

Consulting,  Design,  and  Implementation 
Application  Solutions 


Copyright  ©  Sprint  2001.  All  rights  reserved.  Sprint,  the  diamond  logo,  and  Sprint  ElSolutions  arc  trademarks  of  Sprint  Communications  Company  L.P. 
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To  be  a  contender  in  the  new  Customer  Economy,  you 
need  to  put  the  customer  at  the  center  of  your  business. 
Avaya’s  networks  and  applications  do  just  that. 

Our  Enterprise  Class  IP  Solutions  (ECLIPS)  is  a  family 
of  iP  telephony  and  multiservice  network  solutions  and 
services  that  supports  our  new  generation  of  applications 
while  giving  you  a  no-compromise  approach  to  convergence. 
So  voice,  video  and  data  collaborate  to  deliver  a  richer 
customer  experience.  With  no  compromise  to  the  quality, 
the  reliability  or  the  feature-functionality  you’ve  come  to 
demand  from  your  networks. 

Our  solutions  are  interoperable  with  your  existing 
infrastructure,  making  it  easier  to  build,  expand, 
manage  and  monitor  enterprise  networks.  Our  IP  telephony 
solutions  deliver  outstanding  voice  quality  and  our  Cajun™ 
family  of  gigabit  Ethernet  switches  are  voice  ready  today. 

Power  your  network  with  Avaya,  and  your  customers 
become  the  real  focus  of  your  business.  And  they’ll  know  it. 
Call  866-GO-AVAYA  today  or  visit  avaya.com/eclips 
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Briefs 


Bus-Tech  is  rolling  out  an  IP 
storage  appliance  this  week  that 
lets  users  access  storage  data 
over  their  Gigabit  Ethernet  nets. 
Called  CauseWay,  the  appliance 
connects  a  Linux  server  to  the 
Gigabit  Ethernet  network  for 
attachment  to  the  SCSI  or  Fibre 
Channel  array.  The  server  con¬ 
tains  an  IP  storage  software  dri¬ 
ver,  which  performs  disk-to-disk 
file  copies  between  the  server 
and  the  Fibre  Channel  port  on  the 
CauseWay  appliance.  In  the  fu¬ 
ture,  Bus-Tech  will  support  Enter¬ 
prise  Systems  Connection  and 
FICON  for  IBM  S/390  mainframe 
attachment.  CauseWay  will  ship  in 
the  fourth  quarter.  Pricing  isn't  set. 

Bus-Tech:  www.bustech.com 

IBM  recently  beefed  up  its 
eServer  product  line,  introducing 
a  new  entry-level  thin  server  and 
a  series  of  caching  appliances 
intended  to  speed  Internet  con¬ 
tent  delivery.  IBM's  xSeries  300  is 
1U  (1.75  inches)thick  and  sup¬ 
ports  two  fixed  hard  drives  and  up 
to  two  Intel  processors.  The  x3Q0 
can  run  Windows  2000  Server/ 
Advanced  Server,  Windows  NT 
and  Linux.  The  x300  fits  into  IBM's 
Project  eLiza,  an  initiative  aimed 
at  creating  self-managing  servers. 
The  x300  features  IBM's  Director 
and  Software  Rejuvenation  tools 
for  predicting  application  and 
operating  system  failures  and 
remotely  managing  servers.  The 
x300  costs  $1,500.  IBM  also  intro¬ 
duced  a  family  of  Internet  caching 
appliances.  The  appliances  incor¬ 
porate  Volera's  Excelerator  2.0 
caching  engine,  and  support 
mediastreaming  and  content-fil¬ 
tering  applications.  Targeted  at 
the  corporate  market,  the  caching 
appliances  are  available  in  six 
models,  ranging  from  a  1 U  thin- 
server  workgroup  model  that  can 
handle  5,000  requests  per  second 
to  a  3U  rack  model  with  the 
capacity  for  15,000  requesl/sec. 

IBM:  www.ibm.com 


Bug  bites  Windows  Terminal  Services 


Crash  scenarios 

An  independent  tester  says  he  has  uncovered  a  bug  that  causes  Windows  2000 
Terminal  Services  to  crash  at  certain  processor  speeds.  Here  are  two  possible 
configurations  that  can  lead  to  the  crash. 


Processor 

Configuration  1 

933-MHz  dual-processor  Pentium  III 

Configuration  2 

1-GHz  dual-processor  Pentium  III 

Server  software 

Terminal  Services/Win  2000 

Terminal  Services/Win  2000  Citrix 
MetaFrame  1.8  or  XP  server 

Clients 

Remote  Desktop  Protocol 

Citrix  ICA  protocol 

Users 

10-15 

10-15 

SOURCE:  COMPETITIVE 

SYSTEMS  ANALYSIS 

BY  JOHN  FONTANA 

An  independent  tester  says  he 
has  uncovered  a  bug  that 
causes  a  total  collapse  of  Win¬ 
dows  Terminal  Services  running  on  Win¬ 
dows  2000  at  specific  processor  speeds. 

But  Microsoft  is  trying  to  debunk  the 
claim  that  the  problem  is  with  Win  2000. 

The  bug  appears  when  Terminal  Ser¬ 
vices  runs  on  a  dual-processor  computer 
with  933-MHz  or  1-GHz  clock  speeds. 
Other  clock  speeds  do  not  trigger  the 
bug.  Terminal  Services  is  built  into  Win 
2000  to  support  multiuser  thin-client 
computing. 

The  problem  is  linked  to  a  process 
that  executes  in  the  kernel  of  Win  2000 
known  as  Win32K.sys,  which  is  a  kernel¬ 
mode  function  that  governs  the  drawing 
of  graphics  on  a  computer  screen. 

“The  failure  is  catastrophic,”  says 
Randy  Kennedy,  who  as  director  of 
research  for  Competitive  Systems  Analy¬ 
sis  uncovered  the  flaw.  “It  will  blow 
everyone  off  the  server.”  It  is  a  timing 
issue  in  Win  2000,  says  Kennedy,  who 


recreated  the  bug  many  times  during 
his  testing. 

The  issue  could  be  significant  for  IT 
executives  who  support  multiple  desk¬ 
tops  through  Terminal  Services. 

“We  have  80%  of  our  organization 
running  on  Citrix ,”  says  Jeff  Cichocki, 
programmer  analyst  for  WG&R  Furni¬ 
ture,  which  runs  Office,  Outlook,  Inter¬ 
net  Explorer  and  homegrown  applica¬ 
tions  on  Terminal  Server.  “This  is  a  large 


concern. 

Microsoft  says  it  is  investigating  the 
issue  but  would  not  say  if  it  is  a  problem 
with  Win  2000,  the  hardware  or  a  driver. 
Microsoft  says  it  was  not  able  to  recreate 
the  bug,  but  company  officials  say  it  may 
be  only  evident  in  Kennedy’s  test  lab.The 
bug  has  not  been  reported  in  any  corpo¬ 
rate  deployments. 

“Win32k.sys  looks  to  be  the  culprit 

See  Terminal,  page  30 


LeftHand  device  unites  storage  networks 


BY  DENI  CONNOR 

BOULDER,  COLO.  —  LeftHand  Net¬ 
works  is  continuing  the  traditions  of  its 
namesake,  Chief  Niwot  (Lefthand)  of 
the  Arapaho,  who  served  as  a  negotiator 
and  English  interpreter  for  settlers 
drawn  to  Colorado  in  1839  by  gold 
strikes  in  Boulder  Canyon. The  company 
is  making  a  hardware  device  that  ties 
together  storage-area  networks  and  net¬ 


work-attached  storage  into  a  single,  har¬ 
monious  network. 

LeftHand’s  Network  Unified  Storage 
(NUS)  product  is  a  hybrid  device  that 
blends  the  file-oriented  data  common  to 
NAS  devices  and  the  block-oriented  data¬ 
base,  data  warehousing  or  transaction 
data  residing  on  SANs. The  idea  is  that  if 
one  device  on  one  system  fails  or 
becomes  overloaded,  other  devices  can 

take  over.  Storage 
can  be  dynami¬ 
cally  reassigned 
from  server  to 
server. 

Even  though 
the  company’s 
product  con¬ 
nects  to  the  net¬ 
work  with  an 
Ethernet  connec¬ 
tion,  it  differs 
from  NAS  prod¬ 
ucts.  In  a  tradi¬ 
tional  NAS,  a  CPU 
connects  to  the 
network  via  an 


Ethernet  adapter.  Several  controllers  con¬ 
nect  to  the  CPU  and  then  to  multiple 
disk  drives.  Each  request  for  data  flows 
through  the  single  CPU  in  a  stepwise 
fashion,  causing  bottlenecks  and  net¬ 
work  congestion,  LeftHand  officials  say. 

In  LeftHand’s  configuration,  four  inex¬ 
pensive,  hot-swappable  Integrated  Drive 
Electronics  (IDE)  or  UltraATA  disk  drives 
connect  to  a  single  CPU  to  create  a  total 
capacity  of  480G  bytes  per  module.  Mod¬ 
ules,  consisting  of  the  CPU  and  drives, 
can  be  distributed  anywhere  on  the  net¬ 
work,  even  divided  across  geographically 
distant  networks.  Each  module  can  be 
clustered  with  the  others  for  fault  toler¬ 
ance.  The  disk  capacity’  of  each  drive  can 
also  be  joined  into  a  common  pool  for 
sharing  across  the  network  or  be  used 
individually  by  the  servers  assigned  to 
the  device.  Data  can  be  mirrored  or 
striped  between  drives  and  modules  for 
fault  tolerance,  data  availability  or  disas¬ 
ter  recovery. 

“The  company’s  product  supports 
either  file  or  block  data  on  each  module. 
See  LeftHand,  page  28 


PROFILE:  LEFTHAND  NETWORKS 


Location: 

Boulder,  Colo. 

Product: 

Hybrid  storage  device  for  SAN/NAS;  ships  Q3  2001 . 

Management: 

Bill  Chambers,  CEO;  John  Spiers,  CTO  and  founder;  Dave  DuPont, 
vice  president  of  marketing  and  business  development. 

Financing: 

Boulder  Networks,  Sequel  Venture  Partners,  Vista  Ventures; 
totaling  $10  million. 

Employees: 

27 

Fun  fact: 

Company  is  in  the  Lefthand  Canyon,  named  after  American 
Indian  Chief  Niwot  ("left  hand"  in  Arapaho  language). 

Network  World  June  4,  200  1  www.nwfusion.com  25 


Infrastructure 


Firepad  packages  graphics  for  Palm  OS  clients 


Taming  big  images 


Firepad  software  optimizes  large  files  for  fast  viewing  and  manipulation  on  handhelds.  Version  2.0 
supports  barcode  scanning  and  signature  capture  for  two-way  data  transfer. 


Enterprise 

server 


Server  with 
FirePublisher 


©  FireConverter  works  with  Palm  cradle  and 
HotSync  software  to  prepare  content  for  handheld. 


Wireless 
TCP/IP  link 


.. 


PC  with  FireConverter 
and  HotSync 


Palm  handheld 
with  FireViewer 


©  FirePublisher  compresses  files,  optimizing  big  HTML, 
PDF,  or  other  images  for  handheld  display. 


©  FireViewer  opens  compressed  files, 

manipulates  and  displays  data. 


BY  JOHN  cox 

MOUNTAIN  VIEW,  CALIF.  — 
Incorporating  complex  corpo¬ 
rate  graphics  data,  such  as 
maps,  blueprints,  medical 
images  and  technical  diagrams, 
into  Palm  OS  applications  has 
been  made  easier  with  the  lat¬ 
est  release  of  mobile  software 
from  Firepad. 

Version  2.0  of  Firepad’s 
Mobile  Application  Platform 
now  lets  end  users  enter  data, 
capture  bar  code  information 
and  signatures,  and  send  this 
data  back  to  corporate  applica¬ 
tions.  The  features  will  let 
handheld  users  launch  busi¬ 
ness  processes  such  as  billing 
and  order  fulfillment,  and 
query  back-end  servers  more 
interactively. 

Other  changes  include: 

•  Support  for  Secure  Sockets 
Layer  to  aid  in  encrypting  data. 

•  Support  for  various  add-on 
memory  card  formats,  includ¬ 
ing  MemoryStick  and  Secure 
Digital. 

The  Firepad  software  has  a 
client  program  that  runs  on  the 
Palm,  as  well  as  a  server  pro¬ 
gram  and  PC  program  (see 
graphic).  On  a  server,  FirePub¬ 
lisher  uses  the  company’s 
patent-pending  technology  to 
strip  graphics  out  of  HTML 
pages,  encode  and  compress 
text  and  graphics,  and  transmit 
these  to  the  PC  application, 
called  FireConverter,  or  wire¬ 
lessly  to  a  Palm  OS  client  appli¬ 
cation  called  FireViewer.  The 
graphics  are  sent  as  links,  and 
users  can  click  on  them  to 
download  the  compact  graph¬ 
ics  file. 

FireConverter  works  with 
the  Palm  cradle  and  HotSync 
software  to  move  data  to  the 
handheld.  Once  the  graphics 
arrive  on  the  Palm  device,  Fire¬ 
Viewer  is  designed  to  quickly 
unpack,  display  and  manipu¬ 
late  them.  Users  can  pan  across 
the  image,  zoom  out  for  a  com¬ 
plete,  although  small,  overall 
view,  and  then  tapping  the 
screen  with  the  Palm’s  metal 
stylus,  zoom  in  for  more  detail. 
All  this  is  done  extremely  fast, 
according  to  William  Mitchell, 
CEO  of  Firepad. 

Although  many  other  soft¬ 
ware  programs  are  available 
to  convert  HTML  into  Palm 
OS  or  other  formats,  Firepad 
is  focused  on  high-resolution 


graphics,  says  Jennifer  De- 
Marzio,  industry  analyst  for 
mobile  and  wireless  at  consul¬ 
tancy  Summit  Strategies. 


BY  PHIL  HOCHMUTH 

PARSIPPANY,  N.J.  —  Intel 
this  month  will  release  an  IP 
telephony  product  that  could 
put  the  power  of  a  central-site 
PBX  into  a  small  branch  office 
or  a  telecommuter’s  den. 

Intel’s  iPOD  could  help 
companies  lower  their  phone 
costs  by  connecting  small 
branch-office  and  home-office 
workers  to  a  centralized  PBX 
with  voice  over  IP.  Instead  of 
deploying  small  PBXs  or  key 
systems  in  remote  sites,  net 
managers  could  use  the  prod¬ 
uct  to  provide  voice  connec¬ 
tivity  over  a  remote  site’s 
WAN  link. 

IPOD  —  developed  by  Dia¬ 
logic,  Intel’s  computer  tele¬ 
phony  subsidiary  —  is  a  small, 
rack-mountable  device  that  con¬ 
nects  to  a  Nortel  Networks 
Meridian  or  Avaya  Definity  PBX 
via  a  standard  RJ-1 1  phone  wire. 
On  the  other  end  of  iPOD  is  a 
Category  5  Ethernet  jack  that  is 
used  to  bridge  phone  calls  to  an 
IP  network. 

One  iPOD  can  be  used  to 
connect  up  to  eight  IP  phones 
to  a  PBX  by  mapping  each 
phone’s  IP  address  to  an 
extension  on  the  PBX.  This  is 
done  by  assigning  static  IP 
addresses  to  specific  phones 


“There’s  been  a  lot  of ‘dumb¬ 
ing  down’  of  graphics  for  hand¬ 
helds  —  usually  by  substituting 
very  low-resolution  pictures. 


or  by  assigning  addresses  on 
the  fly  through  the  device’s 
internal  Dynamic  Host  Config¬ 
uration  Protocol  server.  By 
mapping  IP  addresses  to 
phone  extensions,  any  H.323- 
compliant  IP  phone  (from 
makers  such  as  Cisco,  PingTel 
and  Siemens)  can  become  a 
regular  PBX  phone  extension, 
whether  the  phone  is  sitting 
on  an  internal  LAN  or  in  a 
remote  location  and  con¬ 
nected  by  an  IP  WAN  link,  such 
as  aT-1  or  ISDN  line. 

Once  iPOD  is  configured 
and  mapped  to  IP  addresses  on 
the  PBX  side  of  the  network, 
deployment  of  phones  is  sim¬ 
ple,  says  Vince  Connors,  prod- 


PBX  extension 


There’s  less  detail,  so  less  data 
has  to  be  transmitted  over  low- 
bandwidth  links,”  she  says. 
Mitchell  says  the  software 


uct  manager  for  iPOD. 

“IT  managers  could  just 
send  IP  phones  to  a  remote 
site,  tell  employees  there  to 
plug  them  in,  and  they’d  be 
off  and  running,”  Connors 
says. 

Workers  at  a  remote  site  can 
use  all  features  of  the  remote 
PBX,  such  as  in-house  exten¬ 
sion  dialing,  hold,  call  forward¬ 
ing,  conferencing  and  voice- 
mail  access. 

IPOD  was  previously  avail¬ 
able  to  PBX  vendors  (such  as 
Mitel)  as  part  of  an  offer  for  IP- 
enabling  a  legacy  PBX.  The 
previous  version  of  the  prod¬ 
uct  could  only  communicate 
through  proprietary  commu- 


can  store  a  400-by-400-pixel 
image  in  about  15K  of  mem¬ 
ory.  Even  with  a  Palm  OS 
handheld  limited  to  about  8M 
bytes  of  RAM,  “you  can  easily 
put  hundreds  of  images  of  this 
size  on  a  Palm,”  he  says. 
Recently,  add-in  memory 
cards,  based  on  various  stan¬ 
dards,  have  appeared  on  the 
market,  and  can  boost  memo¬ 
ry  capacity  to  128M  bytes. 

Firepad  Mobile  Application 
Platform  2.0  is  available  now 
for  Palm  OS,  with  a  version  for 
Microsoft  PocketPC  software 
due  out  by  year-end.  The 
server  runs  on  Windows  NT 
4.0  and  2000;  the  clients  on 
Palm  OS  3.0  and  higher,  Win 
98,  2000  and  NT  4.0.  Pricing 
starts  at  $3,000  for  a  10-user 
license. 

Firepad:  www.firepad.com 


nications  protocols  used  by 
the  legacy  PBX  vendors.  The 
new  version  of  iPOD  that  will 
be  sold  to  end  users  communi¬ 
cates  via  the  H.323  voice-over- 
IP  protocol,  which  is  becom¬ 
ing  a  standard  protocol  in  IP 
telephony. 

IPOD  will  compete  with 
products  such  as  the  PBXgate- 
way  II  from  MCK  Communi¬ 
cations,  which  can  connect 
up  to  24  PBX  extensions  in  a 
single  box,  but  at  $9,000, 
costs  three  times  as  much  as 
iPOD. 

The  H. 323-compatible  iPOD 
will  be  available  this  month 
and  cost  around  $2,700. 

Intel:  www.intel.com 


Intel's  iPOD  device  can  be  used  to  map  phone  extensions  from  a  PBX  to  remote  IP  phones. 


Small  office 


Modem 


IP  phone  Ext123 


PC 


©The  iPOD  can  connect  to  a  Nortel  or  Avaya  PBX  with  a  standard 
RJ-1 1  phone  cable.  The  device  appears  as  a  multiline  digital  phone 
to  the  PBX. 


©  Phones  in  a  home  or  small  office  can  then  connect 
over  a  WAN  to  the  PBX  and  work  like  in-house 
phones. 


Intel  box  exploits  IP  to  extend  PBX  functionality 
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Funk  extends  wireless  security  software 


BY  TIM  GREENE 

CAMBRIDGE,  MASS.  — 
Funk  will  announce  this  week 
an  upgrade  to  its  Steel-Belted 
RADIUS  software  that 
will  expand  its  use 
to  wireless  devices 
while  letting  corpora¬ 
tions  keep  their  cur¬ 
rent  Remote  Authen¬ 
tication  Dial-In  User 
Service  security  data¬ 
bases  intact. 

The  softw  are  incor¬ 
porates  a  new  stan¬ 
dard  for  securing  wire¬ 
less  LANs  using  the 
same  Funk  RADIUS 
server  that  corpora¬ 
tions  may  already  use 
to  authenticate  and 
authorize  users,  and 
track  their  activity  on 
a  network  when  they 
connect  via  direct-dial 
or  VPN. 

Funk’s  wireless  upgrade,  to 
be  unveiled  at  SuperComm 
200 1 ,  will  initially  support  stan- 
dards-compliant  wireless  gear  as 
well  as  Cisco  wireless  equip¬ 
ment,  which  uses  some  propri¬ 
etary  protocols  to  secure  wire¬ 
less  devices.  Funk  says  it  plans 


BY  JASON  MESERVE 

What  happens  when  a  mar¬ 
ket-leading  company  ignores 
customers’  needs  and  fails  to 
launch  a  viable  product  in  more 
than  a  year?  Just  ask  PictureTel. 

The  Andover,  Mass.,  company 
was  the  trailblazer  in  the  video- 
conferencing  industry  until  a 
few  years  ago,  when  it  failed  to 
adapt  from  big,  expensive  room- 
based  systems  to  smaller,  less- 
expensive  group-conferencing 
units.  Polycom,  which  entered 
the  videoconferencing  arena  in 
1 997,  sprung  to  the  top  of  the 
leader  board  with  its  group 
videoconferencing  units  that 
cost  about  $6,000,  compared 
with  PictureTel’s  $20, 000-plus 
conference  room  models. 

Just  over  a  week  ago,  Poly¬ 
com  said  it  would  spend  $362 
million  in  cash  and  stock  to  pur¬ 
chase  PictureTel. 

PictureTel  opened  the  group 


to  work  toward  interoperability 
with  other  vendors’  equipment 
whose  security  varies  from  the 
standard. 

RADIUS  has  been  specified 


as  the  technology  to  secure 
wireless  LANs  under  the  set  of 
IEEE  standards  known  as 
802.  lx.  Rather  than  add  intelli¬ 
gence  to  the  LAN-connected 
wireless  receiver,  called  an 
access  point,  the  standard  calls 
for  the  access  point  to  connect 


video  market  in  1996  with  the 
introduction  of  its  $7,000 
SwiftSite  set-top  unit.  But  its 
successor,  SwiftSite  II,  was 
delayed,  and  once  it  shipped, 
the  product  was  so  riddled 
with  bugs  that  the  company 
issued  a  recall. 

“SwiftSite  II  sullied  Picture¬ 
Tel’s  reputation  and  was  a  dis¬ 
aster,”  says  Andrew  Davis,  prin¬ 
cipal  analyst  at  Wainhouse 
Research. “Polycom  stepped  up 
with  its  ViewStation  line  and 
succeeding  products,  which  all 
worked  well,  were  cheaper 
and  gave  the  company  a  good 
reputation.” 

Davis  says  PictureTel’s  man¬ 
agement  team  didn’t  recognize 
die  importance  of  the  SwiftSite 
product  line  and  shrugged  off 
the  disaster  while  Polycom  con¬ 
tinued  to  grow.  Since  1997,  Poly¬ 
com  has  grown  at  a  257%  an¬ 
nual  rate,  while  PictureTel  has 
declined  by  an  average  19.3% 


to  a  RADIUS  server  and  its 
database  of  authorized  users. 

For  corporations  that  already 
use  Steel-Belted  RADIUS  and 
are  considering  use  of  wireless 


LAN  technology,  this  is  an  effi¬ 
cient  way  to  set  up  wireless 
security,  says  Jason  Smolek,  a 
research  analyst  for  market 
research  firm  IDC. 

But  for  companies  that 
already  have  wireless  LAN 
gear  from  vendors  such  as 


annually.  Polycom  recorded 
$49. 3  million  in  profit  on  rev¬ 
enue  of  $337.1  million  last  year 
while  PictureTel  lost  $107  mil¬ 
lion  on  revenue  of  $245.1  mil¬ 
lion  for  the  same  fiscal  year. 

“Polycom  surpassed  Picture¬ 
Tel  in  revenue  in  2000,  but  they 
passed  them  in  units  shipped, 
long  before  that,”  Davis  says. 

In  the  first  quarter  of  2001, 
Polycom  shipped  54.1%  of  the 
group  video  units  sold;  Picture¬ 
Tel  came  in  second  with  14.7%, 
according  to  Wainhouse  Re¬ 
search.  After  the  buy,  the  result¬ 
ing  company  will  own  nearly 
two-thirds  of  the  group  video 
market  and  one-third  of  the 
smaller  personal  video  market. 

PictureTel  does  offer  some¬ 
thing  to  its  new  owner:  Its 
iPower  line  of  PC-based  group 
video  systems.  In  the  confer¬ 
encing  market,  there  is  a  battle 
between  all-in-one  appliance 
systems  that  Polycom  offers, 


Symbol  and  Proxim  that  use 
other  security  schemes,  it  pre¬ 
sents  choices. They  can  either 
stick  with  the  nonstandard 
security,  wait  for  Funk  to  sup¬ 
port  their  vendor  or 
swap  out  for  equip¬ 
ment  that  supports 
the  standard,  Smolek 
says. 

Wireless  PCs  con¬ 
tact  the  access  point, 
which  contacts 
the  RADIUS  server 
located  on  the  LAN 
to  make  sure  the 
machine  with  that 
media  access  control 
address  is  authorized 
to  establish  a  link  to 
the  LAN.  The  server 
can  accept,  reject  or 
further  challenge  the 
wireless  device. 

If  it  accepts,  the 
RADIUS  server  sends 
data  to  the  access 
point  so  it  can  configure  a 
secure  connection  with  the 
wireless  PC.  This  data  from  the 
RADIUS  server  can  include  such 
things  as  security  keys,  assigning 
an  IP  address  to  the  wireless 
device  or  establishing  a  time 
limit  on  the  session. 


and  more  open-standard  sys¬ 
tems  such  as  the  iPower  sys¬ 
tems,  which  come  with  a  PC 
attached,  offered  by  PictureTel. 
Now  Polycom  can  offer  both  to 
customers.  The  company  also 
offers  servers  and  devices  for 
routing  conferences  through  a 
network,  thanks  to  last  year’s 
Accord  Networks  acquisition. 

Another  benefit  for  Polycom 
is  that  a  couple  of  the  original 
PictureTel  audio  and  video  engi¬ 
neers  currently  work  for  Poly¬ 
com.  Now  reunited  with  their 
former  company,  they  can  take 
advantage  of  some  of  the 
patents  they  left  behind,  such  as 
the  l4KHz  audio  coder/ 
decoder,  considered  the  best  in 
the  industry  by  many,  used  in 
the  iPower  product  line. 

Christine  Perey  of  Perey 
Research  and  Consulting  says 
the  acquisition  could  result  in 
more  mergers  as  the  smaller 
companies  try  to  compete.  □ 


Under  the  standard,  the 
access  point  and  RADIUS 
server  use  extensible  autho¬ 
rization  protocol  (EAP)  to 
communicate.  EAP  is  a  point- 
to-point  protocol  designed  to 
support  multiple  authentica¬ 
tion  methods. 

Smolek  says  Funk’s  wireless 
upgrade  faces  competition  from 
vendors  such  as  Microsoft  and 
Blue  Socket  that  support  wire¬ 
less  security  via  other  methods. 
Cisco  uses  a  variant  of  EAP 
called  lightweight  EAP,  which 
Steel-Belted  RADIUS  servers  will 
support  so  servers  can  talk  to 
the  Cisco  access  points.  Steel- 
Belted  RADIUS  supports  Solaris, 
Windows  2000  and  Windows 
NT  servers. 

The  software  is  being  beta- 
tested  in  July  and  will  be 
released  at  the  end  of  August. 
Customers  with  maintenance 
subscriptions  get  the  upgrade 
free;  others  pay  $1,500. 

Funk:  www.funk.com 


LeftHand, 

continued  from  page  25 

not  both  concurrently,”  says 
Dan  Tanner,  an  Aberdeen  group 
analyst.  “They  can  go  a  long 
way  toward  eliminating  CPU 
bottlenecks,  while  virtualizing 
the  network  data.” 

The  LeftHand  approach 
uses  the  increasing  speed  of 
Gigabit  Ethernet  and  the  clus¬ 
tering  and  parallel  storage 
features  of  supercomputing 
to  make  a  device  that  Left- 
Hand  CTO  John  Spiers  says  is 
easy-to-manage  and  “doesn’t 
cost  an  arm  and  a  leg.” 

Each  module  has  two  con¬ 
nections  —  a  fiber-optic  or 
copper  Gigabit  Ethernet  link 
for  connecting  to  the  network 
and  a  10/100M-bit/sec  Ethernet 
link  for  management  or  back¬ 
ing  up  data.  The  NUS  will  nm 
Windows  NT  and  2000,  Linux 
and  Unix. 

LeftHand  says  its  competi¬ 
tors  are  EMC  and  Network 
Appliance,  and  it  contends 
instead  with  vendors  that 
make  NAS/SAN  convergence 
devices,  IP  storage  devices  and 
virtualization  software. 

LeftHand’s  NUS  device  will 
ship  in  September,  starting  at 
less  than  $15,000. 

LeftHand:  www.lefthandnet 
works.com 


Funk  supports  wireless  LAN  authentication 

Funk's  Steel-Belted  RADIUS  software  can  now  be  used  to  authorize  wireless  LAN 
access. 


O  User  of  a  wireless  PC 
connects  to  wireless  LAN 
access  point  and  enters 
user  name  and  password. 


Wireless  access  point 


Q  Access  point  requests 
authentication  of  user  by 
Steel-Belted  RADIUS 


server. 


\ 

Wireless  PC 


Q  RADIUS  server  sends  security 
keys  and  other  data  for  the  access 
point  to  establish  a  LAN 
connection  with  the  wireless  PC. 


Steel-Belted 
RADIUS  server 


Once  a  high  flyer,  PictureTel  fades  away 
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Wired  on  Windows  .  Dave  Kearns 

Jousting  with  the  Open  Source  movement 


“The  [General  Public  License] 
poses  a  threat  to  the  intellectual 
property  of  any  organization  mak¬ 
ing  use  of  it.” 

—  Craig  Mundie, 
Microsoft  vice  president 

By  now  you're  probably  aware  of 
the  firestorm  unleashed  by 
Microsoft  Vice  President  Craig 
Mundie.  He  recently  castigated  the 
Open  source  movement  and  the 
GNU  General  Public  License  as  basi¬ 
cally  un-American  while  touting 
Microsoft’s  new  “Shared  Source”  ini¬ 
tiative,  by  which  Redmond  would 
let  certain  software  partners  access 
source  code  for  viewing,  but  not 
modifying.  Everyone,  it  seems,  was 
out  for  Mundie’s  head. 

In  response,  the  high  priests  of 
Open  source  (Richard  Stallman,  Tim 


O'Reilly,  Eric  Raymond,  Linus  Torvalds 
et  al.)  agreed  with  an  open  letter  writ¬ 
ten  by  sometime  writer,  programmer 
and  gadfly  Bruce  Perens  (http:// 
perens .  com/Articles/StandTogether.  ht 
ml)  castigating  Mundie  and  Microsoft. 

According  to  Perens,  “The  success 
of  the  Open  source  model  arises  from 
copyright  holders  relaxing  their  con- 
trol.”That’s  like  saying  someone  who’s 
chugged  a  quart  of  vodka  is  “relaxed." 
Open  source  requires  the  copyright 
holder  to  relinquish  all  control  —  to 
give  up  any  rights  to  the  intellectual 
property. 

This  supposedly  leads  to  “free”  soft¬ 
ware.  But  as  our  intrepid  band  of  soft¬ 
ware  liberationists  tell  us,  “Free  refers 
to  liberty,  not  price.”  (I  have  this 
image  of  applications  locked  up  in 
tiny  cages  with  Stallman  leading  a 
midnight  raid  to  liberate  the  code.) 


Guys,  software  isn’t  people.  Soft¬ 
ware  doesn’t  need,  nor  enjoy,  liberty. 
People  need  freedom. 

When  it  comes  to  software,  people 
—  especially  business  people,  but 
also  home  users  —  want  applications 
that  work. 

Open  source  is  fine  for  geeks.  I’ve 
been  part  of  the  Open  source  move¬ 
ment  myself  (in  my  younger  days).  I 
went  through  an  epiphany  similar 
to  the  one  Eric  Raymond  describes 
in  The  Cathedral  and  The  Bazaar, 
but  the  geeks-only  phase  of  com¬ 
puting  is  gone.  Long  gone  and  gone 
forever. 

The  Open  source  movement  is, 
essentially,  communistic  (small  “c”)  at 
heart,  and  that  sets  it  opposite  the  tra¬ 
ditional  American  entrepreneurial 
spirit.  Perhaps  “un-American”  is  too 
strong,  but  perhaps  it  isn’t. 


Kearns ,  a  former  network  admin¬ 
istrator,  is  a  freelance  writer  and 
consultant  in  Austin,  Texas.  He  can 
be  reached  at  wired@vquill.  com. 


of  The 

Week 


If  you've  never  read  Eric 
Raymond's  The  Cathedral 
and  The  Bazaar,  you 
should.  It's  online  at 
hwww.tuxedo.org/~esr/writings/cathe 
dral-bazaar/  and  is  the  definitive  writing 
on  the  open  source  software  movement. 
I  don't  agree  with  its  conclusions  (we'll 
come  to  that  in  a  future  column),  but  it  is 
well-written  and  deserves  to  be  read. 


Now  you  can  DISCOVER  over  1000 
Windows f  Security  Vulnerabilities 


Take  the  next  three  minutes  to  download  the  Discovery  edition  of  STAT 
Scanner  -  a  vital  part  of  the  industry's  most  powerful,  most  complete  security 
solution  family.  It's  FREE,  it’s  easy  to  use,  and  it  will  reveal  hundreds  of 
Windows  NTA/Vindows2000  vulnerabilities  missed 
by  other  security  scanners.  Sound  security  begins 
with  knowing  your  vulnerabilities.  Knowlege  is 
power:  get  it  with  your  free  copy  of  STAT  Scanner 
Discovery  edition  now. 


next  level  solutions 

For  your  FREE  download,  visit 
www.STATonline.com 

©2001  Hants  Corporation.  Al)  rights  reserved.  STAT  Is  a  registered  trademark  of  ttxs  Harris  Corporation.  Other  names  mentioned  hwern  may  be 
trademarks  or  mastered  trademarks  of  their  respective  companies. 


Terminal, 

continued  from  page  25 

but  it  can  be  impacted  by  bad  hard¬ 
ware  or  a  bad  driver,”  says  Mark  Aggar, 
product  manager  for  Microsoft  Termi¬ 
nal  Services  technologies.  “I  think  that 
it  is  pure  conjecture  to  say  the  cause  of 
the  problem  is  Windows  2000.” 

But  Aggar  says  Microsoft  has  not 
excluded  the  operating  system  as  the 
source.  “We  don’t  have  any  results 
back,  but  the  signs  point  to  a  hard¬ 
ware  problem,”  he  says.  Kennedy  says 
the  problem  is  most  definitely  in  the 
software  and  that  he  used  standard 
hardware  components  on  his  test 
machine,  including  an  Intel  i840 
chipset. 

The  bug  kills  Terminal  Services  at 
933  MHz  when  it  is  run  using 
Microsoft’s  Remote  Desktop  Protocol, 
according  to  Kennedy. 

“The  bug  also  crashes  Citrix 
MetaFrame  1.8  and  XP  application 
server  and  ICA  clients  running  on  Ter¬ 
minal  Services  at  1  GHz,”  he  says.  He 
adds  that  it  takes  only  10  to  13  users  to 
trigger  the  bug. 

Kennedy  says  he  found  the  flaw 
while  running  Microsoft  Office 
through  Win  2000  Terminal  Services  on 
a  dual-processor  Pentium  III  server  as 
part  of  an  evaluation  of  Terminal  Ser¬ 
vices’  scalability. 

“Win32k.sys  is  so  optimized  for  Win¬ 
dows  2000  it’s  hard  to  track  the  prob¬ 
lem  and  debug,”  Kennedy  says.  “But  this 
is  the  kind  of  bug  that,  if  not  corrected 
at  the  core,  could  rear  its  head  over  and 
over  again.” 

Terminal  Services  is  used  to  centrally 
run  applications  such  as  Office  for  low- 


powered  or  thin-client  desktops.  The 
application  logic  runs  on  the  server, 
and  the  screen  images  are  passed  to 
desktops. 

Controversy  around  Win32K.sys 
dates  back  to  1996,  when  it  was  added 
into  the  kernel  of  Windows  NT  4.0  to 
improve  the  performance  of  desktop 
applications.  On  a  multiuser  server 
application,  the  operating  system  must 
virtually  replicate  Win32k.sys  so  each 
client  connection  thinks  it  has  its 
own  copy,  according  to  Mark  Russi- 
novich,  co-founder  of  Syslnternals,  a 
Web  site  that  offers  Windows  monitor¬ 
ing  utilities. 

He  says  the  Terminal  Server  issue 
likely  arises  from  the  fact  that  any  ker¬ 
nel  component  running  in  a  multi¬ 
processor  environment  has  to  handle 
synchronization  so  processors  can 
work  in  harmony. 

“There  is  a  synchronization  problem 
somewhere,”  he  says.  “This  is  not  a  fatal 
flaw  in  the  [operating  system];  it  is  an 
implementation  bug.” 
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BAD  TEST 
RESULTj? 

Or  bad  data?  Read  about  how 
Microsoft's  strong-arm  tactics  and 
licensing  restrictions  fuel  the  debate 
over  software  testing. 
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The  New  Wire 


Increase  bandwidth. 

Save  money.  Deploy  today. 

Introducing  The  New  Wire.  It's  the  wireless 
connection  with  capacity  up  to  420  Mbps,  and 
99.999%  availability.  Plus  no  lines  to  lease 
means  you  save  money.  Best  of  all,  you  can 
have  it  up  and  running  in  a  day. 

#W  E  S  T  E  R  N  ™ 

Multiplex 


Gotowmux.com/newwire  or  call  1-888-810-2600 
to  find  out  why  the  best  wire  is  no  wire  at  all. 
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s  a  blind  spot. 

Visual  IP  InSight  "  shows  you  the 
network  that  your  users  can't  see. 
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Your  help  desk  gets  calls  every  day 

from  frustrated  end  users  who  have 
problems  connecting  to  the  network  or 
accessing  network  services.  The  trouble  is 
the  help  desk  can't  see  exactly  what  went 
wrong.  And  that's  the  real  problem. 
Fortunately,  there's  a  comprehensive  service 
management  solution  that  will  help  you 
manage  IP  services— Visual  IP  InSight.  Visual 
IP  InSight  lets  you  see  exactly  what 
happened  at  the  end  user's  level,  so  you 
have  visibility  into  exactly  what  the  trouble  is 
and  more  importantly,  how  to  fix  it— fast. 

Visual  IP  InSight  helps  you  identify,  isolate, 
and  troubleshoot  problems  in  real  time  for 


any  IP-based  dial-up,  dedicated,  or 
broadband  connection,  wired  or  wireless. 
Visual  IP  InSight  also  allows  you  to  manage 
the  performance  of  IP  VPNs  deployed  on 
those  IP-based  connections.  So  now,  you 
can  manage  your  entire  network,  end-to- 
end,  regardless  of  whether  it's  in-house 
or  outsourced,  as  well  as  monitor  the 
performance  of  key  network  services,  such 
as  Web,  e-mail,  news— all  from  the  end  user's 
perspective. 

Visual  IP  InSight  is  completely  scalable  and 
has  been  deployed  on  over  40  million 
desktops.  It’s  just  pure  network  visibility  you 
need  for  effective  IP  service  management. 
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Opportunity  for  Service  Providers 


CUSTOMER 

SATISFACTION 

AS  THE  ENGINE 


OF  GROWTH 


SENIOR  VICE  PRESIDENT 


KPMG  CONSULTING 


CONVERGENCE5 


You're  a  key  technology  officer  in  a  large  organization,  tasked 
with  building  a  network  infrastructure  that  supports  global 
growth,  next  generation  applications,  and  rapidly  changing 
market  demands. 

At  KPMG  Consulting,  we're  uniquely  qualified  to  help. 
We've  developed  the  technology  infrastructure  and  network 
integration  solutions  and  services  that  can  help  your  teams 
profit  from  a  scalable  and  robust  network  infrastructure.  We'll 
guide  you  seamlessly  through  each  phase  of  the  network 
deployment,  from  strategy  and  planning  to  design,  through 
implementation  and  operations,  so  that  your  organization  can 
quickly  leverage  and  profit  from  new  business  opportunities. 

Our  Path  to  Convergence5"  network  solutions  can  help 
your  business  leverage  advanced  technologies  that  can  quickly 
deliver  results  and  a  sustainable  competitive  advantage.  Not  to 
mention  a  secure  and  reliable  infrastructure  that  you  can  trust. 

Let  us  help  you  manage  the  complexities.  To  learn  more, 
please  contact  us  at  1-866-FOR-KCIN,  or  visit  our  Web  site  at 
www.kpmgconsulting.com. 


Helping  organizations  navigate 
the  new  economy 


Delivering  a  wide  range  of 
services  to  clients  worldwide 


Collaborating  with  over  40 
technology  and  service  providers 


Consultants  with  extensive  business 


and  technology  experience 


A  global  network  of  Broadband 
Solution  Centers  to  build,  test 
and  demonstrate  client  solutions 


Consulting 
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ADVERTISING  SUPPLEMENT 


BY  LAUREN  GIBBONS  RAUL 


The  XSP  challenge:  to  find  sustainable 
business  models  while  meeting 
customers”  ever-increasing  demands 


These  are  times  of  great  challenge  and  even  greater  opportunity  for  service  providers.  Whether  you’re 
an  application  services  provider  (ASP),  a  managed  services  provider  (MSP),  an  Internet  services 
provider  (ISP),  or  a  security  services  provider  (SSP),  customers  are  demanding  more  every  day — 
high  bandwidth  on  demand,  a  strong  and  flexible  mix  of  services,  and  rapid  provisioning.  Managing 
these  requirements  is  challenging  enough,  but  now  the  market  is  insisting  on  profitability.  Those 
heady  days  of  acquiring  new  customers  at  all  costs  appear  to  be  over. 


As  the  industry  has  paused  for  a  break  and  demand  has 
cooled  somewhat,  service  providers  of  all  types  (generally  called 
XSPs)  are  having  to  work  harder  than  ever.  Yet  within  this  situa¬ 
tion  is  the  chance  for  service  providers  to  strengthen  themselves 
by  differentiating  their  offerings  from  the  competition. 

This  differentiation  is  crucial,  because  customers  can  be 
unforgiving.  Businesses  of  all  sizes  have  an  insatiable  appetite 
for  lightning-fast  service.  If  you  can’t  respond  quickly  enough, 
they’ll  just  go  to  the  next  provider  on  the  block.  “No  one’s  will¬ 
ing  to  wait  six  months  for  a  DS3  connection  anymore,”  says 
Tripp  Keber,  senior  vice  president  of  sales  and  marketing  for 
eLINK  Communications  Inc.,  a  Bethesda,  Md.,  broadband 
provider.  And  it’s  no  longer  sufficient  to  dump  a  communica¬ 
tions  link  on  a  customer  and  wish  him  a  good  day.  “We’ll  stand 
next  to  your  desktop  and  make  sure  it’s  functioning  correctly,” 
adds  Keber. 

Even  though  companies  are  using  more  and  more  XSPs  to 
run  different  aspects  of  their  technical  operations,  executives 
don’t  want  to  have  to  manage  all  the  different  providers  and 
services  by  themselves.  They  just  want  everything  to  work. 
Pointing  your  finger  at  the  other  guy  doesn’t  cut  it  anymore. 

THEY  NEED  IT  WHEN  THEY  NEED  IT 

Most  customers  don’t  want  to  pay  for  super-high-bandwidth 
Internet  access  24  hours  a  day,  seven  days  a  week.  And  except  for 
those  with  bandwidth-hogging  applications  such  as  streaming 


video  or  data  vaulting,  it’s  not  necessary.  What  they  do  want  is 
the  freedom  to  scale  up  to  any  level  of  system  as  needed. 
“[Customers]  want  to  be  able  to  change,  expand,  scale.  They 
want  to  stay  near  the  cutting  edge  with  the  services  they’re  being 
provided,”  says  Gabe  Cole,  president  and  CEO  at  ixpanse  Inc.,  a 
Boston  firm  that  provides  interconnection  services  to  XSPs. 

Reliability  is  just  as  important  as  scalability.  “For  our  cus¬ 
tomers,  it’s  not  about  who  can  provide  the  biggest  pipe.  A  lot  of 
our  customers  don’t  need  10  megs  of  connectivity.  They  may 
need  only  1  meg,  but  they  want  it  to  be  very  reliable,”  says  Doug 
Morgan,  vice  president  of  national  initiatives  at  Allied  Riser 
Communications  (ARC),  a  Dallas-based  integrated  service 
provider.  Customers  also  want  the  provider  to  monitor  their 
usage  and  proactively  advise  them  on  when  to  upgrade. 

Customers  are  looking  for  a  lot  of  advice  these  days.  As  cor¬ 
porate  IT  staffs  shrink,  everyone  is  trying  to  do  more  with  fewer 
resources.  Many  XSPs  today  find  their  customers  are  not  neces¬ 
sarily  IT  people.  “We  typically  interact  with  a  sponsor  from  the 
business  side,  not  IT,”  says  Joel  Whitman,  vice  president  of 
Internet  strategy  for  Genuity  Inc.,  an  MSP  in  Woburn,  Mass. 

Ever  since  the  ASP  model  appeared  as  the  next  best  thing  a 
few  years  ago,  many  ASPs  focused  on  acquiring  new  customers, 
no  matter  how  much  it  cost.  That  behavior  is  no  longer  sustain¬ 
able/ASPs  spent  incredible  amounts  funding  name  recognition. 
That’s  dangerous  if  you  don’t  have  the  experience  to  back  it  up,” 
CONTINUED  ON  PAGE  11  >  >  >  > 
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BY  BART  STIDHAM 


What  economic  downturn? 

Customer  demand  for  packet-  and  cell-based  services  continues 
to  grow,  with  value-added  services  leading  the  way  to  increased 
revenues  for  service  providers.  The  reason  for  the  continued 
interest  in  venerable  packet  switching  technologies  is  twofold: 
First,  from  a  user’s  perspective,  they  generally  work  according  to 
expectations.  And  second,  service  providers  continue  to  improve 
upon  the  core  packet  technologies  of  ATM  and  frame  relay. 

International  Data  Corp.  expects  smooth  and  steady  growth 
in  the  US  in  the  number  of  frame  relay  customers  and  ports 
installed  (see  figure  1 ),  with  growth  fueled  primarily  by  increased 
market  penetration  in  the  small  and  mid-sized  corporate  seg¬ 
ments.  IDC  sees  even  faster  growth  in  ATM  customers  and  ports 
(see  figure  2).  Overall,  IDC  contends  that  growth  in  both  tech¬ 
nologies  will  be  driven  away  from  private  lines  by  customer 
migration  as  well  as  through  continued  expansion  of  existing 
customer  networks,  particularly  in  the  frame  relay  market. 

But  according  to  industry  experts,  these  technologies  may 
face  very  different  futures  over  the  near  term  (i.e.,  the  next  six 
months);  medium  term  (6  months  to  18  months),  and  long 
term.  Essentially,  frame  relay  will  likely  continue  as  the  technol¬ 


ogy  of  choice  for  corporate  WANs  for  the  long  term,  though 
eventually  ATM  and  various  VPN  services  will  likely  catch  up  to 
it.  ATM  will  probably  continue  to  be  the  backhaul  technology  of 
choice  for  both  the  near  and  the  medium  term. 

THE  SHORT-TERM  OUTLOOK 

In  the  near  term,  service  providers  can  capitalize  on  the  current 
weaknesses  in  DSL  to  attack  the  small  and  mid-sized  market 
with  better  frame  and  ATM  offerings.  The  last  year  has  been  a 
roller-coaster  ride  for  many  customers  of  WAN  and  Internet 
services,  but  frame  relay  and  ATM  service  providers  must  be 
enjoying  it.  Many  smaller  and  mid-sized  businesses  were  tempt¬ 
ed  by  offers  of  various  xDSL  implementations,  only  to  have 
those  circuits  go  dead  months  later.  Just  one  year  ago,  the  case 
for  a  small  business  switching  from  low  CIR  frame  relay  port 
speeds  (less  than  56K)  was  compelling — even  though  many 
analysts  strongly  cautioned  against  it,  because  they  knew  that 
most  xDSL  offerings  simply  weren’t  “business-grade.” 

Many  customers  have  realized  that  the  reason  DSL  providers 
are  bankrupt  is  because  they  had  unworkable  business  plans, 
with  rates  that  were  simply  too  low  to  support  a  viable  business. 
“The  DSL  companies  lost  money  on  the  installation,  and  they 


Figure  1  The  Boom  |n  AyM  ports 


US  ATM  customers  and  ports 


“The  number  of  ports  will 
grow  faster  than  the  number 
of  customers  during  the  forecast 
period,  highlighting  the  importance 
of  network  expansion  as  an  engine 
of  market  growth. "  —  IDC 
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your  bridge  to 
metro  access 
profits. 


Designed  to  overcome 
limitations  of  traditional 
solutions,  Radiance  Optical 
Ethernet  Systems  reduce  costs 
dramatically  by  combining 
optical  networking  with  well- 
proven  Ethernet. 

Radiance  offers  service 


providers  economy,  scalability, 
easy  deployment  and  maxi¬ 


mum  ROI.  And  a  carrier-class 
Radiance  management  solution 
provides  flexible  provisioning, 
real-time  monitoring,  and 
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network  control  without  sacri¬ 
ficing  customer  bandwidth  or 
increasing  network  overhead. 
With  Radiance,  users  get  the 
benefit  of  Au ra ’s  su ccessfu I 
history  in  fiberoptic  connec¬ 
tivity,  new  innovative 
technology  and  the  services 
they  need,  24  hours  a  day. 
Service  providers  get  the 
solution  they  need  for  network 
capacity  in  the  last  mile. 

For  more  information  call 
1-866  AURANET  or  visit 
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“Customer  growth  will  be  fueled 
by  increased  penetration  in 
the  small  and  medium-sized 
corporate  segment;  expansion  of 
existing  customer  networks  and 
new  frame  relay  customers  will 
fuel  port  growth.” —  IDC 


Figure  2 


Steady  Growth  Ahead  for  Frame  Relay 

US  frame  relay  customers  and  ports 


lost  money  every  month  they  collected  payment,”  says  Frank 
Dzubeck,  president  of  Washington,  DC-based  Communications 
Network  Architects.  “Most  DSL  providers  simply  had  no  idea 
how  to  run  a  business.” 

Some  of  the  larger  service  providers  have  been  buying  DSL 
access  multiplexers  (DSLAMs)  because  they  can  get  them  at  bar¬ 
gain  prices.  Moreover,  the  DSLAMs  are  often  already  connected 
to  the  ATM  backbones  of  those  same  “upstream”  providers, 
Dzubeck  notes.  “Those  DSLAMs  are  now  being  reprovisioned 
into  ATM  backbones,  with  new  enterprise  customers  buying 
WAN  services,”  he  says.  (Most  new  frame  relay  and  ATM  local 
loop  connections  are  really  DSL  lines.  According  to  Dzubeck, 
that’s  been  true  for  the  last  three  to  four  years;  it’s  just  that  most 
enterprise  customers  weren’t  told  how  the  “last  mile”  was  provi¬ 
sioned.)  In  the  cost-versus-services  debate  among  providers,  this 
is  one  tool  used  to  bring  down  costs  to  customers. 

Kevin  Dunetz,  CTO  of  the  Telco  Exchange  in  Fairfax,  VA,  says 
that  the  short-term  outlook  for  frame  relay  is  very  positive.  “We 
don’t  see  many  large  ATM  networks  being  rolled  out  due  to  the 
large  minimum  port  size  of  a  T-l  and  the  long  provisioning 
times.  It’s  very  hard  to  recommend  to  a  customer  that  they 
should  go  with  ATM  when  we  know  that  it  may  take  as  long  as  a 
year  to  provision  the  network.” 

Ultimately,  services  are  likely  to  be  the  primary  way  that 
providers  of  frame  relay  and  ATM  continue  to  wring  revenue  out 
of  these  older  technologies.  The  DSL  fiasco  has  brought  a  valuable 
lesson  to  customers  of  enterprise  services:  you  do  get  what  you 
pay  for.  Service  providers  are  doing  everything  they  can  to  drive 
home  this  message  with  new  managed  services  and  offerings. 

Dunetz  believes  service  providers  need  to  stop  the  price  ero¬ 
sion  of  the  market  by  offering  new  value-added  services.  “Right 
now,  there  is  essentially  no  product  differentiation  among 
providers,  and  therefore  no  reason  to  choose  one  provider  over 
another  on  anything  other  than  price.  Service  providers  need  to 
increase  the  value  of  their  services  by  adding  new  offerings, 
such  as  secure  WAN  monitoring  systems.” 

For  now,  the  majority  of  ATM  continues  to  be  within  service 
provider  networks.  “The  primary  use  of  ATM  in  service 
provider  networks  today  is  for  backhauling  other  services — 
carrying  backbone  frame  relay,  IP,  and  VPN  traffic — and  in 
newer  applications  such  as  DSL  aggregation,  packet  voice,  and 


backbone  carriage  for  wireless  traffic,”  notes  Harry  Goldberg, 
WAN  &  Advanced  Carrier  Services  Senior  Analyst  at  Cahners 
InStat  Group  in  Scottsdale,  AZ. 

CHANGES  IN  THE  WIND 

Many  larger  businesses  are  starting  to  outgrow  the  capacity  of 
traditional  frame  relay  networks  and  have  to  look  for  higher- 
speed  options  to  support  the  ever-increasing  bandwidth 
requirements  of  enterprise  software.  Some  customer  sites  find 
themselves  needing  port  speeds  of  383kps  or  even  higher.  In  the 
early  1990s,  when  these  WAN  services  were  deployed,  the  con¬ 
nection  was  likely  put  in  place  to  support  a  daily  batch  upload 
into  the  corporate  data  center.  Those  data  feeds  have  now 
become  data  flows  as  the  need  for  up-to-the-minute  reporting 
and  real-time  systems  has  appeared.  Many  finance  departments 
have  installed  OLAP  tools  to  create  “financial  portals”  within  the 
company.  These  systems  attach  to  databases  in  real  time  rather 
than  relying  on  batch  processing.  As  a  result,  they  demand  low- 
latency  highly  reliable  circuits  with  higher  capacity. 

These  remote  office  circuits  have  to  feed  into  something, 
and  that  something  is  increasingly  a  digital  service  level  3  (DS- 
3)  interface  in  the  corporate  data  center.  This,  in  turn,  is  driving 
the  need  for  frame  relay  to  ATM  gateways.  DS-3  is  the  current 
maximum  frame  relay  port  speed.  Large  corporate  customers 
needing  higher  speeds  are  now  deploying  ATM  backbones  and 
tying  their  legacy  frame  relay  networks  into  this  via  either  FRF.5 
or  FRF.8.  These  gateways  are  already  built  into  most  providers’ 
networks  and  are  yet  another  way  they  can  charge  customers  for 
additional  services. 

In  addition  to  taking  on  the  role  of  managing  these  services, 
frame  relay  and  ATM  providers  are  also  coming  up  with  new 
ways  to  sell  application-oriented  services.  Security  and  multi- 
media  are  two  big  spaces  where  providers  are  gearing  up  for 
new  revenue  generation.  Much  work  has  been  done  to  map  ATM 
quality  of  service  (QoS)  into  H.323  and  MPEG2  multimedia. 
ATM  is  much  better  suited  to  multimedia  such  as  real-time 
voice  and  video  than  traditional  IP  networks.  Real-time  multi- 
media  has  extremely  demanding  QoS  requirements  for  which  IP 
networks  were  never  designed. 


Bart  Stidham  is  a  technology  consultant  based  in  Stow,  Mass. 
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Power  crisis  or  not,  the  show  must  go  on.  As  the  politicos  put  their  spin  on  the  energy  crisis,  you’ll  see  it  iive  and  in 
color,  thanks  in  part  to  Quick  Eagle, 

Your  favorite  news  and  entertainment  networks,  as  well  as  some  of  the  largest  cable  service  providers,  rely  on 
Quick  Eagle’s  broadband  access  platforms  to  keep  the  news  feeds  coming  in.  From  the  bright  lights  in  the  White 
House,  to  flashlights  in  the  California  Governor’s  Mansion,  our  Multilink  Platforms  deliver  the  news  without  fail-so 

you’re  never  in  the  dark. 

But  you  don’t  need  to  be  a  television  network  to  get  the  benefits 
of  multilink.  You,  too,  can  depend  on  Quick  Eagle's 
IP  Access  Platforms  to  deliver  the  high  speed 
access  you  need  and  the  managed  services  you  want,  24x7x365. 

Shed  some  light  on  why  multilink  is  perfect  for  your  business  by  downloading  our  whitepaper  on 
Multilink  WAN  Service  Solutions  at  www.quickeagle.com/library/whitepapers/whitepapers.html 

Available  from  the  world’s  finest  Carrier  Networks  or  a  Vaiue  Added  Reseller  near  you. 

Or  call  us  at  888-280-5465. 

IP  Access  for  Managed  Services 


Quick  Eagle 

Networks 
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BY  LENNY  LIEBMANN 


Service  providers  race  to  build  profitable 
wireless  data  networks 


EOPLE  LOVE  MOBILE 
PHONES.  People  love  the 
Internet.  So  mobile  ’Net 


in  the  network  marketplace. 

There  are  several  factors  and  challenges — including  a 
pinched  capital  market,  the  burdensome  cost  of  building  high- 
bandwidth  3G  networks,  and  uncertainty  about  which  services 
customers  are  willing  to  pay  for — that  service  providers  must 
meet  and  overcome.  Those  that  do  will  lay  claim  to  a  stake  in  a 
wireless  market  that  is  widely  acknowledged  as  one  of  the  most 
significant  business  opportunities  today. 

Adding  more  challenge  to  the  mix  is  that  the  success  of 
wireless  data  services  in  other  global  markets  can’t  easily  be 
replicated  in  the  United  States.  NTT  DoCoMo’s  iMode  service 
(based  upon  2G  network  technology),  for  example,  has  become 
enormously  popular  in  Japan.  But  according  to  Chi  Dang,  direc¬ 
tor  of  engineering  at  Redwood  City,  Calif.-based  wireless  infra¬ 
structure  provider  AlterEgo  Networks,  that’s  because  market 
conditions  there  are  so  different.  “For  most  young  people  in 
Japan,  iMode  is  their  first  and  only  Internet  experience,”  notes 
Dang,  a  long-time  industry  observer.  “In  the  U.S.,  most  people 
have  come  to  know  the  Internet  through  the  PC,  where  they 
have  a  rich  graphical  interface  and  lots  of  easy-to-use  naviga¬ 
tional  tools.  In  comparison  to  that,  what  they  can  get  on  a  cell 
phone  feels  very  unfulfilling.” 

DoCoMo  also  took  a  very  aggressive  approach  to  develop¬ 
ing  content  for  its  iMode  service.  The  carrier  implemented  a 
micro-payment  billing  system  that  charges  customers  for  their 
content  use.  That  revenue  is  paid  to  iMode’s  third-party  content 
developers,  creating  a  strong  financial  incentive  for  such  devel¬ 
opers  to  create  and  market  iMode  value-adds.  The  result  is  that 
there  are  thousands  of  companies  developing  content  specifical¬ 
ly  for  iMode,  designing  it  specifically  for  the  limited  display 
capabilities  of  iMode  handsets. 

To  date,  U.S.  service  providers  haven’t  embraced  that  type  of 
business  model.  In  many  cases,  rather  than  sharing  revenue 
with  content  developers,  they’ve  actually  charged  such  develop¬ 
ers  a  “slotting  fee”  for  being  listed  as  a  menu  item  on  their  cus¬ 
tomer’s  handset  displays. 


That  was  the  experience  of  Tad  Goltra,  director  of  product 
management  at  Sunnyvale,  Calif.-based  Vicinity  Corp.,  a 
provider  of  location-based  e-commerce  marketing  applications 
for  franchisors  and  multi-location  retailers.  “That  seemed  to 
make  sense  back  in  the  heyday  of  advertising-based  business 
models,”  Goltra  recalls.  “But  the  way  things  stand  today,  it  does¬ 
n’t  make  sense  for  us  to  pay  slotting  fees.” 

Slotting  fees  also  don’t  make  much  sense  for  service 
providers  who  are  seeking  lots  of  value-added  content.  For  a 
company  like  Vicinity  to  be  able  to  pay  slotting  fees,  it  must  sign 
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Sojourner™  Access  Concentrator 

Cygnet  Technologies,  Inc. 

(972)  242-0372 

www.CygnetTechnologies.com 

Cygnet  Technologies,  Inc.  develops  and  markets  intelligent 
edge  communications  systems  to  enable  the  broadband 
needs  of  the  MDU/MTU,  single-family  residential,  campus 
and  high-speed  office  markets  worldwide.  Cygnet's  systems 
are  enabled  through  its  Unified  Management  Access™ 

(UMA)  software,  access  concentrators,  bridge  remote  units 
and  switches,  which  use  VDSL,  HPNA  or  Gigabit  Ethernet 
technologies.  Cygnet's  Sojourner™  access  concentrators, 
Enabler™  bridge  remotes  and  Enterprise™  Gigabit  Ethernet 
switches  enable  high-speed  Internet  access  over  existing 
copper  wire  infrastructure. 

'1  Clarent 

Corporation 

(650)306-7511 

C _ www.clarent.com 

^  |  _  Clarent  Corporation  (Nasdaq: 
CLAnENT  CLRN)  is  a  world  leader  in 
providing  intelligent,  software-driven  products  for  new  gener¬ 
ation,  IP-based  communications  networks.  Clarent  solutions 
enable  interconnection  among  communications  service 
providers'  disparate  networks  and  foster  the  creation  of  global 
footprints  for  more  than  300  telecom  service  providers 
worldwide,  including  AT&T,  NTT  and  China  Telecom. 

Clarent's  software  platform  and  softswitch  encourage  inno¬ 
vation  by  allowing  carriers  to  develop  multiple  new  features 
for  consumers  and  enterprises. 


KPMG  Consulting 

KPMG  Consulting,  Inc. 

(866)  FOR  KCIN 
www.kpmgconsulting.com 

KPMG  Consulting,  Inc.  is  one  of  the  world's  largest  consulting 
companies  with  more  than  $2  billion  in  annual  revenues.  Our 
more  than  9,100  professionals  provide  business  and  technology 
strategy,  systems  design  and  architecture,  applications  imple¬ 
mentation,  network  and  systems  integration,  and  related  ser¬ 
vices  that  enable  clients  to  leverage  technology  for  stronger 
return  on  investment,  and  real,  sustainable  competitive 
advantage.  We  serve  more  than  2,500  clients,  including  global 
companies,  Fortune  1000  companies,  small  and  medium¬ 
sized  businesses,  government  agencies  and  other  organizations, 
through  six  industry-focused  lines  of  business,  including:  finan¬ 
cial  services,  consumer  and  industrial  markets,  high  tech, 
communications  and  content,  public  services  and  health  care. 


The  Radiance  Optical  Ethernet  System 

Aura  Networks 

(603)  880-1833/(866)  AURANET 
www.auranet.com 

Radiance  delivers  a  complete,  affordable,  reliable  metro-access 
solution  that  provides  real-time  management  control  without 
sacrificing  customer  bandwidth  or  increasing  network  over¬ 
head.  So  customers  get  the  services  and  performance  they 
need,  24  hours  a  day.  And  because  it's  Ethernet,  service 
providers  can  deploy  these  services  at  aggressive  prices,  keeping 
customers  satisfied  while  staying  ahead  of  the  competition. 

Quick  Eagle 
Networks,  Inc. 

I  Jy  (408)  745-6200 

W  www.quickeagle.com 

Quick  Eagle  Networks,  Inc.  is  a 
provider  of  IP  access  for  man¬ 
aged  services  and  the  world's 
leading  provider  of  multilink  access  devices  at  broadband 
speeds.  Through  the  company's  IP  Access  Platform  hardware, 
Quick  Eagle  is  delivering  carrier  class  IP  access  with  ground¬ 
breaking  managed  services  software  applications  through  its 
many  Service  Application  Packs  (SAPs).  Quick  Eagle  Networks' 
products  deliver  carrier-class  connectivity  and  world-class  man¬ 
aged  services  applications  to  ease  provisioning,  provide  moni¬ 
toring  of  the  network  health  and  proactive  network  maintenance. 


Quick  Eagle 

Networks 


River 

STONE 

NETWORKS 


Riverstone 
Networks 

(877)  778-9595 
www.riverstonenet.com 

Riverstone  Networks  intro¬ 
duces  the  new  standard  in  high-density,  service-rich  Gigabit 
aggregation  for  Metropolitan  Area  Networks.  The  RS  16000 
delivers  60  wire-speed  Gigabit  Ethernet  ports  in  a  5  rack  unit 
chassis  -  that's  50%  greater  port  density  than  the  nearest  com¬ 
petitor.  10  GbE  and  CWDM  interfaces  provide  high  capacity 
uplinks.  And  like  all  Riverstone  RS  routers,  the  RS  16000  fea¬ 
tures  full-function  routing  capabilities  and  an  unmatched  range 
of  service-enabling  features,  including  on-demand  bandwidth 
provisioning  and  hardware-based  MPLS  VPNs. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions 
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up  enough  corporate  clients  to  make  those  slotting  fees  worth¬ 
while.  That  places  the  risk  on  the  content  developer — which 
isn’t  necessarily  the  best  strategy  for  promoting  development. 

Dang  argues  that  providers  would  be  smarter  to  bill  their 
customers  on  a  per-use  basis  for  such  location-based  services, 
as  iMode  does.  “If  you’re  out  with  your  wife  and  she  suddenly 
decides  she’d  rather  go  to  the  movies  instead  of  to  dinner,  I 
doubt  you’ll  worry  about  the  cost  of  being  able  to  get  movie 
times  of  nearby  theaters  right  from  your  phone,”  he  says. 

Location-based  services  aren’t  the  only  ones  that  could 
potentially  create  revenue  for  service  providers,  of  course. 


Security  is  also  likely  to  be  a  big  issue  in  the  adoption  of 
wireless  data  services.  With  sensitive  business  information  fly¬ 
ing  through  the  air,  users  are  going  to  want  providers  to  be  able 
to  offer  some  assurance  of  protection  from  signal-scanning 
hackers.  Such  security  applications  may  well  prove  to  be  a  com¬ 
petitive  advantage  for  those  providers  who  can  deliver  encryp¬ 
tion,  digital  certificates,  and  other  security  measures. 

IT  MUST  BE  AFFORDABLE 

But  the  main  stumbling  block  for  wireless  data  services 
remains  infrastructure.  The  spectrum  auctions  necessary  to 


It’s  difficult  to  imag  i  n  e 
a  future  where  w  i  r  e  I  e  s  s 
data  services  won’t _ 

eve  ntually  thrive. 


Information  services  such  as  stock  prices  and  messaging  serv¬ 
ices  such  as  SMS,  among  many  others,  are  potentially  attractive 
to  today’s  mobile,  ’Net-addicted  customer. 

Another  possible  market  may  be  for  services  such  as  remote 
facilities  management  and  equipment  monitoring.  Farmington, 
CT-based  heating  and  air  conditioning  manufacturer  Carrier, 
for  example,  is  piloting  a  service  that  enables  customers  to  con¬ 
trol  their  units  from  anywhere  via  the  Web,  and  will  let  the 
company  troubleshoot  them  as  well. 

A  BIGGER  MENU... 

With  so  many  potential  services  possibilities,  TeleChoice 
research  analyst  Eric  Rasmussen  says  that  service  providers 
should  work  more  closely  with  larger  numbers  of  content  devel¬ 
opers  to  create  a  greater  range  of  offerings.  “People’s  needs  and 
interests  vary  so  greatly  that  service  providers  really  need  to 
think  in  terms  of  hundreds  or  thousands  of  content  partners,” 
he  insists.  “A  few  dozen  just  won’t  cut  it.” 

But  for  American  users  to  cozy  up  to  such  services,  inter¬ 
faces  will  have  to  be  more  attractive.  That  will  require  new  3G 
networks  that  can  deliver  more  graphical  applications  over 
wireless  links — as  well  as  3G  handsets  that  can  support  them. 


launch  3G  markets  have  yet  to  be  initiated,  and  it’s  unclear 
exactly  how  service  providers  will  shoulder  that  capital  invest¬ 
ment.  “Service  providers  really  need  that  spectrum  to  deliver  3G 
services,”  says  Rasmussen.  “But  if  the  stock  market  doesn’t 
cooperate,  it’s  going  to  be  tough  for  them  to  pony  up  for  the 
auction — or  to  build  the  networks  to  support  the  new  spec¬ 
trum  that  they  might  buy.” 

In  addition,  some  network  equipment  vendors  have  gotten 
badly  burned  by  the  financing  they  offered  to  service  providers 
such  as  now-bankrupt  DSL  companies.  That’s  likely  to  make  it 
even  more  difficult  for  service  providers  to  get  vendor  financing 
for  their  3G  network  buildouts. 

Despite  all  these  obstacles,  it’s  difficult  to  imagine  a  future 
where  wireless  data  services  won’t  eventually  thrive.  “The  num¬ 
ber  of  people  using  mobile  devices,  including  phones  and  PDAs, 
continues  to  grow.  And  all  of  those  people  are  becoming  more 
and  more  dependent  on  Internet  content  for  their  business  and 
their  personal  lives,”  notes  Rasmussen.  “So  the  good  news  is  that 
a  market  is  definitely  going  to  develop  for  mobile  data  services, 
even  if  it’s  going  to  take  a  while  for  it  to  happen  in  the  U.S.” 


Lenny  Liebmann  is  a  Highlands ,  NJ-based  technology  writer. 
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says  Kate  Murphy,  research  director,  professional  services,  for 
AMR  Research  Inc.,  a  Boston  market  research  firm.  “A  lot  of 
them  signed  deals  that  were  woefully  unprofitable.” 

For  some  types  of  service  providers,  however,  the  prospects 
are  good.  Waltham,  Mass. -based  Guardent  Inc.,  a  security  and 
privacy  services  provider,  has  seen  a  strong  demand  for  its  serv¬ 
ices  since  the  firm  was  founded  in  late  1999.  Security  threats  are 
omnipresent,  and  hackers  don’t  seem  to  sleep: “Were  very  happy 
about  the  intractability  of  the  problem,”  says  Jerry  Brady,  vice 
president  of  research  and  development  for  Guardent.  Customers 
are  demanding  faster  incident  response  times  every  day,  but  the 
basic  nature  of  the  services — security — doesn’t  change. 

Profit  pressures  are  driving  XSPs  to  find  new  ways  to  get 
money  in  the  door — now.  When  Argentina  deregulated  its  tele¬ 
phone  service  last  year,  IPlan  (a  service  provider  located  there) 
purchased  the  Hewlett-Packard  NextGeneration  Telephony 
Solution,  a  hardware-and-software  bundle  from  HP  and  StarVox 
Inc.  This  product  allows  IPlan  to  offer  phone  service  over  its  IP 
network  without  needing  to  invest  in  traditional  telephony 
equipment.  IPlan  can  offer  its  customers — mostly  small-  to 
mid-size  businesses — an  average  40  percent  reduction  in  their 
phone  bills.  “For  a  typical  small  to  medium-sized  business,  75 
percent  of  its  communications  bill  is  voice  and  25  percent  is 
data.  With  our  software,  you  can  go  in  with  the  line  you  already 


have  and  start  offering  phone  services.  It  generates  revenue 
immediately,”  says  George  McGregor,  general  manager  for  U.S. 
operations  for  HP’s  Telecomm  Infrastructure  division  in  Palo 
Alto,  Calif.  The  focus  is  on  helping  XSPs  get  more  revenue  from 
their  existing  customers  as  opposed  to  acquiring  new  ones. 

XSPs  are  scrambling  to  find  a  business  model  that  will  with¬ 
stand  these  tougher  times  while  also  meeting  their  customers’ 
needs.  While  making  the  transition  to  profitability,  it  pays  to 
hunker  down  and  conserve  money.  Says  Jay  Adelson,  chief  tech¬ 
nology  officer  and  co-founder  of  Mountain  View,  Calif-based 
Equinix  Inc.,  “If  you’re  not  fully  funded  today,  you’re  toast.” 


Lauren  Gibbons  Paul  is  a  freelance  writer  in  Waban,  Mass.  Email 
her  at  lauren.paul@mediaone.net 
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The  wait  for  3G  cellular  ser¬ 
vices  ended  last  week  in  Japan, 
at  least  for  4,500  users,  as  NTT 
DoCoMo  launched  public  trials  of 
its  Wideband  Code  Division  Mul¬ 
tiple  Access-based  service. 

"Today  is  a  valuable  day  as  we 
open  the  first  page  of  the  21st 
Century's  mobile  telecommunica¬ 
tions,"  said  Keiji  Tachikawa, 
president  of  NTT  DoCoMo,  to  a 
group  of  about  80  industry  exec¬ 
utives  who  were  gathered  in  the 
company's  headquarters  to  wit¬ 
ness  the  launch. 

The  trials,  which  represent 
the  first  time  the  public  in  any 
country  could  get  their  hands  on 
W-CDMA  telephones,  are 
scheduled  to  last  four  months 
after  which  DoCoMo  is  planning 
a  full-scale  commercial  launch. 
During  the  trials,  users  will  be 
asked  to  pay  communications 
charges  but  will  not  have  to  pay 
basic  monthly  fees  or  pay  for  the 
handsets. 

NTT  DoCoMo:  www.nttdoco 
mo.com 


Exodus  Communications  is 

expanding  its  managed  services 
to  include  managed  security 
monitoring  from  Counterpane. 
The  companies  announced  an 
alliance  last  week  in  which  Exo¬ 
dus  will  sell  Counterpane's  Man¬ 
aged  Security  Monitoring  ser¬ 
vice,  which  tracks  network 
activity  on  firewalls,  intrusion 
detection  systems,  routers  and 
servers.  Information  collected 
from  those  network  devices  is 
then  used  to  identify  and  pre¬ 
vent  attacks. 

The  Counterpane  service, 
which  provides  real-time  event 
monitoring  and  intrusion-detec¬ 
tion  event  diagnosis  and  resolu¬ 
tion,  will  improve  Exodus'  inci¬ 
dent  response  capabilities, 
Exodus  executives  say. 

Exodus:  www.exodus.net; 
Counterpane:  www.counter 
pane.com 
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Graham  Wallace, 
CEO  at  Cable  &  Wire¬ 
less  spoke  recently 
with  Network  World 
Senior  Editor  Denise 


Pappalardo  about  how  the  service 
provider  is  tackling  the  market  in 
light  of  the  weakened  economy. 


What's  your  business  strategy  today 
and  going  forward? 

We’ve  been  pretty  consistent  now  for  a 
couple  of  years,  but  it’s  important  to 
remember  where  we  came  from.  Cable  & 
Wireless  was  very  much  a  series  of  sepa¬ 
rate  national  telephone  companies  offer¬ 
ing  mobile,  telephony,  data  and  Internet 
services.  We  were  doing  everything  all 
around  the  world.  It  became  clear  a  cou¬ 
ple  of  years  ago  when  I  took  over  that  we 
needed  to  focus.  Trying  to  do  everything 
everywhere  was  a  recipe  for  disaster.  We 
chose  to  focus  on  business  users,  data  ser¬ 
vices  and  specific  geographies. 


What  do  you  mean 
geographies? 

We  had  always  had  a 
big  business,  for  instance, 
in  Hong  Kong.  But  if  you 
look  at  the  markets 
where  business  cus¬ 
tomers  are  buying  IP  and 
data  services  you  find 
that  85%  of  the  world’s 
market  is  in  the  U.S., 

Europe  and  Japan.  And  if 
business  units  didn’t  fit, 
we  sold  them  or  are  sell¬ 
ing  them.  The  result  is  a 
focused  business  and  a  very  strong  bal¬ 
ance  sheet.  It’s  that  balance  sheet  that 
gives  us  a  real  competitive  advantage 
when  the  rest  of  the  industry  is  burdened 
with  debt. 

Cable  &  Wireless  is  building  net¬ 
works  and  selling  business  services  in 
the  U.S.,  the  U.K.  and  Japan.  Are  these 
networks  identical?  Are  you  using  the 
same  gear  and  technology  in  each? 


Yes.  Access  is  tricky, 
but  from  a  core  back¬ 
bone  perspective,  abso¬ 
lutely.  The  core  nodes  are 
absolutely  consistent.  Ob¬ 
viously,  local  access  is  all 
sorts  of  different  tech- 
nologies.We’re  consistent 
with  architecture  and 
vendors.  That  gives  us 
more  clout  in  terms  of 
buying,  which  reduces 
costs. 

In  terms  of  network 
buildout,  where  are  you  in  each  of  those 
markets? 

In  the  U.S.  we’ve  got  enough  capacity 
certainly  to  last  us,  looking  at  the  latest 
numbers,  a  good  12  months.  We  did  a  big 
upgrade  in  the  U.S.  in  November  2000. 
And  before  that,  we  were  capacity-con- 
strained,  actually  freezing  orders,  and  not 
taking  on  new  customers  for  a  while 
because  of  that.  We  re  comfortable  with 
See  Wallace,  page  36 


Web  hoster  Conxion  adds  apps  management 


BY  JENNIFER  MEARS 

SANTA  CLARA  —  Conxion,  a  Web 
hosting  company  that  links  its  data 
centers  with  a  Tier-1  global  network, 
now  offers  managed  services  up  to  the 
application  layer,  thanks  to  a  recent 
alliance  with  an  application  manage¬ 
ment  company. 

Conxion  is  teaming  with  Totality, 
which  manages  applications  and  infra¬ 
structure  for  companies  such  as  Kmart, 
Martha  Stewart  Living  and  American  Air¬ 
lines  to  provide  companies  with  a  single 
source  for  managed  services  that  extend 
from  the  network  to  the  application. 

From  its  beginning  in  1995,  Conxion 
has  focused  on  the  idea  that  applications 
would  be  hosted  on  the  Internet,  says 
Phyllis  Davidson,  senior  manager  of 
strategic  alliances. 

As  a  result,  the  Web  hoster  offers  a 
“next-generation  network”  built  for  host¬ 
ing,  she  says. 

Conxion’s  data  centers  are  located  in 
four  U.S.  Internet  exchange  points  in  Sil¬ 
icon  Valley,  the  Washington,  D  C.  area, 
Chicago  and  Seattle;  as  well  as  in  Lon¬ 
don,  Amsterdam  and  Brussels,  Belgium. 


Conxion  offers  what  it  calls  FailSafe,  a 
service-level  agreement  (SLA)  that  guar¬ 
antees  99-999%  uptime. 

“We’ve  been  looking  for  a  way  to 
bring  that  SLA  up  to  the  application 
layer,”  Davidson  says. 

The  alliance  with  Totality  will  let 
Conxion  do  that  by  combining  Conx¬ 
ion’s  expertise  in  networks,  servers 
and  operating  systems  with  Totality’s 
experience  in  e-business  application 
management,  including  system  devel- 
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opment,  prelaunch  testing,  tuning  and 
optimization,  she  says.  Through  the 
alliance,  companies  will  get  a  single 
contract  and  SLA.  The  companies’  net¬ 
work  operations  centers  will  serve 
joint  customers  in  tandem. 

Larry  Buchsbaum,  director  of 
e-sourcing  strategies  at  The  Yankee 
Group,  says  the  alliance  is  good  news 
for  corporations,  which  otherwise 
would  have  to  hunt  around  for  similar 
services  that  “probably  wouldn’t  be  as 
comprehensive.” 

“The  combination  of  taking  a  man¬ 
aged  hosted  environment  like  Conxion 
and  adding  in  a  strong  component  of 
managed  services,  Totality  gives  the 
end  user  the  ability  to  sleep  at  night,” 
he  says.  “It’s  one  strong,  single  point  of 
accountability.” 

Totality  offers  application  manage¬ 
ment  services  from  vendors  such  as 
iPlanet,  Interwoven,  Blue  Martini,  BEA 
Systems,  E.piphany  and  Oracle. 

Prices  for  the  combined  Totality  and 
Conxion  service  average  between 
$350,000  to  $500,000  per  year. 

Conxion:  www.conxion.com; Totality: 
www. totality.com 
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In  business 

today,  more  information  than  ever  is  stored,  accessed,  and 
leveraged  using  the  Internet.  Securing  that  information  has 
become  crucial,  not  to  mention  difficult— and  it’s  all  your 
responsibility.  But  rest  easy.  Microsoft  ISA  Server  2000 
can  provide  you  with  rock-solid  firewall  protection.  And  it’s 
protection  that’s  simpler  than  ever  to  manage. 


Part  of  the  flexible  Microsoft  .NET  Enterprise  Server  family, 
ISA  Server  is  a  certified,  multi-layer  firewall  providing  smart 
security  via  packet,  circuit,  and  application  level  filtering.  ISA 

Server  provides  granular 
control  of  inbound  and 
outbound  network  traffic, 
which  means  no  unauthorized  access,  period.  And  with  the 
enterprise  edition,  management’s  a  breeze,  allowing  you  to 
deploy  an  array  and  manage  multiple  ISA  Servers  as  a 
single  logical  unit. 
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So  in  the  end,  it  doesn’t  really  matter  how  outnumbered 
or  surrounded  you  are.  You  can  handle  it.  To  find  out  more 
about  ISA  Server,  visit  microsoft.com/isaserver/firewall 

Software  for  the  Agile  Business. 


Microsoft" 


L. 


a  r  r  i  e  r  s  &  ISPs 


Wallace, 

continued  from  page  33 

what  we’ve  got  in  the  backbone  in  the 
U.S,  and  the  same  is  true  in  the  U.K.  In 
Europe  the  backbone  is  about  60%  com¬ 
plete.  ...  We’ve  got  the  most  work  to 
do  in  Japan.  That’s  a  sort  of  five-year 
program. 

On  the  enterprise-user  side,  what 
services  are  growing  fastest  and  what 
do  you  anticipate  to  grow  more  down 
the  road? 

We  see  a  lot  of  growth  in  high-end 
hosting.  The  economics  and  the  tech¬ 
nology  will  drive  more  and  more 
companies  to  outsource  their  hosting 
activity.  It  doesn’t  make  economic  or 
operational  sense  for  corporate  cus¬ 
tomers  to  do  their  own  hosting. 

Why  are  some  large  companies  not 
outsourcing  their  Web  hosting? 

It’s  just  a  timing  issue.  One  of  the 
rules  about  outsourcing  is  that  you 
shouldn’t  really  do  it  unless  you’ve  got 
what  you’re  going  to  outsource  under 
pretty  good  control.  If  you  don’t  have  it 
under  control,  the  person  you  out¬ 


source  to  can  rip  you  off.  And  you  have 
to  remember  that  Web  and  application 
hosting  is  still  new.  It’s  a  young  market. 

Are  your  Web  hosting  services  target¬ 
ing  small,  midsize  or  large  businesses? 


It’s  a  bit  of  them  all.  We  want  to 
move  over  time  to  more  of  the  man¬ 
aged  outsource  stuff  than  the  co-loca¬ 
tion  stuff  because  the  economics  for 
us  work  better  there,  and  we  add 
more  value  at  the  high  end.  Plus  at  the 
higher  end,  of  course,  it’s  stickier. 
Because  once  you  have  outsourced 
your  hosting,  provided  that  the  ser¬ 
vice  provider  does  a  good  job,  it  is 
quite  difficult  to  switch.  Whereas  it’s 


much  easier  to  switch  collocation  ser¬ 
vice  providers. 

What  about  managed  VPN  services? 
Are  you  seeing  a  lot  of  growth  there? 

The  demand  is  considerable.  Quite 
frankly  our  prob¬ 
lem  there  is 
meeting  the  de¬ 
mand.  We’ve  just 
done  a  very  big 
IP  VPN  in  the 
U.K.  for  Marks  & 
Spencer  (a  store 
chain),  connect¬ 
ing  all  of  its 
stores.  It  was  a 
bigger  order 
than  we  expect¬ 
ed,  and  it  absorbed  quite  a  lot  of  our 
capacity.  But  it’s  worked  out  fine,  and 
they’re  very  happy.  The  economics  of 
an  IP  VPN  for  a  big  company  like 
Marks  &  Spencer  with  lots  of  sites  are 
pretty  powerful. 

Have  you  noticed  any  changes  in  your 
customers'  buying  habits  based  on  the 
changing  economy? 

We  have  seen  some  issues  that  are 


related  to  the  economy  on  the  whole¬ 
sale  side,  with  some  of  our  ISP  guys. 
They  are  under  strain,  and  there  is  con¬ 
solidation  in  the  market.  So  we’re  defi¬ 
nitely  seeing  an  impact  there.  Right  now 
I’m  not  aware  of  any  big  issues  on  the 
enterprise  side. 

What  would  you  tell  business  users 
when  they  ask  why  they  should  choose 
Cable  &  Wireless  over  WorldCom,  AT&T, 
Sprint,  Genuity  or  any  other  competitor? 

First  of  all,  you’ve  got  to  be  com¬ 
petitive  on  price.  Secondly,  business 
users  want  some  sort  of  objective 
measure  of  service  performance  and 
reliability  of  the  network.  And  on  the 
hosting  side,  we’ve  got  some  pretty 
good  reference  customers  on  the 
high  end.  And  we  use  our  financial 
strength.  Customers  want  to  know 
you’re  going  to  be  around  in  12 
months. Those  are  the  sort  of  features 
that  we  score  on.  3 


■  " One  of  the  rules  about  outsourc¬ 
ing  is  that  you  shouldn't  really  do 
it  unless  you've  got  what  you're 
going  to  outsource  under  pretty 
good  control." 

Graham  Wallace,  Cable  &  Wireless,  CEO 
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A  box  that  delivers 
paper  documents 
anywhere  overnight? 


Introducing  the  Canon  imageRUNNER  with  document  distribution  technology.  Now  you  can  send 
paper  documents  anywhere,  in  any  form,  at  anytime,  right  over  your  network  or  the  internet.  Instantaneously.  Simply 
scan  a  document  into  the  imageRUNNER  5000,  and  you  can  send  it  to  any  desktop,  e-mail  address,  fax  machine,  database 
or  file  server.  And  since  the  Canon  imageRUNNER  is  capable  of  integrating  directly  with  your  existing  e-mail,  lanfax, 
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Eye  on  the  carriers  .  Johna  Till  Johnson 

Crafting  contracts  with  escape  routes 


Two  weeks  ago  we  discussed 
procedures  for  ensuring  that 
your  company  gets  the  best  possible 
telecom  contract.  Now  we’ll  take  a 
look  at  some  of  the  clauses  that  con¬ 
tract  should  include. 

First  and  foremost,  keep  in  mind 
your  biggest  weapon  when  dealing 
with  carriers  is  your  ability  to  walk 
away  —  without  paying  a  hefty  penal¬ 
ty.  That  means  your  goal  should  be  to 
construct  a  contract  with  as  many 
“out”  clauses  as  possible.  Circuits  not 
provisioned  on  time?  You’re  gone.  Net¬ 
work  latency  driving  your  users 
insane  ?  Hasta. 

Even  if  you  have  no  intention  of 
leaving,  a  credible  departure  threat 
works  wonders  in  obtaining  services.A 
client  of  mine  parlayed  a  missed  circuit 
install-time  into  a  40%  price  decrease 
for  her  frame  relay  WAN. 


So  what  are  good  “out”  clauses? 
My  favorite  is  the  MAD  (merger, 
acquisition,  divestiture)  clause.  If 
your  company  is  bought,  or  buys 
another  company,  you  have  the 
option  of  renegotiating  your  con¬ 
tract,  or  of  being  assumed  under  the 
other  company’s  contract. 

Technology  re-evaluation  is  another 
good  one.  Let’s  say  you  put  in  an  ATM 
network  two  years  ago  to  support 
voice-data  convergence  .  .  .  but  now 
you’d  like  to  test-drive  IP  telephony. 
Your  service  provider  doesn’t  support 
it?  Time  to  open  up  the  bid. 

Benchmarking  is  good  opportunity 
for  an  “out,”  but  be  careful:  Providers 
often  will  propose  a  best-of-breed 
clause  that  says,  in  effect, “We  will  com¬ 
pare  your  terms  and  conditions  to 
those  of  comparable  customers  and 
adjust  to  ensure  you  receive  the  best 


terms  we  offer  those  customers.” 

There  are  two  problems  with  this 
approach.  First,  the  provider  decides 
who’s  comparable.  Oddly  enough, 
when  my  clients  invoke  this  clause, 
they’re  often  told  they’re  unique,  so 
the  lower  rates  that  others  have  ob¬ 
tained  don’t  apply  to  them. 

The  second:  Service  providers  will 
only  benchmark  you  against  their  cus¬ 
tomers.  That  won’t  help  you  obtain 
market-leading  terms  and  conditions. 
The  best  way  to  craft  this  clause  is  to 
build  in  your  right  to  be  benchmarked 
by  a  third  party,  and  make  sure  the 
third  party  includes  contracts  signed 
by  your  provider’s  competitors. 

The  most  effective  “out”  clauses  are 
those  that  apply  to  your  service-level 
agreement  (SLA).The  catch  is  crafting 
an  effective  SLA  requires  understand¬ 
ing  your  business  goals  and  applica¬ 


tion  requirements. What’s  your  defini¬ 
tion  of  “uptime”?  For  IP  services,  that 
might  include  a  functioning  DNS. 
How  about  “throughput”? 

Your  answers  will  vary.  However, 
key  metrics  you’ll  want  to  think  about 
include  latency,  which  affects  the  per¬ 
formance  of  interactive  applications; 
jitter  (latency  variation),  which  can 
affect  the  quality  of  voice  and  multi- 
media  services;  and  available  band¬ 
width.  You  should  also  agree  upfront 
on  SLA  measurement  tools  (and  on 
whose  measurements  you’ll  trust). 
Finally,  you’ll  need  to  define  escalation 
procedures  for  addressing  problems. 


Johna  Till  Johnson  is  senior  vice 
president  and  CTO  for  Greenwich 
Technology  Partners,  a  network  con¬ 
sulting  firm.  She  can  be  reached  at 
johna@greenwichtech.  com. 
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and  document  management  software,  you  can  maximize  your  investment 
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Carriers  &  ISPs  Special  Focus 


Fixed  wireless  no  wipeout, 
despite  recent  troubles 


BY  MICHAEL  MARTIN 

ixed  wireless  providers  have  been  in  the 
news  a  lot  lately  for  all  the  wrong  reasons. 
Two  months  ago,  Winstar  Communications 
and  Advanced  Radio  Telecom  filed  for  Chapter 
1 1  bankruptcy.  And  Teligent  —  which  saw  its 
founder,  chairman  and  CEO  Alex  Mandl  resign 
after  a  new  investor  came  onboard  —  filed  for 
Chapter  1 1  last  month. 

Despite  these  setbacks,  industry  observers  don’t 
believe  fixed  wireless  is  going  away  any  time  soon.  In 
fact,  recent  reports  assert  that  fixed  wireless  services 
are  set  to  become  a  multibillion-dollar  market.  One 
study,  from  research  firm  Insight  Research,  predicts 
broadband  wireless  revenue  in  North  America  will 
surpass  $  14  billion  by  2006.  By  comparison,  in  2000, 
revenue  for  the  industry  stood  at  $963  million. 

So  if  wireless  broadband  is  set  to  explode,  why  are 
companies  like  Winstar  and  Teligent  having  trouble 
making  a  buck?  A  major  factor  is  that  both  companies 
built  their  networks  quickly,  incurring  massive  debt. 
This  strategy  worked  well  as  long  as  the  venture  capi¬ 
tal  markets  were  willing  to  float  Winstar  and  Teligent 
more  money.  But  once  the  markets  dried  up  late  last 
year,  so  did  the  wireless  providers’  coffers  and  their 
immediate  prospects. 

Another  reason  is  that  the  target  market  for  Win¬ 
star  and  Teligent  —  corporate  users  —  has  been  slow 
to  accept  wireless  as  a  must-have  technology. 

“We  see  the  technology  as  being  primarily  residen¬ 
tial,”  says  Peter  Jarich,  an  analyst  with  research  firm 
The  Strategis  Group.  “We’re  not  seeing  business  as 
the  right  way  to  go.” 

Business  concerns  inhibit  adoption 

Business  users  have  a  range  of  connectivity 
options  to  choose  from,  Jarich  explains,  and  they’re 
more  concerned  about  quality  of  service  (QoS)  and 
reliability'  than  are  residential  users. 

When  businesses  decide  to  go  with  a  fixed  wire¬ 
less  link,  it's  often  as  a  back-up  connection,  or  for  less 
critical  traffic  only,  says  Chris  Whitely,  an  analyst  with 
Insight  Research. 

QoS  has  been  a  concern  with  fixed  wireless 
because  wireless  signals  are  more  easily  disrupted 
than  landline  signals.  Even  though  wireless  providers 
say  they  account  for  “rain  fade”  —  the  weakening  of  a 
wireless  signal  due  to  rain  —  a  bad  rainstorm  can 
bring  down  a  wireless  link. 

Also,  interference  from  other  wireless  signals  is 
an  issue  for  operators  using  unlicensed  spectrum, 
Whitely  notes. Although  there  are  informal  rules  in 
place  to  try  to  prevent  interference  in  unlicensed 
bands,  it’s  still  a  possibility,  he  say's. 

In  addition  to  unlicensed  spectrum,  there  are  two 
licensed  bands. 

Local  multipoint  distribution  services  (LMDS) 
cover  the  28-GHz  band.  LMDS  requires  a  line  of 
sight  between  points  on  the  network,  but  can 


FIXED  WIRELESS 

Analysts  see 
next-generation 
technologies  spurring 
growth  this  market  has 
yet  to  see. 


Wireless  winds  up 

Fixed  wireless  revenue  is  set  to  grow  dramatically 
in  the  next  several  years. 


North  American  fixed  broadband  wireless 
subscriber  revenue  (in  billions) 
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deliver  speeds  of  more  than  155M  bit/sec. Winstar, 
Teligent  and  XO  Communications  are  providers 
that  offer  LMDS-based  services. 

The  other  licensed  band  is  known  as  multichan¬ 
nel  multipoint  distribution  services  (MMDS).  MMDS 
covers  the  2-to-3-GHz  band.  While  MMDS  only  sup¬ 
ports  speeds  of  up  to  10M  bit/sec,  the  second  gen¬ 
eration  of  the  technology  —  which  is  just  becoming 
available  —  requires  no  line  of  sight  and  is  less  sus¬ 
ceptible  to  interference  than  LMDS.  Sprint  and 
WorldCom  are  examples  of  operators  that  own 
MMDS  spectrum. 

There  are  converts 

While  skeptics  may  question  the  viability  of 
fixed  wireless,  the  technology  has  caught  on  with 
some  users. 

One  such  company  is  Group  Manufacturing  Ser¬ 
vices  (GMS),  a  100-employee,  sheet  metal  maker  in 
Phoenix.  GMS  was  using  a  dial-up  account  for  its 
e-mail  and  Internet  access. The  e-mail  got  dumped 
into  the  company’s  server  once  per  day.  But  when 
the  company’s  ISP,  CompuServe,  stopped  support¬ 
ing  Lotus  cc:Mail,  GMS  began  looking  for  other  con¬ 
nectivity  options. 
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At  first  the  company  considered  DSL  service  from 
Qwest  Communications,  but  Qwest  couldn’t  provi¬ 
sion  the  service  because  of  bad  copper  wiring,  says 
Randy  Babchuk,  GMS’  systems  manager. 

So  GMS  turned  to  Kite  Networks,  a  fixed  wireless 
provider  in  Phoenix  that  operates  in  the  unlicensed 
spectrum.  Kite  provided  GMS  with  a  dish,  which  con¬ 
nects  into  the  company’s  Internet  and  e-mail  server. 

“It’s  been  great  for  us,  because  everyone  can 
access  their  e-mail  and  the  Internet  any  time  they 
want  to  .’’Babchuk  says. 

So  what’s  it  going  to  take  to  get  more  businesses 
on  board  the  wireless  bandwagon? 

Observers  say  it’s  going  to  take  time  for  businesses 
and  residential  customers  to  test  and  grow  accus¬ 
tomed  to  the  technology  and  next-generation  equip¬ 
ment.  Once  carriers  such  as  Sprint  and  WorldCom  fin¬ 
ish  testing  the  equipment  later  this  year,  fixed 
wireless  should  start  to  take  off. 

“This  next-generation  equipment  is  going  to  be  a 
big  plus  for  MMDS,”  Jarich  says. 

Sprint,  which  holds  MMDS  licenses  in  90  markets, 
is  already  serving  MMDS  in  14  areas.The  service 
provider  is  targeting  consumers  and  small  businesses 
with  offerings  that  provide  download  speeds  of 
between  1M  and  1.5M  bit/sec  and  upload  speeds  of 
around  250K  bit/sec.  Pricing  for  the  business-class 
service  is  around  $150  to  $200  per  month,  including 
multiple  IP  addresses. 

Sprint  has  a  head  start 

Sprint  has  said  it  will  accelerate  its  wireless  rollout 
once  it  has  next-generation,  non-line-of-sight  technol¬ 
ogy  ready.  The  provider  plans  to  select  an  equipment 
vendor  for  next-generation  MMDS  later  this  year. 

Meanwhile,  WorldCom  has  invested  more  than  $1 
billion  to  pick  up  MMDS  licenses  in  about  160  mar¬ 
kets  across  the  U.S. 

“Despite  the  high-profile  failures  we’ve  seen,  we 
think  this  is  a  temporary  setback, ’’Whitely  says. 
“Providers  are  definitely  going  to  implement  more 
broadband  wireless.” 

As  for  Winstar  and  Teligent  customers,  observers 
say  they  shouldn’t  be  concerned  they’ll  be  left  out  in 
the  cold.  Both  companies  are  continuing  to  operate 
while  resolving  their  bankruptcies,  and  potential 
buyers  would  likely  want  the  companies’  customers 
in  addition  to  their  equipment  and  licenses.  3 


Little  margin  for  error. 


Get  Sprint  Global  Data  Solutions 


*»*»***»  * 


Make  it  simple 


For  performance,  reliability,  and  customer  support.  Sprint  can  help  reduce  your  worries. 


With  so  much  riding  on  a  network's  performance,  only 
a  communications  company  familiar  with  implementing 
and  managing  sophisticated  networks  should  even 
be  considered. 

With  Sprint,  you  get  high-performance  WAN  and  Internet 
solutions  for  your  domestic  and  international  needs 
that  you  can  both  rely  on  and  build  upon,  with  new 
e-business  applications.  Sprint  Global  Data  products 
and  services  help  you  leverage  your  existing  technology 
or  migrate  to  more  advanced  data  solutions  to  keep 
your  mission-critical  data  flowing  freely  (and  securely). 


The  self-healing  SONET  technology  of  the  Sprint  network, 
with  fewer  network  outages  than  other  major  carriers, 
provides  your  network  with  increased  survivability. 

That,  combined  with  some  of  the  most  comprehensive 
service  level  agreements  in  the  industry,  fortifies  our 
commitment  to  network  performance  and  quality 
customer  service. 

Want  in-depth  information  to  feel  even  more  secure? 

Visit  www.sprintbiz.com/data_solutions 
or  call  1  877  203-7263 
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Make  your  momma  proud. 

Whether  you  are  an  IT  director  for  a  huge  corporation  with  a  new  E-business  initiative  or 
a  SysAdmin  for  a  scrappy  startup  company,  people  are  looking  to  you  to  build  a  highly 
available,  reliable  and  secure  site,  from  the  wiring  closet  to  the  end-user.  Platform  knows  how 
to  maximize  the  performance  and  availability  of  resources  beyond  the  edge  of  the  network. 
Our  product  suite,  SiteAssure,  is  your  web  site’s  “safety  net.” 

Take  your  average  web  site.  Servers.  Applications.  Storage.  Routers.  Switches.  Are  they  aware 
of  each  other  and  working  together?  With  SiteAssure,  they  are.  SiteAssure  gathers  granular 
health  information  from  the  applications  and  servers,  even  the  services  themselves,  and 
feeds  that  back  to  the  network  gear.  More  information  to  the  network  gear  means  smarter 
decisions  can  be  made  about  the  traffic,  resulting  in  a  greater  end-user  experience. 

SiteAssure  then  takes  site  management  a  step  further.  If  the  health  of  any  one  of  the  site 
resources  is  failing,  SiteAssure  takes  action... for  example,  rerouting  traffic,  rebooting 
the  server,  restarting  the  application  or  alerting  the  administrator.  Maximizing  content 
delivery  and  minimizing  down-time.  Don’t  believe  it? 

Visit  www.siteassure.com  and  get  an  evaluation  copy  of  our  software.  No  new  scripting 
language  to  learn.  No  long  deployment  cycles.  No  late-night  calls  about  crashed  sites. 

SiteAssure.  It's  how  smart  sites  work. 


Has  Johnny  looked  into  SiteAssure?  My  son,  Bobby, 
deployed  it  on  his  servers  so  he  doesn't  have  to 
constantly  watch  over  his  systems  or  bother  with 
yucky  administrative  duties.  In  fact,  he  has 
SiteAssure  automatically  taking  care  of  site  failures, 
sometimes  even  before  they  happen! 

My  son  Bobby.. .he's  so  smart. 


PLATFORM’ 

SITEASSURE 

Maximizing  Siie  Performance  and  Availability 


My  son's  site  is  going  down  all  the  time. 

He  spends  all  day  restarting  machines  and 
dealing  with  angry  customers.  Poor  Johnny. 


World 


+1.888.514.3333  (North  America  only) 
www.siteassure.com 

info@siteassure.com 


Copyrightc  2000  Platform  and  SiteAssure  are  trademarks  of  Platform  Computing  Corporation. 
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Service  provider  developments  at 
the  juncture  between  the  enterprise 
and  the  new  public  network 


Briefs 


Quantum  Bridge  Communica¬ 
tions  has  announced  the  with¬ 
drawal  of  its  IPO  registration 
statement  with  the  Securities  and 
Exchange  Commission. 

The  company  cites  poor  market 
conditions  as  the  reason  for  the 
decision.  Quantum  Bridge  Presi¬ 
dent  and  CEO  Tony  Zona  says  the 
company  plans  to  "revisit  the  pub¬ 
lic  markets  when  conditions 
improve." 

Quantum  Bridge:  www.quan 
tumbridge.com 

Embedded  Linux  vendor  lineo 
recently  rolled  out  clustering  soft¬ 
ware  for  service  providers  and 
carriers. 

Availix  Horizontal  Clustering  1.3 

provides  failover,  availability  and 
fault  tolerance  for  up  to  seven 
Linux  servers.  Availix  is  based  on 
the  CompactPCI  bus  architecture 
and  supports  Fibre  Channel.  It 
allows  content  sharing  on  a  stor¬ 
age-area  network  through  the 
Global  File  System  (GFS  4.0.1)  and 
a  common  storage  array. 

The  cluster,  which  will  run  Ora¬ 
cle  Parallel  Server,  can  be  man¬ 
aged  remotely  via  the  Simple  Net¬ 
work  Management  Protocol.  It 
also  can  run  the  Zeus  Web  server 
for  improved  performance. 

Availix  sells  for  $2,000  per  CPU 
and  is  available  now. 

Lineo:  www.lineo.com 

Aura  Networks  last  week  said 
it  received  NEBS  Level  III  certifi¬ 
cation  for  its  Radiance  Optical 
Ethernet  System. 

The  company  claims  the  line  is 
the  first  for  the  metropolitan- 
access  market  to  receive  this  kind 
of  certification.  NEBS  Level  III  is  a 
series  of  standards  designed  to 
ensure  that  all  equipment  meets 
stringent  environmental  and  oper¬ 
ational  requirements,  thereby 
maximizing  network  reliability  for 
service  providers. 

Aura  Networks:  www.auranet. 
com 


Siemens  leaps  into  packet  telephony 


Facing  an  uphill  battle 


As  part  of  its  new  Surpass  softswitch  architecture,  Siemens  will 
use  Unisphere  routers,  which  were  far  behind  Cisco  in  first- 
quarter  sales. 

Total  OC-12  edge  router  market  in  Q1  2001:  $544  million 

Other  4%  - 

Unisphere - 

6% 


Juniper 
9% 


Cisco 

81% 


SOURCE:  DELL’ORO  GROUP 


BY  TIM  GREENE 

Siemens,  a  longtime 
leading  supplier  of 
traditional  circuit- 
switched  telephony  equip¬ 
ment,  is  betting  all  its  marbles 
on  a  major  shift  to  new 
packet-based  voice  and  data 
gear  that  can  still  interoperate 
with  older  phone  networks. 

Siemens  acknowledges  that 
this  new  push,  called  Surpass, 
is  key  to  the  company’s  suc¬ 
cess  in  phone  switching.  “This 
is  literally  the  future  of  the 
company,”  says  Stuart  Van 
Houten,  general  manager  of 
Siemens’  broadband  networks 
division. 

Surpass  will  include  new 
equipment  to  let  traditional 
service  providers  migrate  to 
ATM-  or  IP-based  networks.  It  also  repre¬ 
sents  a  way  for  new  carriers  to  build  less 
expensive  and  more  versatile  networks. 

While  Siemens  has  been  selling  Surpass 
gear  overseas,  it  is  just  starting  its  North 


American  push. 

The  Surpass  scheme  follows  the 
accepted  softswitch/router  architecture 
espoused  by  other  established  vendors, 
such  as  Nortel  Networks  and  Lucent. 


Siemens  is  relying  on  packet¬ 
switching  gear  from  its  Uni¬ 
sphere  subsidiary  for  some  of 
the  equipment  in  the  Surpass 
line. 

But  Siemens  is  coming 
late  to  the  packet-voice 
switching  game.  Lucent  and 
Nortel  are  already  shipping 
similar  devices,  and  a  host  of 
upstarts,  such  as  Taqua  and 
Sonus,  are  shipping  pieces  of 
similar  converged  packet/ 
circuit  networks. 

The  Surpass  plan  is  more 
comprehensive  than  the 
packet  telephony  plans  from 
Nortel  and  Lucent,  says  Bet- 
tinaTratz-Ryan,  a  senior  analyst 
with  Gartner.  Surpass  calls  for 
delivering  voice  and  data  to 
customers  over  DSL  lines  and 
for  supporting  DSL  from  exist¬ 
ing  remote  terminals  that  extend  carrier 
switching  offices  toward  customers. 

She  notes  Nortel  has  recently  dropped 
its  DSL  efforts,  and  Lucent’s  softswitch  has 
See  Siemens,  page  44 


Riverstone  gets  dense  with  Gigabit  Ethernet 


Mucho  aggregation 

Riverstone's  new  RS 16000  can  support  up  to  60  Gigabit  Ethernet  ports  for  aggregating 
customer  traffic  in  a  metropolitan-area  network.  The  box  also  supports  10G  Ethernet 
and  coarse  wave  division  multiplexing  modules  for  uplinking  to  the  MAN  core. 


BY  PHIL  HOCHMUTH 

ATLANTA  —  At  SuperComm  2001  this 
week,  Riverstone  Networks  will  unveil  a 
high-density  Gigabit  Ethernet  switch 
aimed  at  service  providers  that  sell  wide- 
area  Ethernet  links  to  companies. 

Riverstone’s  RS  16000  could  help  Ether¬ 
net  metropolitan-area  network  (MAN)  ser¬ 
vice  providers  better  serve  customers  by 
connecting  their  traffic  faster  over  long 
distances,  the  company  says. 

The  box  is  aimed  at  service  providers 
such  as  Telseon  andYipes  that  offer  Ether¬ 
net  MAN  services  to  companies  as  an  alter¬ 
native  to  traditional  telephone  company 
T-l  or  DS-3  WAN  connections.  With  ser¬ 
vices  that  can  rage  from  1M  to  1G  bit/sec, 
these  new  kinds  of  service  providers 
require  huge  amounts  of  Ethernet  traffic 
aggregation  to  uplink  customer  connec¬ 
tions  to  the  core  of  a  MAN  or  directly  to 
the  Internet,  according  to  Riverstone. 

The  seven-slot,  five-rack  unit  RS  16000 
could  be  used  to  connect  up  to  60  Gigabit 
Ethernet  links  from  smaller  switches  in  a 


service  provider’s  point  of  presence  to  a 
core  MAN  switch  via  a  single  10  Gigabit 
Ethernet  blade  or  several  8M  bit/sec 
coarse  wave  division  multiplexing 
(CWDM)  modules.  Riverstone  says  service 
providers  that  plan  to  roll  out  RS  1 6000s  in 
their  networks  include  Telseon  and  Intelli- 
Space,  a  Manhattan-based  provider  of  Eth¬ 


ernet  MAN  services. 

The  RS  16000  also  supports  hardware- 
based  Multi-protocol  Label  Switching  on 
its  modules,  which  can  let  providers  offer 
services  such  as  Layer  2-based  VPNs  and 
transparent  LAN  services  across  a  MAN. 

The  RS  16000  complements  River- 

See  Riverstone,  page  44 
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YOU  WANTED  A 
PROBABLY  CONNECT  TO  IT 


Not  just  connect  to  it,  but  deliver  profitable 
services  over  it.  At  Riverstone  Networks,  our  RS 
family  of  routers  delivers  wire-speed  metropolitan 
area  services  over  any  network,  including  Gigabit 
Ethernet,  10-Gigabit  Ethernet,  SONET/SDH,  ATM 
WDM,  TDM,  and  cable.  In  fact,  Riverstone 
convert  raw  bandwidth  into  profitable  services 
in  all  parts  of  the  Metropolitan  Area  Network 
Whether  it’s  dynamic  bandwidth  provisioning, 
MPLS-based  VPNs,  tiered  services,  or  anything 
in  between,  Riverstone  customers  profit  from 
intelligent  bandwidth  on  both  legacy  and  next 
generation  networks.  All  Riverstone  technology 
scales  across  the  entire  product  line,  from  our 
compact  RSI  000  Optical  Metro  Access  Router,  right 
up  to  the  RS  38000,  our  170 


Router.  To  build  a  network  that 


the  bacon,  contact  Riverstone  at  1-877-778-9595, 


or  visit  riverstonenet.com/nww. 


The  Edge 


Astral  Point  certifies  entry  into  ILEC  market 

Looks  to  ISO  and  OSMINE  standards  as  seals  of  incumbent  carrier  approval. 


BY  TERRI  GIMPELSON 

ATI  ANT  A  —  In  an  effort  to 
further  penetrate  the  incum¬ 
bent  local  exchange  carrier  mar¬ 
ket,  Astral  Point  last  week 
announced  its  participation  in 
Telcordia  Technologies’  OSMINE 
process  for  integration  of  net¬ 
work  equipment  into  legacy 
operations  support  systems. 

Astral  Point  claims  ILECs 
will  not  issue  request  for  pro¬ 
posals  to  vendors  that  do  not 
participate  in  the  OSMINE 
process.  It  further  claims  that 
because  the  OSMINE  process 
is  time  consuming  and  very 
expensive,  this  effort  is  an 
indication  of  the  company’s 
plans  to  actively  pursue  ILEC 
business. 


BY  JIM  DUFFY 

CHELMSFORD ,  MASS.  — 
Integral  Access  this  week  will 
extend  its  IP  and  Multi  protocol 
Label  Switching  access  port¬ 
folio  downward  by  unveiling  a 
system  for  multitenant  units. 

At  SuperComm  2001,  Inte¬ 
gral  Access  will  announce  the 
PurePacketCompact  service 
aggregator  for  use  in  office 
buildings,  hotels,  apartment 
complexes  and  campuses.  This 
low-end  addition  to  the  com¬ 
pany’s  PurePacket  line  of  inte¬ 
grated  access  products  is 
designed  to  let  focal  exchange 
carriers  (LEC)  and  ISPs  deliver 
all  voice,  video  and  data  access 
services  from  a  single  platform. 

According  to  a  report  by  Cah¬ 
ners  In-Stat  Group,  broadband 
service  and  equipment  sales  of 
this  nature  will  jump  from  $3-4 
billion  last  year  to  $8.5  billion  in 
2005. Targeting  the  multitenant 
unit  market  may  help  Integral 
Access  broaden  its  customer 
base,  which  is  a  little  thin, 
according  to  Current  Analysis. 

“Without  further  expansion 
of  its  customer  base,  Integral 
Access  could  prove  vulnerable 
to  vagaries  in  the  overall  carrier 
market,”  Current  Analysis  wrote 
in  a  recent  report. 

The  PurePacketCompact 


Up  to  now  a  provider  of 
equipment  to  competitive 
local  exchange  carriers 
(CLEC),  Astral  Point  recently 
announced  a  product  to  attract 
ILECs  —  the  ON  7000.The  ON 
7000  integrates  SONET 
add/drop  multiplexing,  cross- 
connect  capabilities  and  dense 
wavelength  division  muxing  in 
a  single-bay  system. 

Like  other  start-up  equip¬ 
ment  companies,  Astral  Point  is 
looking  to  broaden  its  market 
beyond  CLECs,  many  of  which 
have  failed  as  the  result  of  a 
lack  of  revenue,  earnings  and 
funding  to  build  out  networks 
to  offer  new  broadband  and 
optical  IP  services. 

Astral  Point  will  work  to 
integrate  its  ON  7000  and  ON 


might  help  by  appealing  to  ser¬ 
vice  providers  that  want 
to  establish  mini  points  of 
presence  inside  buildings. 
PurePacketCompact  can  be 
deployed  with  Integral’s  OUT- 
burst-SB  and  OUTburst  Vx/Dx 
integrated  access  devices 
(IAD),  which  combine  channel 
bank  functionality  with  data 
and  IP  traffic  transmission 
capabilities. 

Using  a  single  PurePacket¬ 
Compact  and  customer-locat¬ 
ed  PurePacket  OUTburst  IAD, 
carriers  can  provide  inte¬ 
grated  services  such  as  analog 
and  digital  PBX,  converged 
voice  and  data,  plain  old  tele¬ 
phone  service  (POTS),  LAN 
extension  and  tiered  data  ser¬ 
vices,  Integral  Access  says. 
They  can  also  provision 
ISDN,  asymmetric  DSL,  sym¬ 
metric  DSL  and  single¬ 
pair  high-speed  DSL,  as  well 
as  Centrex  services,  the  com¬ 
pany  claims. 

The  PurePacketCompact  is  a 
smaller  version  of  the  com¬ 
pany’s  high-end  PurePacket- 
Node  access  platform,  designed 
for  space-constrained  multi¬ 
tenant  units.  Like  the  Pure- 
PacketNode,  which  was  recent¬ 
ly  selected  by  TimeWarner 
Telecom  for  packet  telephony 
service  access,  PurePacketCom- 


5000  optical  systems  with  Tel¬ 
cordia’s  TIRKS  and  Transport 
EMS  (TEAMS)  systems  this  fall. 
TIRKS  is  an  integrated  opera¬ 
tional  support  system  that  sup¬ 
ports  the  network  provisioning 
process.  TEAMS  is  Telcordia’s 
next-generation  element  man¬ 
agement  system  that  lets  ser¬ 
vice  providers  manage  net¬ 
work  elements,  including 
SONET,  next-generation  digital 
loop  carrier,  fiber  in  the  loop 
and  distributed  connections 
systems. 

The  ON  7000  will  begin 
beta-test  trails  with  multiple 
ILECs  in  the  third  quarter.  In 
December,  Astral  Point 
announced  that  its  ON  5000 
had  received  Common  Lan¬ 
guage  Equipment  Identifier 


pact  supports  softswitch  voice- 
over-IP  infrastructures  and  lega¬ 
cy  Class  5  switches. 

A  single  PurePacketCompact 
system  supports  up  to  40  ten¬ 
ants,  and  features  up  to  96  POTS 
lines  and  72  xDSL  lines  in  a  sin¬ 
gle  chassis.  Service  providers 
can  link  the  PurePacketCom¬ 
pact  back  to  their  POP  or  cen¬ 
tral  office  via  multiple  high¬ 
speed  WAN  interfaces,  including 
OC-3,  Fast  Ethernet,  DS-3,  4  x 
DS-1  and  E-l. 

Gigabit  Ethernet  and  OC-12 
interfaces  will  be  available  in 
future  releases,  Integral  Access 
says. 

The  PurePacketCompact  is 
expected  to  be  available  this 
summer.  The  entry-level  config¬ 
uration  starts  at  $8,000.  OUT- 
burst-SB  customer  premises 
equipment  is  less  than  $2,000. 
Entry-level  OUTburst  Vx/Dx 
Small  Office/Home  Office  cus¬ 
tomer  premises  devices  are 
available  for  less  than  $  1 ,000. 

Integral  Access:  www.inte 
gralaccess.com 
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OSS 

OPTIONS 

Follow  our  links  to  cut 
through  the  confusion  of 
options  for  the  best 
approach  to  developing 
OSS  capability. 


codes  from  Telcordia  as  part  of 
the  OSMINE  process. 

Astral  Point  will  also  tout  at 
SuperComm  the  certification 
of  its  management  operating 
system  from  TUV  Manage¬ 
ment  Services  to  ISO  9001: 
2000  quality  standards.  ISO 
9001:  2000  is  supposedly 
more  comprehensive  than 
1994’s  ISO  9000,  which 
focused  on  quality  proce¬ 
dures  within  the  manufactur¬ 
ing  organization. 

Complying  with  the  ISO 
9000  and  OSMINE  standards 
will  better  position  compa¬ 
nies  such  as  Astral  Point  to 
compete  in  the  next-genera¬ 
tion  SONET  market,  which  is 
expected  to  be  an  $11  billion 
market  in  2005,  according  to 
Michael  Arden,  an  analyst  with 
KMI  Corp. 

Astral  Point:  www.  astral 
point.com 


Riverstone, 

continued  from  page  41 

stone’s  line  of  switches  and 
access  devices  that  combine 
Ethernet  and  traditional  WAN 
connections,  says  Michael 
Kennedy,  president  of  the  con¬ 
sulting  firm  Network  Strategy 
Partners. 

“One  of  the  things  [River¬ 
stone]  is  clearly  responding  to 
is  the  great  deal  of  excitement 
in  the  market  about  being  able 
to  do  Gigabit  Ethernet  on  a 
WAN,”  Kennedy  says.  He  adds 
that  the  RS  16000  is  River¬ 
stone’s  first  box  aimed  squarely 
at  next-generation  service 
providers. 

While  the  RS  16000’s  high¬ 
speed  uplink  technologies  are 
still  far  off  from  widespread 


Siemens, 

continued  from  page  41 

yet  to  prove  itself. 

Surpass  consists  of  a  media 
gateway  called  hiG  that  con¬ 
nects  existing  local  phone 
switches  with  a  packet  net¬ 
work,  and  hiQ,  a  softswitch  that 
handles  signaling  between  net¬ 
works,  as  well  as  call  features 
such  as  call  forwarding  over 
packet  networks.  It  also 
includes  hiA,  access  concentra¬ 
tors  with  customer-facing  DSL, 
ISDN,  frame  relay,  ATM  and  tra¬ 
ditional  phone  ports. 

Siemens  will  use  Unisphere’s 
SRX  softswitch  and  SMX  media¬ 
tion  switch  for  handling  voice- 
over-IP  traffic.  The  SMX  will 
supplement  Siemens’  own  hiG, 
which  will  convert  circuit 
voice  to  ATM.  The  hiA  access 
devices  are  the  fruits  of 
Siemens  $1.5  billion  purchase 
of  customer  site  access  gear 
maker  Efficient  Networks. 

Siemens  is  the  No.  3  vendor 
of  traditional  phone  switches 
in  the  U.S.,  behind  Lucent  and 
Nortel,  so  it  has  inroads  into 
established  U.S.  carriers,  includ¬ 
ing  Verizon,  BellSouth  and  SBC 
Communications.  Also,  Efficient 
gear  has  already  been  adopted 
by  two  regional  Bell  companies 
—  SBC  and  BellSouth  —  so 
Siemens  might  get  access  via 
those  accounts  as  well. 

Siemens’  trunking  softswitch 
will  be  available  in  July.  Its  local 
softswitch,  which  adds  features 
such  as  call  forwarding,  caller 
ID  and  call  waiting,  will  be 
available  in  December.  Pricing 
was  not  disclosed. 

Siemens:  www.siemens. 

com 


deployment  in  service  provider 
nets,  Kennedy  sees  support  for 
10G  Ethernet  and  CWDM  as  a 
good  investment. 

“I  don’t  really  know  of  any 
service  providers  using  CWDM 
in  the  metro  today,  but  it’s 
something  on  everybody’s 
checklist,  and  it’s  nice  [for 
Riverstone]  to  have  from  a  mar¬ 
ket  perspective,”  Kennedy  adds. 

Riverstone’s  RS  16000  will 
be  available  this  month,  with 
10G  Ethernet  and  CWDM 
modules  available  in  the  third 
quarter.  The  switch  will 
cost  between  $45,000  and 
$150,000  depending  on  the 
mix  of  Gigabit,  10  Gigabit  and 
CWDM  modules  loaded  in 
the  chassis. 

Riverstone:  www.riverstone 
net.com 


Integral  Access  pops  mini-POP' 
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TWO  IS  BETTER  THAN  ONE, 


GADZOOX  DELIVERS  THE  POWER  OF  TWO. 


A  2Gb  Open  Fabric  Fibre  Channel  Switch 
For  The  Price  Of  1Gb 


gadzoox 


NETWORKS 

Finally,  a  fabric  switch  that  plays  well  with  everyone. 

Looking  for  the  best  value  in  next  generation  fabric  switches?  Feast  your  eyes  on  Gadzoox  Networks’  Slingshot.  An  open  fabric  switch  for  companies  that  not  only  have  a 
healthy  appetite  for  storage,  but  appreciate  a  great  value  when  they  see  one.  We’re  talking  double  the  performance  with  a  cool  2Gb  throughput  with  full-duplex  support,  all  for  less 
than  a  1Gb  switch  today.  Industry  leading  FC-SW2  open  standards,  legacy  Brocade  connectivity,  auto-sensing  for  loop  or  fabric  and  auto-negotiation  for  2Gb  or  1Gb  ports  ensure 
backward  and  forward  compatibility  for  existing  full  fabric  and  loop  devices.  And  as  you  might  expect.  Slingshot  seamlessly  integrates  into  backup 
solutions  from  all  leading  vendors.  Gadzoox  Networks’  Slingshot  —  the  one  SAN  solution  that  has  everything  else  in  the  category  licked. 

Want  to  learn  more?  Visit  our  website  at  www.gadzoox.com/slingshot  or  call  a  Gadzoox  Sales  Rep  at  1-888-391-7360  today. 


©  2001  Gadzoox  Networks,  Inc.  All  rights  reserved.  Gadzoox  and  the  Gadzoox  Networks  logo  are  registered  trademarks  of  Gadzoox  Networks,  Inc. 
Slingshot  is  a  trademark  of  Gadzoox  Networks,  Inc  All  other  trademarks  or  registered  trademarks  mentioned  herein  belong  to  their  respective  holders. 
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MANAGEMENT  SYSTEM 


TO  MAKE  IT  ALL  WORK. 


COMPUTER  ASSOCIATES. 


For  the  third  year  in  a  row,  Computer  Associates  was  selected  as  the  vendor  of  choice  at  N  +  l  2001 
Las  Vegas,  one  of  the  world's  largest  networking  technology  events.  You'll  see  advanced  network 
management,  Internet,  and  telecommunications  technology.  What  you  won't  see  is  the  network 
management  software  selected  to  run  the  network  that  supports  all  12,000  workstations  at  the  show  - 
the  InteropNet  Event  Network  (eNet).  With  that  much  at  stake,  N  +  l  chose  the  most  powerful 
solution  from  the  leader  in  eBusiness  management  -  Computer  Associates.  Unlike  most  of  its  competitors,  CA's 
solutions  manage  performance  at  the  protocol,  device,  and  applications  levels,  providing  the  most  complete  picture 
of  performance.  By  simplifying  the  management  of  complex  eBusiness  environments,  your  IT  staff  can  spend  their 
time  on  high-end  projects.  If  CA  can  make  NetWorld  + Interop  work  smoothly,  imagine  what  it  can  do  for  your  network. 


For  more  information,  visit  ca.com/products/networkit.htm 


Computer  Associates™ 


HELLO  TOMORROW 


WE  ARE  COMPUTER  ASSOCIATES 


THE  SOFTWARE  THAT  MANAGES  eBUSINESS”' 


ca.com 


©2001  Computer  Associates  International,  Inc.  (CA).  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 


Enterprise 


Briefs 


Candle  recently  announced 
Version  200  for  MQSecure,  soft¬ 
ware  that  provides  security  fea¬ 
tures  not  currently  offered  with 
IBM's  MQSeries  messaging  appli¬ 
cations.  MQSecure  provides  mes¬ 
sage  validation,  user  authentica¬ 
tion  and  message  privacy 
enhancements.  New  is  Light¬ 
weight  Directory  Access  Proto¬ 
col-based  distribution  of  public 
keys,  which  eliminates  the  need 
for  a  net  manager  to  distribute 
public  keys  or  files.  Other  enhan¬ 
cements  include  support  for  hard¬ 
ware  encryption  devices  and 
improvements  for  node-to-node 
encryption  and  a  Java  API,  which 
will  serve  to  protect  MQSeries 
applications  from  corruption. 
Available  now,  Version  200  costs 
between  $800  and  $24,000,  de¬ 
pending  on  platform  and  capacity. 
Candle  also  announced  its  Can- 
dleMonitor  message  processing 
plug-in  node  for  MQSeries  Inte¬ 
grator  Version  2.  MQSeries  is 
IBM's  messaging  technology  for 
enterprise  application  integration. 
CandleMonitor  performs  event 
monitoring,  which  helps  eliminate 
system  downtime.  CandleMonitor 
is  available  as  part  of  the  Can- 
dleNet  Command  Center. 

Candle:  www.candle.com 

IBM  and  i2  Technologies  said 
last  week  they  would  offer  joint 
services  and  software  for  supplier 
relationship  management  to  help 
firms  lower  manufacturing  costs 
and  application  design  time  while 
improving  supplier  and  buyer  col¬ 
laboration.  12  will  offer  its  Trade- 
Matrix  Strategic  Design  for  strate¬ 
gic  design,  direct  and  indirect 
procurement,  and  design  and 
manufacturing  collaboration.  IBM 
offers  its  business  transformation 
consulting  services,  implementa¬ 
tion  services,  hardware  and  mid¬ 
dleware,  and  financing  offerings. 
The  services  are  available  now. 

IBM:  www.ibm.com;  12: 
www.i2.com 


Access  management  grows  up 


Security  and  management  merge 


Vendors  are  merging  software  for  Web-based  access  control  and  provisioning  that 
automatically  assigns  resources  to  end  users. 


New  user 


Provisioning 

software 


Q  A  new  user  is  added  to  a 
network,  and  provisioning 
software  automates  the  task 
of  setting  up  his  access  rights 
to  systems  and  applications. 


Lotus 
Notes 


»  Windows 


Web-based  access 
management 
software 


NT 

*?  Data¬ 
base 

it 

11 

Internet  or 
intranet 


QThe  user  now  has 
accounts  and 
access  rights 
based  on  job  title, 
responsibilities 
and  project  teams. 


o  Each  time  the  user  wants 
network  access  he  must 
get  authentication  and 
authorization  through 
Web-based  access 
control  software. 


BY  JOHN  FONTANA 

IT  staffs  are  constantly  having  to 
babysit  new  end  users.  They  need  to 
provide  resources  to  those  users; 
grant,  modify  and  revoke  access  rights  to 
those  resources;  and  they  need  to  do  it  in 
an  efficient  and  secure  way. 

It’s  a  never-ending  task  that  requires  a 
lot  of  detailed  manual  work.  And  the  work 
gets  even  more  complicated  when  busi¬ 
ness  partners,  suppliers  and  customers 
springboard  into  the  mix  from  the  Web. 

Companies  want  to  automate  the  task 
and  that  is  fostering  a  convergence 
between  Web-based  access  management 
software  to  control  authentication  and 
authorization,  and  provisioning  software, 
which  automates  the  task  of  adding  and 
deleting  users  to  network  systems. 

In  the  past  month,  provisioning  vendors 
Access  360  and  Business  Layers  have 
aligned  with  access  management  vendor 
Netegrity.  Business  Layers  also  signed  a 
deal  with  Securant,  which  has  an  existing 
alliance  with  Access  360.  And  Deloitte  & 
Touche  has  introduced  an  integrated  iden¬ 


tity  service  based  on  provisioning  and 
access  management.  Syntegra  offers  simi¬ 
lar  integration  consulting. 

The  marriage  of  this  software  helps  IT 
build  a  system  that  automatically  creates 
accounts  and  access  rights  for  new  users, 


adjusts  those  rights  when  a  user  moves 
jobs,  and  most  important,  revokes  those 
rights  when  a  user  leaves  a  project  or  com¬ 
pany.  This  all  can  be  audited  and  tracked. 
And  once  established,  access  can  be  con- 
See  Resources,  page  50 


Failed  marketplaces  not  deterring  businesses 


BY  KATHLEEN  OHLSON 

Len  Duncan  spent  six  months  format¬ 
ting  an  electronic  business-to-business 
catalog  for  PetroCosm,  including  prod¬ 
ucts,  pricing  and  specifications.  But  his 
effort  was  all  for  naught  when  PetroCosm, 
a  marketplace  that  offered  procurement 
tools  and  services  for  the  oil  and  gas  indus¬ 
try,  closed  down  last  month. 

“I  was  pretty  miffed  it  went  down  the 
tubes _ What  a  waste  of  effort,”  says  Dun¬ 

can,  vice  president  of  Scientific  Drilling,  a 
Houston  company  that  develops  systems 
for  survey  and  directional  drilling.  The 
company  expected  to  see  sales  activity 
from  PetroCosm  by  this  fall. 

Hundreds  of  buyers  and  sellers  experi¬ 
enced  difficulties  when  marketplaces  such 
as  PetroCosm,  FreightWise,  eGarden.com, 
Silicon  Valley  Oil  and  Chemdex  closed  this 
year.  In  some  cases,  businesses  lost  rev¬ 
enue,  or  they  didn’t  get  a  chance  to  start 
raking  in  cash.They  spent  hours  testing  for 
software  bugs,  compiling  catalogs  or 
readying  their  infrastructures  for  addition¬ 
al  hits,  for  nothing. 

Now  in  the  midst  of  the  economic  and 


IT  spending 
downturns,  some 
businesses  are 
retreating  from 
skittish  business- 
to-business  mar¬ 
ketplaces.  But 
some  companies 
that  were  in¬ 
volved  in  failed 
marketplaces  are 
still  participating 
in  similar  ventures 
—  with  some 
lessons  learned. 

Hershman  Re¬ 
cycling  was  one 
of  the  initial  mem¬ 
bers  of  Freight- 
Wise,  an  online  exchange  for  freight  ship¬ 
pers  and  carriers,  before  it  closed  after 
only  two  months. 

“It  wound  down  as  quickly  as  it  started. 
It  seemed  to  me  they  gave  up,”  says  Doug 
Granger,  vice  president  of  logistics  at  Her¬ 
shman  Recycling  in  Branford,  Conn.  Hersh¬ 
man  didn’t  spend  extra  money  to  join 
FreightWise,  but  Granger  spent  one  hour 


A  site  for  small  and  midsize  companies  to  buy  PCs, 
notebooks  and  other  IT  wares. 

per  day  for  about  six  to  eight  weeks  test¬ 
ing  FreightWise ’s  online  features  prior  to 
its  public  launch. 

Granger  found  that  FreightWise  didn’t 
offer  the  best  prices.  For  example,  Hersh¬ 
man  would  typically  pay  $  1 .25  per  mile  to 
transfer  hauls,  but  some  quotes  came  back 
erroneously  as  $1.50  per  mile.  Granger 
See  Marketplaces,  page  50 


Not  open  for  business 

A  number  of  marketplaces  have  closed  because  of  a  lack  of 
participants  and  cash  flow: 


Marketplace 

What  was  offered 

PetroCosm 

Procurement  tools  and  services  for  the  petroleum 
industry. 

FreightWise 

Procured,  executed  and  tracked  freight  movements 
for  shippers  and  carriers. 

Chemdex 

Science  professionals'  site  for  buying  hard-to-find 
chemicals  and  compounds. 

Promedix 

A  site  for  doctors  to  buy  specialty  medicines. 

Dellmarketplace 
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Enterprise  A  p  p  j ica  tie n  s 


Novell's  GroupWise  6  is  No.  1  with  a  bullet 

Web  monitoring  interface  is  enhanced  and  wireless  support  is  included. 


BY  TRAVIS  BERKLEY, 
NETWORK  WORLD 
GLOBAL  TEST 
ALLIANCE 

After  an  extremely 
smooth  and  ahead- 
of-schedule  beta- 
test  cycle,  Novell  has  released 
the  next  version  of  its  collabo¬ 
ration  and  groupware  soft¬ 
ware,  GroupWise.  Ver¬ 
sion  6  was  code-named 
bulletproof,  reflecting 
Novell’s  desire  to 
improve  reliability 
and  stability  of  the 
groupware  platform. 

And  Novell  managed  to 
add  some  nice  goodies 
along  the  way.  When  it 
comes  to  features,  GroupWise 
can  go  toe-to-toe  with 
Exchange  anytime. 

What's  new? 

Most  of  the  improvements 
to  GroupWise  6  will  affect 
system  administrators,  who 
will  have  to  undergo  the 
biggest  adjustments.  Well 
document  those  here.  Head 
online  for  a  discussion  of 
the  new  features  for  the 
GroupWise  6  client  software 
(www.nwfusion,  DocFinder: 
4524). 

GroupWise  6  is  even  more 
tightly  integrated  with  Novell 
Directory  Services,  and  is 
now  completely  managed 
from  within  ConsoleOne. 
Another  big  adjustment  is 
that  you  need  to  install 


GroupWise  6  on  NetWare  5  or 
newer.  The  agents  ran 
extremely  well  on  our  Net¬ 
Ware  5.1  servers.  We  had 
equally  good  luck  running  the 
agents  on  Windows  NT  4.0 
and  Windows  2000. 

The  architecture  itself 
hasn’t  changed  from  Version 
5. 5.  The  system  is  still  divided 
into  domains,  run  by  Message 
Transfer  Agents  (MTA), 
with  Post  Offices  con¬ 
tained  within,  each 
serviced  by  Post 
Office  Agents  (POA.) 
What  has  changed  is 
how  much  better  the 
agents  perform. 

One  addition  first 
appeared  for  some  agents 
in  the  Enhancement  Pack  for 
GroupWise  5.5.  Novell  added 
a  Web  monitoring  interface 
that  would  let  an  administra¬ 
tor  connect  a  browser  to  a 
POA  or  MTA.  Through  this 
interface,  statistics  could  be 
collected  and  any  configura¬ 
tion  changes  could  be  recom¬ 
mended.  The  interface  has 
been  expanded  to  include  the 
Web  Access  and  Internet 
Agents.  If  you  prefer,  there 
is  a  stand-alone  GroupWise 
Monitor  for  Windows  NT  or 
2000  that  uses  SNMP  and/or 
HTTP  to  run  on  Windows 
2000. 

The  new  GroupWise  6 
agents  can  run  on  NetWare  5 
or  Windows  NT  and  2000. 
Under  NetWare,  they  can  be 
tuned  to  take  advantage  of 


Novell’s  clustering  services, 
to  boost  your  fault  tolerances. 
If  running  on  NetWare  5,  the 
agents  can  run  in  a  protected 


address  space.  If  problems  are 
detected,  the  address  space 
can  be  restarted  without 
affecting  the  rest  of  the 
server.  This  is  particularly 
handy  for  smaller  shops  that 
use  their  servers  for  file  and 
print  services  as  well  as 
GroupWise. 

Another  nice  feature  added 
to  POAs  that  will  save  you 
time  is  the  addition  of  multi¬ 
threaded  processing.  Running 
a  database  check  previously 
required  stepping  through 
each  database  one  at  a  time. 
Now  POAs  can  work  on  multi¬ 
ple  databases  simultaneously, 
dramatically  cutting  check 
times.  As  with  all  of  the 
agents,  you  can  set  the  thread 
levels  to  your  needs.  If  you’ve 
got  memory  to  burn  and  a 
good  CPU,  crank  up  the  num¬ 
ber  of  threads  and  watch  your 
check  times  drop.  This  multi¬ 
threading  capability  was  also 
added  to  the  stand-alone 
version. 

MTAs  also  received  some 
attention.  Since  MTAs  often 
communicate  over  WAN  links, 
the  ability  to  better  recover 
from  disconnects  was  added. 
A  file  transfer  can  be  resumed 
in  the  middle,  instead  of  hav¬ 
ing  to  start  over,  which  can 
really  save  your  bandwidth. 

If  you  frequently  move 
users  around,  you  will  be  glad 
to  see  the  process  stream¬ 
lined  a  bit.  Live  Move  immedi¬ 


ately  updates  address  books 
to  show  the  new  address,  and 
transferring  a  user’s  database 
takes  less  time. 

To  aid  in  backing  up  data, 
Novell  added  a  Target  Service 


Agent  specifically  for  Group- 
Wise  databases.  Using  the 
GroupWise  Target  Service 
Agent,  the  databases  can  be 
backed  up  even  if  they’re 
open. The  Target  Service  Agent 
also  lets  you  restore  individual 
items  back  into  a  database. 
Any  back-up  solution  that  is 
fully  Storage  Management  Sys¬ 
tem  (SMS)-compliant  can  take 
advantage  of  the  new  Target 
Service  Agent. 

Another  crown  jewel  in  the 
new  feature  set  relates  to  lim¬ 
iting  the  mailbox  sizes.  These 
limits  can  be  imposed  at  the 
Post  Office  level  or  at  the  user 
level.  An  administrator  can 
quickly  see  who  is  using  how 
much  disk  space.  Messages 
sent  to  multiple  people  are 
tabulated  in  each  recipient’s 
count.  This  means  the  sum  of 
the  parts  will  be  greater  than 
the  whole,  so  to  speak. 

E-mail  in  the  taxi? 

Finally,  GroupWise  6  added 
a  feature  set  that  no  other 
groupware  vendor  has  out  of 
the  box.  GroupWise  Wireless 
supports  WAP-enabled  de¬ 
vices  that  use  Handheld 
Device  Markup  Language  3-0 
or  Wireless  Markup  Language 
1 . 1  microbrowsers.  Our  Sanyo 
SCP-4500  phone,  running  on 
the  Sprint  PCS  network,  could 
log  on  to  GroupWise  and  gain 
access  to  most  of  the  items 
that  were  available  from  the 


desktop.  In  general,  anything 
that  is  text  can  be  viewed 
over  a  wireless  connection. 
However,  attachments,  even 
text  attachments,  cannot  be 
displayed. 


Just  as  important  is  the  abil¬ 
ity  to  create  items.  The 
method  of  text  entry  depends 
on  your  device.  However,  you 
can  create  mail,  tasks, 
appointments  and  notes  via 
the  GroupWise  Wireless  serv¬ 
er  and  can  use  the  same 
address  books.  It  will  even 
pull  phone  numbers  from  the 
address  books  if  you’d  rather 
give  someone  a  call.  If  you 
have  a  large  number  of  phone 
users,  this  provides  a  very 
easy  way  for  them  to  check 
for  new  messages  and  send 
quick  replies  if  needed. 

Documentation  and  installation 

GroupWise  6  gets  high 
marks  for  documentation  and 
installation. All  GroupWise  doc¬ 
umentation  is  now  on  a  CD- 
ROM.  Documentation  comes 
in  five  languages:  English,  Por¬ 
tuguese,  German,  French  and 
Spanish.  GroupWise  itself  can 
See  Novell,  page  52 
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CLIENT 

CORRECTIONS 

Is  this  the  end  of  end-user 
headaches?  Read  about 
Novell's  GroupWise  6 
upgrades. 


How  we  did  it 


Our  GroupWise  server 
was  a  Compaq  DL380  with 
dual  1  -GHz  Pentium  III 
processors,  512M  bytes  of 
RAM  and  an  18G-byte  RAID 
5  disk  array.  It  ran  NetWare 
5.1  with  Service  Pack  2B. 
Our  connectivity  was  over 
a  mixed  10/100  Ethernet 
network. 

Our  clients  included  vari¬ 
ous  Windows  workstations 
and  other  platforms  with 
Web  browsers,  including 
Macintosh  and  some  Linux 


desktops.  We  also  used  a 
Sanyo  SCP-4500  Sprint  PCS 
phone  to  test  out  the  wire¬ 
less  services  offered  by 
GroupWise  6. 

We  tested  the  software's 
features  and  also  checked 
accessibility,  scalability, 
administration,  documenta¬ 
tion  and  installation. 

To  test  the  client  soft¬ 
ware,  we  created  e-mail, 
scheduled  meetings  and  del¬ 
egated  our  authority,  like 
end  users  do. 


GroupWise  6 


Score:  4.55  COMPANY:  Novell,  (408)  967-5000,  www.novell.com  COST:  $130  per  desktop  client  or  $20  per  Web-  or 
wireless-only  connection.  PROS:  Enhanced  scalability;  wireless  support;  new  Web  access;  better  monitoring.  CONS: 
Need  ConsoleOne  for  administration;  Macintosh  development  halted. 


Scorecard 


Accessibility 

20% 

Features 

20% 

Scalability 

20% 

Administration 

20% 

Installation 

10% 

Documentation 

10% 

Total 

score 

GroupWise  6  4.5 

5 

4.5 

4 

4.5 

5 

4.55 

Scoring  key:  5:  Exceptional  showing.  Defines  the  standard  of  excellence:  4:  Very  good  showing.  Although  there  may  be  room  for  improvement,  this  product 
was  much  better  than  average:  3:  Average  showing.  Product  was  neither  especially  good  nor  exceptionally  bad:  2:  Below  average.  Lacked  some  features  or 
lower  performance  than  other  products  or  than  was  expected:  1:  Considerably  subpar,  or  lacking  features  being  reviewed. 
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Inspected  by  our  partners 


CHECKPOINT" 

Software  Technologies  Ud. 


LAUNDRY  INSTRUCTIONS 

1.  Install  filter  with  your  firewall, 
cache  engine,  or  proxy  server, 

2.  Forget  about  it. 


©  2001  Websense  Inc.  All  rights  reserved.  Websense  is  a  registered  trademark  ot  Websense  Inc  All  other  trademarks  are  the  properties  of  their  respective  companies.. 


Websense  is  the  simplest  most  transparent  Web  filtering  tool  around.  And  the  most 
recommended.  Ask  your  systems  integrator.  Ask  your  consultant.  Heck,  call  our 
partners  direct.  You'll  find  out  why  Websense  is  installed  in  companies  as  small  as 
50  people,  yet  covers  more  than  240  Fortune  500  firms.  Comprehensive  reporting. 
Automatic  nightly  updates.  Scalability  up  to  100,000  users.  And  filtering  flexibility 
to  satisfy  your  CEO's  every  quirk.  Best  of  all,  it's  self-cleaning.  So  you  won't  have  to 
get  your  hands  dirty.  Try  it  at  www.websense.com. 


EMPLOYEE  INTERNET  MANAGEMENT 


Enterprise  Applications 


Customer  service  software  gets  self-help  tools 


BY  ANN  SULLIVAN 

Natural  language  search 
engine  technology  played 
prominently  in  two  late-May 
acquisitions,  as  vendors  scurry 
to  deliver  “self-help”  customer 
service  tools  designed  to  allevi¬ 
ate  the  strain  on  contact  center 
representatives. 

Web  customer  service  soft¬ 
ware  maker  Primus  Knowledge 
Solutions  bought  AnswerLogic,  a 
natural  language  search  engine 
developer,  in  a  stock  transaction 
worth  about  $3  million.And  nat¬ 
ural  language  search  specialist 
Ask  Jeeves  picked  up  some 
assets  of  eTour,  a  privately  held 
Internet  marketing  company,  for 
an  undisclosed  sum. 

Primus  went  after  Answer- 
Logic  for  its  AE1  answer  engine, 


Resources, 

continued  from  page  47 

trolled  with  a  Web-based,  single 
sign-on  for  authentication  and 
authorization. 

The  converged  software  also 
means  new  users  can  be  up  and 
working  faster,  and  old  users 
can  be  purged  and  discarded. 

“When  someone  from  HR 
enters  a  new  user  in  our  system, 
that  user  is  automatically 
assigned  an  e-mail  address  in 
Lotus  Notes,  and  access  to  data¬ 
bases  and  [Windows]  NT  sys¬ 
tems,”  says  Russell  Medway,  vice 
president  of  IT  for  an  interna¬ 
tional  financial  services  firm. 
“HR  should  control  users,  espe¬ 
cially  when  they  get  fired.  Provi¬ 
sioning  should  not  be  IT’s  job,” 
he  says. 

Medway  says  his  provisioning 
system  works  in  reverse  when 
an  employee  leaves  the  compa¬ 
ny.  "Termination  of  an  employee 
is  the  more  important  aspect,” 
he  says.  “With  everything  more 
connected  these  days,  security 
is  the  issue.  When  someone 
leaves  the  company,  they  can 
still  have  a  back  way  in.”  Med¬ 
way  says  his  provisioning  sys¬ 
tem,  which  is  based  on  Business 
Layers’  eProvision  Day  One  soft¬ 
ware,  automates  the  task  of 
slamming  all  those  doors. 

Medway  is  automating  what 
today  is  a  costly,  manual  and 
inefficient  task.  It’s  a  problem 
everyone  wants  to  solve. 

Provisioning  has  been  around 
since  the  mainframe,  but  is 


which  interprets  the  meaning  of 
questions  asked  in  natural  lan¬ 
guage,  searches  structured  and 
unstructured  data  repositories 
and  delivers  relevant  responses. 
The  AnswerLogic  acquisition 
will  beef  up  Primus’  customer 
service  and  support  product 
suite,  which  is  primarily  focused 
on  searching  structured  con¬ 
tent,  such  as  databases.  Answer- 
Logic’s  AE1  answer  engine  will 
allow  Primus  applications  to 
better  tap  into  unstructured 
data  sources,  such  as  HTML,  PDF 
and  other  document-based  for¬ 
mats,  so  companies  can  extend 
their  search  capabilities  beyond 
corporate  site  data  to  mixed- 
media  online  content. 

Catching  customers  at  the 
Web  site  and  answering  their 
questions  without  human  inter¬ 


growing  in  popularity  along 
with  heightened  interest  in 
directory  technology  and  the 
diversity  of  net  systems.  And 
with  Web-based  applications 
becoming  a  corporate  standard, 
access  control  systems  are 
becoming  a  must  to  manage 
access  to  intranets  and  extranets. 

But  separately  they  only  solve 
a  piece  of  a  complex  puzzle  of 
managing  a  user. 

“The  convergence  is  being 
driven  by  the  need  of  a  security 

■  "Provisioning 
should  not  be 
IT's  job." 

Russel  Medway,  vice  presi¬ 
dent  of  IT  at  a  financial 
services  company 

enforcement  component,  the 
access  management,  which  is 
part  of  a  much  larger  user  life- 
cycle  management  that  includes 
creation,  maintenance  and  dele¬ 
tion,”  says  Mark  Becker,  vice 
president  of  the  consulting  ser¬ 
vices  group  at  Syntegra.  “Togeth¬ 
er,  these  tools  make  that  process 
better,  faster  and  cheaper  with  a 
higher  level  of  overall  quality.” 

But  building  the  systems  is 
complex,  and  they  have  been 
compared  with  metadirecto¬ 
ries,  with  their  sets  of  connec¬ 
tors  needed  to  link  systems. 
They  also  require  rules  that 
define  the  process  of  assigning 
access  rights,  as  well  as  a  work- 


vention  is 
the  most 
cost-effec¬ 
tive  way  to 
handle  cus¬ 
tomer  ser¬ 
vice,  says 
Joshua 
Greenbaum, 
principal  at 
Enterprise 
Applications 
Consulting. 

Problem-res¬ 
olution  soft¬ 
ware  is  gain¬ 
ing  interest 
as  companies  look  for  ways  to 
automate  customer  service. 
“Web  self-service  has  been  one 
of  those  great  unsung  success 
stories  of  the  Web,”  he  says. 

Seeking  to  strengthen  its  own 


flow  to  carry  out  the  process. 

But  here  is  help  —  at  a  price. 

Last  month,  Deloitte  & 
Touche  introduced  its  identity 
integration  service  called  iden¬ 
tity  Management,  Authentica¬ 
tion,  Authorization  Protection 
(i-MAPP). 

“What  was  taking  many 
administrators  to  create  user 
IDs  and  provision  resources  is 
now  automated,”  says  Sean 
Peasley,  a  consultant  with 
Deloitte  &  Touche.  “We  create  a 
workflow  so  as  soon  as  a  person 
comes  on  board,  rules  activate 
the  provisioning.” 

The  i-MAPP  system  provides 
a  single  sign-on,  a  directory  for 
storing  user  data  and  policies, 
provisioning  and  agent  technol¬ 
ogy  to  integrate  systems. 

None  of  this  comes  cheap. 
Peasley  says  the  price  of  the 
strategy  and  planning  phase 
averages  nearly  $100,000.  Ac- 
cess360  estimates  that  a  system 
for  10,000  users  can  cost 
$200,00  to  $300,000,  including 
professional  services.  A  similar 
system  from  Business  Layers  is 
nearly  $430,000  without  profes¬ 
sional  services  and  $860,000 
with  services. 

“What  you  gain,  however,  is 
cost  savings,  a  set  of  efficiencies, 
greater  control  and  security,” 
says  Bill  Martorelli,  an  analyst 
with  Hurwitz  Group. 

Business  Layers:  www.busi- 
nesslayers.com;  Access  360: 
www.access360.com;  Neteg- 
rity:  www.netegrity.com;  Secu- 
rant:  www.securant.com 


Campaign  management  tools 


self-service  software,  Ask  Jeeves 
bought  eTour’s  e-mail  marketing 
technology,  Web  site  delivery 
engine,  and  the  eTour.com  Web 
site,  a  search  engine  alternative 
that  helps  users  navigate  the 
Web  based  on  their  interests.  By 
the  fourth  quarter,  Ask  Jeeves 
plans  to  integrate  eTour’s  tech¬ 
nology  for  delivering  targeted 
Web  sites  to  users  into  its  own 
Web  site, Ask. com. 

Buying  eTour  and  its  subscrip¬ 
tion  and  advertiser  bases  also 
broadens  the  revenue  sources  of 


Marketplaces, 

continued  from  page  47 

now  participates  in  Straight- 
load. com,  FreightQuote.com 
and  other  sites  that  offer  the 
ability  to  edit  online  and  are 
proven  successes. 

But  even  a  success  rate  does 
not  guarantee  much.  Chemdex, 
a  life  science  marketplace,  was 
operational  for  four  years 
before  parent  company  Ventro 
closed  it  down.  Chemicon  Inter¬ 
national,  which  supplies  anti¬ 
body  reagents  to  the  biotech¬ 
nology  market,  saw  revenue  in 
the  six-figure  range  each  year 
for  two  years  from  Chemdex. 

But  transactions  done  via 
Chemdex  became  a  “double- 
edged  sword,”  says  Harley 
Cohen,  database  manager  at  the 
Temecula,  Calif.,  company.  “We 
saw  sales  flow  through  to  us, 
but  we  were  [not  sure]  if  it 
was  new  business  or  it  was  redi¬ 
rected  business”  that  already 
existed,  he  says. 

Chemicon  was  also  hit  with  a 
5%  transaction  fee  for  each  item 
it  sold  via  Chemdex.  Cohen  says 
Chemicon  now  participates  in 
SciQuest,  which  also  charges  a 
fee,  although  Chemicon  is  cur- 


Terms  not  disclosed  March  21, 2001 


Ask  Jeeves,  which  hopes  to 
achieve  pro-forma  profitability 
in  the  fourth  quarter. 

“  [Still,  at]  the  end  of  the  day, 
Ask  Jeeves,  with  its  stock  price 
in  the  $2  range,  is  without  a 
doubt  a  potential  acquisition  tar¬ 
get,”  Greenbaum  says. 

He  says  consolidation  among 
players  in  the  broader  CRM  mar¬ 
ket  is  inevitable  if  vendors  of 
smaller  point  products  are  to 
compete  with  comprehensive 
CRM  platforms  from  vendors 
such  as  Siebel  and  PeopleSoft.  3 


rently  revamping  its  agreement. 
He  declined  to  elaborate. 

Like  Hershman  and  Chemi¬ 
con,  Hunting  Vinson  hasn’t 
been  timid  to  participate  in 
business-to-business  market¬ 
places.  The  Houston  oil  piping 
distributor  has  been  involved 
with  PetroCosm,  Network  Oil, 
EnergyPrism  and  OilfieldCapi- 
tal.com  —  all  defunct  market¬ 
places  —  and  is  in  the  develop¬ 
ment  stage  withTradeRanger. 

Marketplaces  will  “work  five 
years  from  now,  but  they  don’t 
work  that  well  now,”  says  John 
Feuerstein,  a  Hunting  execu¬ 
tive.  “The  marketplace  concept 
is  way  ahead  of  the  times,  but 
time  and  technology  has  caught 
up  with  them,”  he  says.  In  the 
future,  marketplaces  will  have 
to  focus  on  suppliers’  needs, 
rather  than  buyers’  needs,  to 
attract  a  larger  audience. 

Scientific’s  Duncan  says  his 
firm  would  be  hesitant  about 
joining  another  marketplace. 

Marketplaces  “are  ideal  to 
purchase  equipment,”  he  says, 
“but  the  validity  of  an  engineer 
to  click  onto  a  Web  site  and 
boom',  expect  the  trucks,  rigs 
and  crew  to  show  up  in  the  jun¬ 
gle,”  isn’t  realistic.  3 


CRM  combos 


Vendors  look  to  round  out  their  CRM  offerings  with  mergers  and  acquisitions. 


Deal 

Gain 

Value  at  time  of 
announcement 

Announced 

Ask  Jeeves  buys  eTour 

Direct  e-mail  marketing  tools 

Terms  not  disclosed 

May  22, 2001 

Primus  buys 
AnswerLogic 

Natural  language  processing 
technology 

$3  million 

May  21, 2001 

Kana  Communications 
and  Broadbase 

Software  merge 

Kana's  customer  service  and 
marketing  tools/Broadbase's 
analytical  applications 

$75.8  million 

April  9,  2001 

SAS  Institute  buys 
Intrinsic 
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THEY  NEEDED  SOMETHING  PROVEN...  SOMETHING  INTEGRATED.  THE  CODERNAUTS  NEEDED 

WEBSPHERE  FOR  E-BUSINESS 

|  CHOSEN  2:1  OVER  OTHER  E-BUSINESS  SOFTWARE  PLATFORMS 


business  software 


ibm.com/websphere/chosen 


IT’S  A  DIFFERENT  KIND  of  WORLD. 

YOU  NEED  A  DIFFERENT  KIND  of  SOFTWARE. 


Enterprise  .Applications 


'Net  Insider .  Scott  Bradner 


Your  tax  dollars  at  work 


Despite  what  some  critics 
say,  government-sponsored  re¬ 
search  continues  to  play  an  important 
role  in  our  understanding  of  what’s 
going  on  in  today’s  Internet  and  in  the 
development  of  tomorrow’s  Internet. 

Private  industry  does  not  and 
cannot  do  everything  by  itself  in 
spite  of  the  billions  of  dollars  of  ven¬ 
ture  capital  money  that  has  been 
spent  in  the  past  few  years  on  innov¬ 
ative  start-ups. 

A  good  example  of  the  kind  of 
work  that  might  not  be  done  without 
government  support  is  a  recent 
report  by  the  University  of  California 
at  San  Diego’s  (UCSD)  Cooperative 
Association  for  Internet  Data  Analysis 
(www.caida.net)  on  the  prevalence 
of  denial-of-service  (DoS)  attacks  on 
the  Internet. 

The  report  (www.cs.ucsd.edu/~sav 


age/papers/UsenixSecOl.pdf),  done  in 
conjunction  with  UCSD’s  Jacobs 
School  of  Engineering,  took  a  look  at 
the  electronic  debris  scattered  all  over 
the  Net  during  the  common  types  of 
DoS  attacks.  The  aim  was  to  see  how 
often  attacks  occurred  and  what  types 
of  Internet  nodes  had  been  attacked. 

In  these  types  of  attack,  com¬ 
puters  are  programmed  to  send  thou¬ 
sands  of  requests  to  Internet-con¬ 
nected  nodes  such  as  Web  servers  or 
routers.  To  make  it  hard  to  track 
down  the  attacking  computers,  the 
requests  are  sent  with  forged,  usually 
random,  source  addresses.  The 
servers  then  respond  to  the  forged 
addresses,  but  since  the  addresses 
are  randomly  created  there  is  noth¬ 
ing  to  receive  the  response. 

Monitoring  packets  destined  to 
nonexistent  nodes  and  examining 


their  source  addresses  can  reveal 
which  systems  were  under  attack  and 
for  how  long. 

The  UCSD  researchers  found  evi¬ 
dence  that  more  than  12,000  DoS 
attacks  occurred  during  the  3-week 
period  when  they  collected  their  data. 
Most  of  these  were  on  Web  servers. 

About  5%  of  the  attacks  were  on 
Internet  infrastructure  systems  such  as 
routers  and  domain  name  servers.  The 
latter  are  worrisome  and  underline  the 
fact  that  ISPs  must  take  care  to  archi¬ 
tect  their  networks  with  such  attacks 
in  mind. 

It  should  be  noted  that  the  attacks 
studied  were  not  the  high-profile  ones 
on  Yahoo  and  Microsoft,  but  those  that 
went  unmentioned  in  the  press.  A 
number  of  the  attack  targets  turned 
out  to  be  home  computers  connected 
via  cable  modems  or  DSL. 


This  is  useful  information  that 
helps  us  understand  more  about 
these  types  of  attacks  and  may  help 
protect  against  them.  Information 
like  this  is  unlikely  to  have  been  gath¬ 
ered  by  industry.  Even  if  such  infor¬ 
mation  were  gathered,  it  is  unlikely  it 
would  have  been  distributed  as  this 
study  has  been. 

We,  as  a  country,  need  to  continue 
to  strongly  support  government  fund¬ 
ing  for  basic  research.  One  percent  of 
the  cost  of  a  new  aircraft  carrier  might 
do  a  lot  more  to  protect  our  electronic 
infrastructure  than  all  the  planes  that 
an  aircraft  carrier  could  handle. 

Disclaimer:  Harvard  does  lots  of 
government-supported  research,  so 
my  guess  is  that  it  would  support  this 
opinion.  But  I  didn’t  ask. 

Bradner  is  a  consultant  with  Har¬ 
vard  University’s  University  Infor¬ 
mation  Systems.  He  can  be  reached 
at  sob@sobco.com. 


IT  Careers  on  Network  World  Fusion: 
We’ve  got  your  missing  piece! 

www.nwfusion.com/careers,  where  top 
employers  post  key  networking  jobs 


msp/i 


:-)  Search  our  extensive  networking 
jobs  database. 

:-)  Apply  online. 

:-)  Sign  up  for  our  jobs  alert  e-mail. 


Visit  IT  Careers  on  Network  World 
Fusion  at 

www.nwfusion.com/careers 


Where  experience  meets  opportunity! 
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be  installed  in  any  of  21  languages. 
Aside  from  a  brief  “read  me”  text  file, 
the  bulk  of  the  documentation  uses 


■  When  it  comes  to 
features.  Group - 
Wise  can  go  toe-to- 
toe  with  Exchange 
anytime. 


PDF  files.  Also  included  are  planning 
guides,  which  detail  how  to  plan  for  a 
new  system  or  a  step-by-step  guide  for 
upgrading.  It  makes  it  very  easy  for  you 
to  lay  out  a  timeline  catered  to  your 
own  installation. 

Once  you’re  ready,  upgrading  from 
older  versions  to  GroupWise  6  is  very 
straightforward.  GroupWise  6  can 
pass  messages  back  and  forth 
between  older  versions.  The  primary 
domain  must  be  upgraded  first.  Then, 
other  domains  and  Post  Offices  can 
be  upgraded  on  your  schedule.  As 
before,  newer  POAs  can  communicate 
with  older  clients,  but  not  vice  versa. 
This  lets  you  upgrade  clients  as  time 
permits. 

Conclusion 

If  you  are  a  current  GroupWise 
user,  this  upgrade  will  be  a  good  one. 
We  would  recommend  it  for  the 
enhancements  to  Web  Access  and  the 
Wireless  Server  alone.  If  you’ve 
already  upgraded  to  NetWare  5, 


there’s  nothing  stopping  you.  And  if 
you’re  running  your  agents  on  Win¬ 
dows  NT  or  2000,  you  had  nothing  to 
worry  about  anyway. 

Can  GroupWise  finally  chip  away  at 
the  dominance  held  by  Exchange? 
The  features,  cross-platform  support 
and  scalability  all  seem  to  be  positive 
indicators.  Novell  has  built  it,  will  the 
users  come? 

Berkley  is  the  LAN  support  super¬ 
visor  at  the  University  of  Kansas.  He 
has  been  a  GroupWise  administra¬ 
tor  and  beta  tester  for  over  eight 
years.  He  can  be  reached  at 
berkley@ukans.  edu. 


NetwortWorid 


Berkley  is  also  a  member 
of  the  Network  World  Global 
Test  Alliance,  a  cooperative  of 
the  premier  reviewers  in  the 
network  industry,  each  bring¬ 
ing  to  bear  years  of  practical 
experience  on  every  review. 
For  more  Test  Alliance  infor¬ 
mation,  including  what  it 
takes  to  become  a  member, 
go  to  www.nwfusion.com/ 
alliance. 
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UNIFIED  INFRASTRUCTURE  MANAGEMENT 

Just  one  of  the  advanced  features  now  shipping  in  SPECTRUM®  6.0 


'??:?'  5????*?  Fault  Isolation ' 
Service  Level  Management  5??  ” 


' -  ????fl  ^\]?r?  iTrfrm?????  Auto-discovery  n"n-':??"^? 

Application  Availability  .  '  -  ??  :  .  ?  rr?  '  ?-'???-'?  ‘: 


Root-cause  Analysis 


Standards-based,  Open  Architecture 


apr  jsmA 

'  MANAGE  WHAT  MATTERS 


A  single  point  of  view  and  control.  That’s  what  you  need  when  you  have 
a  diverse  or  dispersed  infrastructure.  Which  is  one  of  the  reasons  Aprisma 
developed  SPECTRUM  6.0.  If  you  need  centralized  control  over  your  diverse 
infrastructure,  you  need  the  world’s  most  intelligent  and  complete  network 
management  solution  -  Apr i sma ’ s  SPECTRUM  6.0.  SPECTRUM  supports  more  than  500 
products  from  leading  technology  vendors  such  as  Cisco,  Lucent,  SAP, 
Compaq,  Oracle  and  more  than  150  others.  From  e-commerce  applications  to 
WAN  management  and  legacy  integration,  SPECTRUM  gives  you  a  single  point 
of  control  over  your  inf rastructure- no  matter  what  gets  plugged  in. 
877.437.0291  www.aprisma.com 


Imagine  an  IT  learning  center 
created  just  for  you. 


Web  Developer 


Network  Manager  Network  Administrator 

No  matter  what  you 
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MIS  Manager 

do. 


VP,  Technology 


How  can  you  quickly  and  easily  find  the  best 
learning  options  available  for  you  and  your 
staff — without  spinning  your  wheels? 

Simply  go  to  Network  Worlds  new  source  for 
network  and  IT  learning — NetSmart.  Here 
you’ll  find  everything  you  need  to  develop 
your  skills,  build  your  knowledge,  and  advance 
your  career. 

Do  all  this  and  more  in  one  convenient  place: 

■  Sign  up  for  hands-on  classroom  training,  e-leam- 
ing,  and  certification  programs  from  respected 
training  providers  like  Global  Knowledge. 


Introducing  NetSmart! 


NetworkWorldNetSmart 


■  Register  for  Network  World's  face-to-face  semi¬ 
nars,  Town  Meetings,  and  Webcasts. 

■  Shop  for  informative  technology  and  manage¬ 
ment  books  from  leading  publishers. 

■  Access  the  latest  networking  white  papers  and 
newsletters. 

There’s  no  surfing  the  net  for  available  options. 
No  weeding  through  endless  lists  of  irrelevant 
courses  and  topics.  No  wasted  time  and  effort. 

Go  right  to  the  source  at  www.nwnetsmart.com. 
There’s  no  better  way  for  you — and  your  staff — 
to  get  on  the  fast  track.  No  matter  what  you  do. 


www.nwnetsmart.com 


The  Premier  Source  for  IT  Learning 
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Ask 

0r  Intranet 


By  Steve 
Blass 


Our  company 
developed  an 
intranet,  and  we 
would  like  to 
have  a  page  that  is 
structured  as  a 
form  for  our  Sup¬ 
port  Services  division.  The 
form  should  be  used  to  make 
supply  requests  to  the  supply 
manager  and  have  the  re¬ 
quest  look  exactly  like  a 
form  (through  e-mail);  and 
allow  for  this  same  page  to 
act  as  a  form  for  an  Access 
database  that  holds  all  our 
inventory  information.  We 
could  set  up  the  Web  page  to 
look  like  a  form,  and  also  to 
have  it  sent  to  the  proper 
manager  using  SMTP;  but  the 
e-mail  doesn't  resemble  a 
form,  it  looks  like  a  jumbled 
string  of  words. 

You  need  to  insert  some 
mail  headers  before  the 
beginning  of  the  message 
body  that  tell  the  recipient's 
mail  client  to  display  the  mes¬ 
sage  as  HTML  rather  than 
plain  text.  The  headers  you 
would  add  look  like: 

MIME-Version:  1.0 

Content-type:  text/html 

Content-Transfer-Encoding: 

7bit 

To  send  the  results  of  a 
form  submission  in  an  HTML 
mail  message  that  looks  like 
the  original  form,  you  have  to 
actually  reproduce  the  form 
with  the  submitted  values 
filled  in  and  then  e-mail  that  to 
your  recipient.  This  is  because 
all  you  get  at  the  Web  server 
from  a  form  submission  is  the 
set  of  name=value  pairs  from 
your  input  fields. 

Blass  is  a  network  archi¬ 
tect  at  Change@Work  in 
Houston.  Send  questions  to 
dr.intranet@changeatwork. 
com. 
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_  An  Inside  Look  at  the  Technologies 

and  Standards  Shaping  Your  IMetwork 

Pushing  transactions  to  the  edge 


BY  MICHAEL  JACKMAN 

In  a  typical  Web  site  architecture,  sup¬ 
plying  accurate  information  at  all 
times  requires  companies  to  use  a 
single  master  database  for  an  application. 

Because  transaction  requests  must  be 
processed  at  the  core  site  of  a  global 
architecture,  a  transaction-processing 
bottleneck  is  inherent  in  these  Internet- 
based  architectures.  Any  large  spikes  in 
traffic  cause  bottlenecks  at  the  database 
layer  regardless  of  good  performance  at 
the  Web-servicing  layer. 

Edge  transaction  accelerators  provide 
the  ability  to  globally  distribute  transac¬ 
tion  processing.  This  eliminates  the  trans¬ 
action-processing  bottleneck,  thus  mini¬ 
mizing  site  response  times  and  increasing 
site  throughput. 

Distributed  transaction  processing 
offers  significant  advantages  to  large 
organizations  that  already  have  distrib¬ 
uted  legacy-processing  systems.  In  many 
cases  these  applications  are  already 
regionally  distributed.  Edge  transaction 
accelerators  allow  the  creation  of  con¬ 
tent  concentration  databases,  which  can 
be  distributed  at  regional  points  around 
the  enterprise  network  architecture. 

Content  from  regionally  distributed 
legacy  systems  can  be  collected  at  several 
of  regionally  distributed  content  concen¬ 
tration  databases.  By  leveraging  database 
replication  to  distribute  data  across  the 
concentration  points  and  leveraging  edge 
transaction  accelerators  to  manage  distrib¬ 
uted  transaction  access,  data  can  be  dis¬ 
tributed  efficiently  with  write  transactions 
from  anywhere  on  the  ring  directed  to  the 
appropriate  concentration  point. 

Leveraging  edge  transaction  accelera¬ 
tors  has  the  effect  of  creating  a  logical  par¬ 
tition.  Data  is  accessible  from  anywhere, 
but  users’  transactions  are  usually  pro¬ 
cessed  at  the  closest  geographic  point.  For 
example,  a  European  user’s  request  would 
be  processed  in  a  European  data  center, 
resulting  in  the  same  type  of  performance 
acceleration  for  transactions  that  content 
delivery  networks  deliver  for  static  con¬ 
tent.  If  another  region  owns  the  key,  say 
when  a  European  user  chooses  to  update 
a  U.S.  record,  that  transaction  may  be 
processed  in  the  U.S. 

Currently,  globally  distributed  Internet 
architectures  are  optimized  for  serving 
static  content.  Content  delivery  network 
providers  cache  static  content  at  multi¬ 
ple  points  of  presence  providing  fast 
access  and  distribution  of  static  content 
load  to  the  POPs.  This  architecture  is 


challenged  by  the  shift  in  content  from 
static  to  dynamic.  The  description  of 
“dynamic  content”  is  HTML  generated  by 
application  servers  executing  business 
logic.  Generation  of  this  HTML  is  re¬ 
source-intensive  and  currently  located  in 
centralized  data  centers,  exposing  end 
users  to  a  large  number  of  network  hops 
and  slow  response  times  due  to  heavy 
loads  at  the  central  site. 

As  transaction  loads  increase  in  a  typi¬ 
cal  Internet-based  architecture,  compa¬ 
nies  face  one  of  two  choices:  purchase 
faster,  more  expensive  database  servers 


that  can  handle  the  load;  or  rewrite  appli¬ 
cations  to  utilize  additional  databases. 

The  first  choice  is  the  one  most  com¬ 
monly  employed  by  large  companies. 
The  main  drawback  with  this  choice  is 
that  rapidly  increasing  Internet  traffic 
means  the  new  database  is  quickly  out¬ 
dated,  and  companies  are  left  with  the 
same  choice  again. This  places  them  in  a 
cycle  of  purchasing  where  they  are  con¬ 
tinually  losing  money  on  rapid  hardware 
and  database  software  price  deprecia¬ 
tion.  The  second  choice  is  extremely 
expensive  and  time-intensive,  and  is  a 
large  risk.  Rewriting  an  application  intro¬ 
duces  software  bugs  and  risks  the  viabil¬ 
ity  of  business-critical  resources. 

Edge  transaction  accelerators  read  Inter¬ 
net  application  requests  to  determine 


what  objects  are  being  sought.  Once  the 
edge  transaction  accelerator  identifies  the 
object,  it  checks  the  object  for  data  depen¬ 
dencies  in  much  the  same  way  an  applica¬ 
tion  server  determines  what  application 
server  process  to  trigger.  Edge  transaction 
acceleration  utilizes  an  object  manage¬ 
ment  application  to  retrieve  data  depen¬ 
dency  information  for  each  request  and 
synchronize  multiple  application  servers 
to  multiple  active  database  servers. 

The  ability  to  use  multiple  active  data¬ 
bases  increases  the  processing  power  of 
the  database  layer  and  the  transaction 


throughput  abilities  of  the  site,  while  min¬ 
imizing  the  response  times  for  clients’ 
requests.  Companies  can  easily  add  addi¬ 
tional  active  databases  to  meet  increas¬ 
ing  Web  site  traffic  or  just  to  enhance 
overall  site  performance,  thus  providing 
unique  scalability  to  the  application  and 
database  server  layers  of  their  sites.  The 
database  for  one  application  cluster  can 
act  as  the  back-up  database  for  another 
application  server  cluster,  allowing  a 
level  of  site  redundancy  and  failover 
equal  to  the  number  of  application/data- 
base  server  clusters  at  the  site. 

Jackman  is  executive  vice  president 
of  global  sales  and  marketing  at 
Warp  Solutions.  He  can  be  reached  at 
mjackman@warpsolutions.com. 


HOW  IT  WORKS 

Edge  transaction  accelerator 

An  edge  transaction  acceleration  architecture  distributes  transaction-processing 
capabilities  to  edge  servers. 


Global  load 
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O  Instead  of  the  transaction  hitting 
the  home  site's  database,  a  global 
load  balancer  directs  the  trans¬ 
action  request  to  the  fastest 
available  processing  resource. 

.  •  Tokyo 

•  London 


OAn  end  user  in  San 
Diego  makes  an 
online  purchase  from 
an  e-business  based 
in  London.  This 
requires  a  response 
from  the  home  site's 
application  layer  and 
database  layer. 


Replicated 
sites 
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Replicated  sites — 


Home-site  edge 
transaction 
accelerator:  Web 
layer,  application 
layer,  database 
layer 


Q  An  edge  transaction  server  in  Houston  processes  the  transaction 
and  delivers  dynamic  content  back  to  the  end  user. 
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Cool  graphics  in  XML 


The  entire  universe  is  going  XML. 

Everywhere  you  turn,  somebody  is 
turning  something  into  XML.  This  is,  as 
Ms.  Stewart  is  wont  to  say, “A  good  thing.” 


The  beauty  of  XML  is  it  provides  a 
whole  new  way  of  structuring  “stuff” 
that  goes  beyond  just  organizing  data. 
With  XML,  data  is  imbued  with  meaning 


and  purpose  .  .  .  wait  a  minute,  that 
implicitly  makes  it  information.  Cool. 

Today,  we’ll  look  at  one  of  the  latest 
and  most  promising  applications  of  XML 
—  Scalable  Vector  Graphics  (SVG). 

SVG  is  currently  a  W3C  Candidate 
Recommendation  (see  www.w3.org/ 
TR/SVG/)  under  the  name  “Scalable 


MIERCOM’S 
2001:  IPTELEPHONY’- 

The  Definitive  Special  Report  on  IP  PBX& 


The  only  spin-free,  hands-on  analysis  available  today: 


Miereom's  Special  Report  provides  detailed  analyses 
and  lab-test  results  of  IP  PBXs  from  •Alcatel  •  Cisco  •  Mitel 
•NEC*Shoreline«Sphere»Vertical...and  others. 

For  each  IP  PBX  you'll  find  comparative  performance 
results  on: 

•  Voice  Quality  (MOS  Ratings,  Interactive,  and  more) 

•  Call  completion  rate/reliability 

•  Redundancy  and  fail-over  capabilities 

•  Latency 

•  IP  bandwidth  consumption 


QUARTERLY  UPDATES  AVAILABLE  THROUGH  2001.  The  leading 


SPECIFICALLY  ADDRESSED  IN  THIS  SPECIAL  REPORT: 
IP  PBX  architectures;  Station  equipment;  Call-control 
platforms;  IP-enabled  vs.  IP-eentrie;  Soft  phones; 

PBX  features;  Application  software  add-ons 
(Unified  Messaging;  Call-center  support);  IP  Phones 
and  in-line  powering;  Management  and  monitoring; 
IP-to-PSTN  trunk  fail-over;  Standards; 

VoIP  interoperability ...  and  lots  more. 

Call  to  reserve  your  copy,  for  details  or  for  pricing. 

Miercom 

1  -800-MIERC0M 

(1-800-643-7266) 
edge  in  networking  information 


Vector  Graphics  (SVG)  1.0  Specifica¬ 
tion”  and  dated  Nov.  2,  2000.  The 
abstract  of  the  specification  summa¬ 
rizes  SVG  as  “a  language  for  describing 
two-dimensional  vector  and  mixed  vec¬ 
tor/raster  graphics  in  XML.” 

Soimds  pretty  dry,  doesn’t  it?  In  fact, 
SVG  is  terribly  exciting  if  you’re  inclined 
toward  trying  whiz-bang  graphics  on  the 
Web.  If  you’re  not,  SVG  is  cool  anyway. 

The  reason  for  such  coolness  is  what 
SVG  can  do.  Quoting  the  W3C  specifica¬ 
tion:  “SVG  allows  for  three  types  of 
graphic  objects:  vector  graphic  shapes 
(e.g.,  paths  consisting  of  straight  lines 
and  curves),  images  and  text.  Graphical 
objects  can  be  grouped,  styled,  trans¬ 
formed  and  composited  into  previously 
rendered  objects.  The  feature  set 
includes  nested  transformations,  clip¬ 
ping  paths,  alpha  masks,  filter  effects 
and  template  objects.  SVG  drawings  can 
be  interactive  and  dynamic.  Animations 
can  be  defined  and  triggered  declara- 
tively  (that  is,  by  embedding  SVG  anima¬ 
tion  elements  in  SVG  content)  or  via 
scripting.” 

SVG  has  a  document  object  model 
that  provides  access  to  all  elements, 
attributes  and  properties  in  an  SVG 
graphic  document.There  are  also  event 
handlers  such  as  the  ever-popular 
“onmouseover”  and  “onclick.” 

SVG’s  MIME  type  will  be  “image/ 
svg+xml”  when  the  W3C  registers  it  as 
such  —  apparently  around  the  time 
when  SVG  is  approved  as  a  W3C  rec¬ 
ommendation  (no  date  set).  The  speci¬ 
fication  also  recommends  that  SVG 
files  should  have  the  extension  “.svg” 
(all  lower  case)  on  all  platforms. 

OK,  enough  of  the  dry  stuff.  Let’s  cut 
code!  Here’s  an  example  of  an  SVG 
document: 

<?xml  version=”1.0”  encoding=”iso- 
8859-1  "?> 

<!DOCTYPE  svg  PUBLIC  “- 
//W3C//DTD  SVG  20000303  Sty- 
lable//EN” 

“http://www.w3.org/TR/2000/03/ 

WD-SVG-20000303/DTD/svg- 

20000303-stylable.dtd”> 

<svg  xml:space=”preserve”  width= 
“3in”  height=”3in”> 

ctext  style=  filkblue;”  y=”15”>Gear- 
head  was  here.</text> 

ctext  font-family=”  serif”  font- 
size=”  1 2pt”  fill=”black” 
x=”0”y=”0” 

transform= ”  rotate(-90)  translate(- 
100, 180)  scaled. 5, 1)”> 

Cool. 

</text> 

</svg> 

To  see  what  this  code  does,  install  the 
Adobe  SVG  viewer  (it’s  free  and  at 
www.adobe.com/svg/viewer/install/mai 
n.html)  in  Internet  Explorer.  Next,  put 
the  above  code  in  a  file  called  test  1. svg 
and  load  it  into  your  browser. 

Next  week,  we  ll  explain  what’s 
going  on.  Revelations  to  gearhead® 
gibbs.com. 


for  Whatever  Hat  You  Wear 


RAD  Data  Communications  offers  enterprises  and  service  providers 
a  broad  range  of  networking  products  and  solutions  supported  by 
over  20  years  of  industry  experience.  Whether  you  are  responsible 
for  networking  your  international  sites,  migrating  your  legacy  PBXs 
to  IP  services ,  or  merely  providing  fiber  connectivity,  RAD  has  the 
simple,  scalable  and  cost-effective  solution  you  need. 

Turn  to  RAD  for  the  hassle- free  solution  to  all  of  your  voice  and  data 
networking  requirements. 


A  Broad  Range 
of  Innovative 

Solutions 


data  communications 


www.rad.com/nww/prod 


Call  RAD  toll-free  1  -888-747-8868  or  contact  market@radusa.com 
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Discover  a  different  class  of  server  at  intel.com/ebusiness 
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Do  IT  workers  need  a  union? 


Do  unions  offer  strength 


YES 


BY  MIKE  BLAIN 


BY  HARRIS  MILLER 


IT  workers  should  form  a  union  for  the  same  reason  that  workers  have  always 
formed  unions:  together  we  have  more  power  to  improve  the  terms  and  condi¬ 
tions  of  our  employment  than  we  do  as  individuals. 

But  if  you  are  any  good,  you  shouldn’t  have  any  problems  with  the  terms  or 
conditions  of  your  employment,  right?  If  you  work  hard  and  keep  your  skills  up, 
you  will  be  treated  fairly  and  be  highly  compensated. 

In  some  cases  it  works  out  that  way.  But  in  many  cases,  years  of  60-hour  weeks 
and  taking  classes  on  your  own  dime  to  keep  up  with  technology  leave  you  in  the 

unemployment  line,  after  being  laid  off 
with  no  notice.  In  other  cases,  you  may 
be  the  best  contract  XML  programmer 
around  but  still  find  yourself  coerced 
into  signing  lopsided  noncompete  agree¬ 
ments  imposed  by  staffing  agencies  to 
obtain  employment.  Or  you  may  be  con¬ 
tent  with  your  current  job  but  tired  of 
legislative  attacks  on  overtime  pay  — 
attacks  that  single  out  hourly  computer 
workers  for  exemption  from  labor  laws. 

hi  each  of  these  examples,  your  nego¬ 
tiating  power  and  your  ability  to  affect 
change  is  limited.  Individual  workers 
rarely  are  able  to  negotiate  the  terms, 
timing  or  notification  of  layoffs.  Union 
workers  under  contract  almost  always 
can.  By  organizing  under  the  Washington 
rick  dahms  Alliance  of Technology  Workers 

(WashTech),  Amazon.com  customer  service  workers  who  had  not  yet  bargained  a 
contract  were  able  to  pressure  the  company  into  giving  more  than  500  laid-off 
workers  one  of  the  best  severance  packages  in  the  industry. 

At  Microsoft,  individual  “permatemps”  asked  their  agencies  for  several  years  for 
better  medical  plans  and  greater  employer  co-pays.  Those  requests  always  fell  on 
deaf  ears  —  until  they  began  organizing  under  WashTech. Through  collective  action, 
WashTech  members  highlighted  the  workplace  and  benefit  coverage  issues  facing 
long-term  contractors  and  pressured  Microsoft  and  the  agencies  to  take  action. 
Within  a  year,  thousands  of  workers  obtained  improved  benefits. 

When  it  comes  to  training,  many  employers  are  reluctant  to  invest  any  money  in 
improving  skills  of  employees  who  may  then  jump  ship.  In  some  cases,  economics 
make  it  difficult  for  employers  to  invest  in  training.  But  in  many  cases,  it  is  plain 
short-sightedness.Through  partnerslfips  with  employers,  and  their  own  training 
programs,  unions  can  provide  workers  with  access  to  high-quality,  affordable  train¬ 
ing,  no  matter  what  their  employment  situation. 

Finally,  by  joining  a  union,  you  become  part  of  a 
larger  community  of  workers  committed  to  helping 
and  supporting  one  another. You  have  a  resource  to 
contact  when  you  have  questions  about  contracts,  over¬ 
time  laws  or  even  the  ins  and  outs  of  various  stock 
option  plans.  And,  as  cliched  as  it  may  sound,  you  have 
a  voice,  a  collective  voice  that  cannot  be  ignored. 


Blain  is  president  of  WashTech ,  a  Seattle  affiliate  of 
the  Communications  Workers  of  America.  He  can  be 
reached  at  mblain@washtech.org. 


TALK  BACK 


Log  on  to  Network  World  Fusion  to  register  your 
opinion.  Mike  Blain  of  WashTech  and  Harris  Miller 
of  the  ITAA  will  add  their  thoughts  to  the  discussion. 


Unions  have  their  purpose  in  industrial  society,  especially  in  businesses  in  which 
there  are  clear  distinctions  between  labor  and  management,  and  many  employees 
are  “lifers.”  But  signing  away  bargaining  power  to  a  union  boss  is  against  the  interest 
of  today’s  highly  skilled,  highly  mobile  high-tech  workers. 

Today’s  high-tech  workers  are  in  the  driver’s  seat.The  demand  for  technical  work¬ 
ers  with  the  skills  to  drive  the  New  Economy  remains  high,  despite  the  current  eco¬ 
nomic  slowdown.  According  to  a  recent  study  by  the  Information  Technology  Asso¬ 
ciation  of  America  (ITAA),  this  year  hiring  managers  in  IT  and  non-IT  companies  will 
attempt  to  fill  more  than  900,000  new  IT 
jobs.  Of  those,  about  425,000  jobs  will  go 
unfilled  due  to  a  lack  of  qualified  workers. 

A  major  reason  union  membership 
lacks  appeal  for  these  workers  is  that  they 
are  in  such  great  demand  in  a  tight  mar- 
ket.This  demand  creates  high  salaries, 
unique  job  opportunities  and  extraordi¬ 
nary  benefits  such  as  flexible  hours  and 
four-digit  bonuses  for  referring  other  qual¬ 
ified  workers.  In  these  favorable  condi¬ 
tions,  the  union  promise  of  job  security  is 
not  of  interest.  High-tech  workers’  skills 
are  the  best  job  protection  for  them. 

Tech  workers  are  not  interested  in  vot¬ 
ing  on  contracts  that  put  them  on  equal 
financial  footing  with  others  with  the 
same  seniority.They  are  as  driven  by  intel¬ 
lectual  challenges  as  they  are  by  compen- 

sation.They  like  to  be  part  of  the  management  team,  and  often  share  the  same 
perquisites  as  the  so-called  higher  ups,  including  stock  options.Technology  organiza¬ 
tions  tend  to  be  flat,  with  few  indicators  of  who  is  management  and  who  is  not. 

If  technology  workers  are  not  happy  with  their  working  conditions  or  lack  of 
intellectual  challenge,  they  vote  with  their  feet.  Mobility  is  the  hallmark  of  a  skilled 
techie.The  ITAA’s  study  found  that  hiring  managers  in  IT  companies  expect  the 
average  technical  support  worker  to  stay  on  board  a  mere  22  months  before  moving 
on  to  greener  pastures.  In  non-IT  companies,  these  experts  are  expected  to  peel  off 
after  just  two  and  a  half  years.The  plethora  of  hiring  organizations  available  — 
almost  14,000  IT  companies  and  305,000  non-IT  companies,  according  to  the  ITAA’s 
study  —  affords  them  flexibility  and  innumerable  workplace  options. 

Technology  workers  believe  in  themselves  and  their  abilities.They  do  not  want 
union-dictated  seniority  systems;  they  are  individualistic  and  want  to  get  ahead  on 
their  own  merits.  Many  techies  choose  to  be  consultants  or  independent  contrac¬ 
tors,  rejecting  a  single  employer,  let  alone  a  union  card. 

Unions  have  their  place.  But  for  today’s  high-tech 
workers,  union  membership  would  minimize  job  flexi¬ 
bility,  reduce  the  ability  to  negotiate  wages  and  stifle 
the  creativity  that  has  made  the  U.S.  IT  industry  the 
world  leader.  High-tech  workers  have  consistently 
rejected  efforts  to  organize  them  and  will  continue  to 
frown  upon  unions  as  a  useful  or  desirable  move. 


nwfusion.co 


Miller  is  president  of  the  ITAA,  a  trade  association 
representing  the  U.S.  IT  industry.  He  can  be  reached  at 
hmiller@itaa.org. 
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Editorial 

Which  megacarrier  will 
live  to  tell  the  tale? 

Ultimately  there  will  only  be  three 
to  five  megacarriers  in  the  U.S., 
according  to  Joseph  Nacchio,  CEO 
of  Qwest  Communications,  who 
spoke  at  Vortex,  the  vendor  conference  in 
Southern  California  two  weeks  ago. 

He  likens  the  market  today 
to  the  early  days  of  the  rail¬ 
road  and  auto  industries, 
when  there  were  a  plethora 
of  manufacturers.  The  bulk  of 
them  were  consumed  by 
more  successful  players  along 
the  way,  leaving  only  a  hand¬ 
ful  of  strong  companies. 

In  that  environment, 
Nacchio  said  what  matters 
most  is  scale  and  scope. 

That’s  what  convinced  him 

to  buy  US  West. 

Although  it  was  heretical  at  the  time,  “we 
thought  it  was  a  good  idea  to  have  customers 
and  revenue,”  he  said,  getting  a  laugh  from  the 
audience.  The  move  looks  brilliant  in  hindsight, 
given  the  relative  strength  of  the  Baby  Bells 
compared  with  the  rest  of  the  market. 

So  who  will  live  to  become  a  megacarrier? 
Not  AT&T  or  WorldCom,  Nacchio  said.  AT&T  has 
dug  itself  into  a  hole  with  this  breakup  business 
and  is  on  its  way  out,  and  WorldCom  is  strug¬ 
gling  and  may  ultimately  get  acquired. 

Qwest?  “We  have  a  shot,”  he  said,  although 
not  with  his  usual  braggadocio.  “We  re  a  midsize 
player  now,  too  big  to  be  small  and  too  small  to 
be  big.  Something  will  have  to  happen.” 

Exactly  what  needs  to  happen,  he  won’t  say. 
But  clearly  he  has  some  merger/acquisition 
fairies  dancing  in  his  head. 

Asked  if  he  would  break  up  AT&T  if  he  was 
at  the  helm  of  the  company  he  was  forced  out 
of,  Nacchio  said,  “Inside  I’m  still  an  AT&T  guy. 
This  breakup  stuff  is  a  shame. They  have  all  the 
right  pieces.  No,  I  wouldn’t  break  it  up.” 

On  the  local  exchange  front,  Nacchio  said 
US  West  is  now  “fixed.”  The  company  was 
undercapitalized,  and  installation  delays  and 
the  like  are  now  minimal. 

With  those  problems  resolved,  Qwest  can 
now  turn  its  attention  to  new  business. 
Nacchio  expects  to  file  Section  271  applica¬ 
tions  to  enter  long-distance  in  each  state  of 
the  former  US  West  1 4-state  region  by  late  in 
the  fourth  quarter,  and  to  actually  offer  long¬ 
distance  in  those  states  by  mid-2002. 

Nacchio  clearly  relishes  the  opportunity 
the  market  has  presented  and  is  having  a 
ball.  Given  his  track  record,  it  wouldn’t  be 
surprising  to  see  him  swallow  a  big  fish  and 
live  to  run  a  megacarrier. 

—  John  Dix 
Editor  in  chief 
jdix@nww.  com 
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Dealing  with  DSL 

Regarding  the  feature  “DSL  disappointments” 
(www.nwfusion.com,  DocFinder:4448):The 
problems  of  DSL  customer  service  and  installa¬ 
tion  nightmares  are  well  known.  Any  network 
manager  proposing  DSL  needs  to  be  made 
aware  that  his  credibility  is  on  the  line. 

Solid  alternatives  such  as  frame  relay  and  PPP 
abound.  And  costs  for  these  technologies  are 
dropping  all  the  time.  My  local  DSL  providers  are 
announcing  large  losses  and  layoffs.  We  don’t  have  a 
single  vendor  representative  pushing  DSL.  Why  buy 
the  worst  product  available  from  the  worst  compa¬ 
nies  in  the  industry?  Go  with  what  works;  the  bucks 
(and  butt)  you  save  could  be  your  own. 

Bill  Kemp 
Netivork  analyst 
Baptist  Health  Care 
Pensacola,  Fla. 

I’m  sick  of  people  whining  about  DSL.  It’s  boring, 
repetitive  and  nonproductive.  I  don’t  understand  why 
so  many  people  think  they  can  demand  perfect  ser¬ 
vice  and  bargain-basement  rates.  News  flash  —  the 
companies  that  tried  to  meet  that  demand  are  going 
broke.  Doesn’t  that  suggest  that  there  are  some  un¬ 
realistic  expectations  in  play? 

The  fact  is,  over  the  long  term,  you  will  always  get 
exactly  what  you  pay  for.  If  you  need  decent  service, 
then  you  had  better  be  willing  to  pay  the  price  for  it 
(that  is,  leased  lines).  If  you  want  the  cheapest 
Internet  service  possible,  then  it’s  reasonable  to 
expect  that  you  will  have  to  put  up  with  the  cheap¬ 
est  customer  service  as  well. 

Andrew  Bell 
Peterborough,  Ontario 

Praise  for  Pilot  workers 

Regarding  “Demise  of  Pilot  seen  as  blow  to  outsourc¬ 
ing”  (www.nwfusion.com,  DocFinder:  4449):  I’d  like 
to  commend  the  dedicated  former  Pilot  Network 
Services  employees  in  security  and  operations  who 
kept  the  company  going  until  literally  the  last  minute. 
Security  was  maintained  throughout  the  time  period 


from  April  25  until  everything  was  shut  down. 
Operations  assisted  my  customers  in  the  transi¬ 
tion  in  an  outstanding  manner. 

Pilot’s  abrupt  exit  and  the  hope  of  the  almost 
100  customers  that  were  left  in  the  lurch  was 
perhaps  a  reflection  on  how  difficult  it  is  for  risk 
takers  in  the  e-commerce  economy  to  forecast 
future  profitability  in  these  times.A  new  company 
had  expressed  an  interest  in  keeping  the  Pilot 
going;  unfortunately,  it  was  too  risky  for  them. 

Frank  Swift 
Alameda,  Calif 

ROADRUNNER  runaround 

Regarding  “Cable  service  stays  at  home”  (www. 
nwfusion.com,  DocFinder:  4450): 

I  have  AT&T  Roadrunner  cable-modem  service 
at  home.  Recently  my  home  connection  was  out 
for  three  days.  I  called  on  the  first  day,  and  after 
20  minutes  on  hold,  I  was  told  a  technician  would 
be  dispatched  —  in  two  days  —  to  replace  my 
cable  modem.  I  asked  if  they  could  dispatch  a 
tech  to  check  on  the  upstream  equipment,  and 
they  said  they  didn’t  consider  one  report  of  a 
problem  an  “outage,”  and  that  three  people  from 
the  area  would  have  to  complain  before  they’d 
look  into  it. 

The  next  day  I  talked  to  a  neighbor  whose  ser¬ 
vice  was  also  out,  confirming  my  suspicion  that  my 
cable  modem  was  not  at  fault.  I  called  AT&T  back 
to  make  sure  the  tech  they  were  dispatching  was 
able  to  resolve  upstream  problems  as  well  as 
replacing  a  cable  modem.  After  another  20  minutes 
on  hold,  I  was  assured  he  would  be  able  to  do  so. 

When  the  tech  arrived,  over  48  hours  after  the 
original  call  was  placed,  he  determined  that  the 
problem  was  upstream  and  that  he  couldn’t  fix  it; 
another  tech  would  be  out  “within  24  hours.”Then 
he  tried  to  talk  me  into  adding  premium  channels 
to  my  cable  TV  service. 

If  this  is  typical  of  the  service  AT&T  offers, 
there’s  no  way  I  could  recommend  it  to  any  of  my 
customers. 

Tom  Blakely 
Vice  president,  technology  support 
Open  Systems  &  Networks 
Jacksonville,  Fla. 


E-mail  letters  to  jdix@nww.com  or  send 
them  to  John  Dix,  editor  in  chief.  Network 
World,  1 18  Turnpike  Road,  Southborough, 
MA  01772.  Please  include  phone  number 
and  address  for  verification. 
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In  the  Works .  Paul  Hoffman 


Power  concerns  drive  many  businesses  to  collocation 


You  don’t  have  to  live  in  California  to  be  con¬ 
cerned  about  power  disruptions.  Although 
companies  in  California  are  more  likely  to  be 
hit  with  blackouts  sooner  than  those  located 
in  other  parts  of  the  country,  there  are  pre¬ 
dictions  that  this  summer  is  likely  to  bring  more 
power  disruptions  nationwide  than  previous  years. 

If  your  company  ’s  primary  Web  and/or  mail  server 
are  in  your  company’s  IT  headquarters,  you  would  be 
well-advised  to  think  about  how  a  power  outage 
would  affect  your  Internet  presence.  Even  if  your  com¬ 
pany  has  good  power  back-up  systems,  you  may  not  be 
in  the  clear.  Your  ISP  also  has  to  have  good  back-up 
systems,  and  so  does  everyone  responsible  for  getting 
the  data  signal  to  your  facility.  As  some  Californians 
have  discovered  recently,  even  if  the  power  is  on  at 
your  company,  your  Internet  connection  might  be 
dead  due  to  power  problems  at  the  ISP  or  telephone 
company. 

Would  your  company  be  seriously  hurt  if  your  cor¬ 
porate  Web  site  or  mail  server  were  down  for  a  few 
hours?  If  so,  you  should  consider  moving  these  servers 


to  a  collocation  facility  and  managing 
them  remotely. There  is  an  increasing 
number  of  collocation  facilities  that  let 
you  put  your  servers  at  their  premises  or 
let  you  rent  servers  from  them  at  fairly 
low  prices.These  facilities  usually  have 
much  better  power  management  than 
most  companies  install  themselves  and 
often  have  highly  redundant  Internet  connections  to 
help  reduce  problems  associated  with  ISPs  being 
unavailable. 

However,  moving  your  Web  and/or  mail  servers  to 
a  collocation  facility  to  mitigate  power  and  ISP  prob¬ 
lems  is  not  always  worth  it.You  can’t  babysit  the 
machine  locally,  which  is  sometimes  very  useful,  par¬ 
ticularly  if  your  servers  are  running  operating  sys¬ 
tems  or  software  that  are  prone  to  crashing.  You  can 
use  remote-control  software,  but  some  parts  of  the 
operating  system  and  some  programs  insist  on 
putting  output  directly  on  the  system  console,  which 
might  not  be  visible  in  the  remote-control  program. 

Furthermore,  collocation  facilities  are  not  always  as 


well  prepared  as  you  would  hope.  Last 
month,  Exodus  Communications  lost  power 
to  one  of  its  collocation  sites  and  its  back-up 
generator  failed,  causing  much  of  Yahoo 
(which  is  collocated  at  Exodus)  to  be 
unavailable  for  hours.  Every  collocation  site 
will  tell  you  it  tests  its  back-up  power,  but 
many  don’t  check  well  enough.  Similarly,  if 
one  route  for  the  collocation  facility  fails,  you  have  to 
rely  on  the  facility’s  technicians  to  be  alert  and  adept  at 
rerouting;  fortunately,  this  is  not  much  of  a  problem. 

If  your  company  doesn’t  have  back-up  power  gen¬ 
erators  and  at  least  two  Internet  connections  from 
different  ISPs,  consider  taking  a  look  at  collocation 
before  the  summer  power  outages  hit.  If  your  Web 
and  mail  servers  need  lots  of  local  attention,  moving 
them  to  more  reliable  facilities  might  give  you  more 
uptime  and,  therefore,  more  peace  of  mind. 

Hoffman  is  director  of  the  Internet  Mail  Consor¬ 
tium  and  the  VPN  Consortium.  He  can  be  reached 
at  phoffrnan@imc.org. 


Yankee  Ingenuity .  Howard  Anderson 

Fixed  wireless  —  or  fixed  stupidity? 


They  are  dropping  like  flies.  Fixed  wireless  com¬ 
panies  were  supposed  to  be  a  juggernaut,  a 
force,  a  new  trend  that  was  going  to  bring 
competition  to  the  local  loop.  Brilliant  people, 
marvelous  technology  —  what  happened? 
Advanced  Radio  Telecom?  Bankrupt. 
Teligent?  Bankrupt.  Winstar  Communications?  Bank¬ 
rupt. Anyone  detecting  a  pattern  here? 

Then  there  was  the  unlicensed  spectrum  play. The 
idea  was,  why  pay  a  fortune 
for  spectrum  when  you 
could  use  the  spectrum  in 
the  2.4-GHz  and  5-GHz 
ranges  for  nothing.  Sure, 
other  carriers  could  use  this 
spectrum  as  well,  but 
wouldn’t  this  be  great  for 
the  2 1  million  households 
that  have  two  phone  lines  and  would  like  Internet 
access  at  high  speed?  Plus,  weren’t  there  some  great 
providers  of  802.1 1  technology  coming  into  the  mar¬ 
ket  (Cisco,  Nortel  Networks,  Breezecom)? 

Then  reality  pays  a  visit.  Using  fixed  wireless  in 
competitive  local  exchange  carriers  just  isn’t  working 
in  the  U.S.The  concept  might  work  overseas  —  in 
the  Third  World.  Or  it  might  work  in  residential  situa¬ 
tions  —  but  that  residential  customer  is  soon  going  to 
become  as  demanding  as  the  business  customer.  Yes, 
cable  providers  are  pulling  back  from  their  cable 
modem  pronouncements,  and  with  some  local 
exchange  carriers  you  may  not  see  DSL  in  your  neigh¬ 
borhood  until  the  100th  anniversary  of  the  last  Red 
Sox  World  Series  win  (1918).  Still,  fixed  wireless  is  a 
technology  looking  for  a  market. 

Football  coaches  sometimes  say,  “We  never  lost  a 


YUCEL 


game,  but  sometimes  the  clock  ran  out.”  Fixed  wire¬ 
less  executives  say, “We  really  didn’t  go  bankrupt;  we 
just  ran  out  of  money.” 

What  went  wrong? 

First,  for  businesses,  fixed  wireless  is  considered 
less  than  reliable.There  are  7.5  million  small  busi¬ 
nesses  in  the  U.S.,  a  market  that  fixed  wireless  was 
going  to  help  by  offering  exceptional  service  at  a 
lower  price.  In  the  end,  the  fixed  wireless  industry 
provided  neither. 

Second,  the  best  use  of  a  fixed  wireless  system  for 
large  companies  was  as  a  back-up  system.  Why  trust 
Verizon  or  BellSouth  never  to  go  down  when  for  a 
small  investment  you  could  at  least  hobble  along 
with  a  fixed  wireless  solution.  Nice  idea,  but  not 
enough  to  build  a  business  on. 

Third,  the  money  ran  out. The  amount  of  debt  by 
the  world’s  carriers  has  gone  from  $255  billion  in 
1998  to  more  than  $700  billion  today.  All  that  nice 
equipment-leasing  money  has  evaporated.The  junk 
bond  boys  seemed  unable  to  raise  cash  for  the  fixed 
wireless  industry. 

Look  at  Teligent.  Management:  Alex  Mandl,  a  bank¬ 
able  man.  Investors:  Microsoft,  Liberty  Media/ AT&T, 


NTT.  Money  raised:  $2.6  billion.  Current  status: 
unable  to  raise  another  dime. 

The  government’s  telecom  policy  from  1968  to 
1995  was  to  encourage  competition  in  long-distance. 
Mission  accomplished.The  government’s  policy  from 
1995  on  was  to  encourage  competition  in  the  local 
loop.  Mission  aborted.  Fixed  wireless  was  supposed  to 
be  a  neat-o  way  to  provide  services  to  businesses  and 
residences  without  digging  up  every  street  in  every 
urban  center. The  idea  was  to  “hop”  to  key  buildings 
and  use  the  risers  in  the  buildings  to  deliver  services  to 
businesses  on  each  floor  —  in  other  words,  instead  of 
coming  in  through  the  street,  attack  by  air. 

Nice  thought;  bad  execution.  I  bought  into  the 
idea  and  signed  a  contract  with  Winstar.  The  network 
crashed  —  and  Winstar  had  no  idea  what  was 
wrong.This  is  a  company  that  one  year  ago  carried  a 
market  cap  of  $10  billion  and  today  is  worth  zero. 
The  idea  at  Winstar  was  to  get  big  fast,  believing  that 
AT&T,  WorldCom  or  one  of  the  European  carriers 
would  acquire  the  company  because  it  had  solved 
the  “last  mile”  problem.  Did  Winstar  have  a  manage¬ 
ment  problem?  The  damn  company  was  a  children's 
crusade:  completely  clueless. 

The  morning  after  my  network  crashed,  I  called 
Verizon  —  by  cell  phone,  of  course  —  and  begged 
them  to  please,  please  take  me  back. 

Fixed  wireless:  the  not-ready-for-prime-timc  solution. 

Anderson  is  senior  managing  director  ofYankeetek 
Ventures,  a  Cambridge,  Mass.,  early-stage  venture  cap¬ 
ital  firm.  He  is  also  founder  of  The  Yankee  Group  and 
the  William  Porter  Distinguished  Lecturer  at  the  Mass¬ 
achusetts  Institute  of  Technology.  He  can  be  reached  id 
handerson  @yankeetek.  com. 
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ustomer  service  at  AirTran  Airways 
has  come  a  long  way  in  the  past  few 
months.  Prior  to  this  year,  if  you 
called  the  airline  —  which  operates 
about  300  daily  flights,  mostly  on 
the  East  Coast  —  to  find  out  about  flight  avail¬ 
ability  or  to  check  flight  delays,  chances  are 
you  would  have  waited  for  an  average  of  7 
minutes  before  your  call  was  picked  up  by  a 
call  center  representative.  It  would  have  taken 
an  additional  2  1/2  minutes  for  the  AirTran 
staffer  to  handle  the  calL 

If  you  make  a  similar  call  today  to  Air¬ 
Tran.  you  would  be  put  through  in  about  2 
seconds.  And  your  question  would  be 
answered  in  just  over  a  minute,  on  average. 

The  reason  for  the  dramatic  reduction  in 
customer  handling  times  —  and  associated 
costs,  such  as  800-number  toll  charges  —  is 


speech  recognition. 

After  years  of  hype  and  false  starts, 
automated  speech  recognition  (ASR)  tech¬ 
nology  is  ready  for  prime  time.  The  trend 
has  become  apparent  in  the  customer  ser¬ 
vice  arena,  especially  in  the  airline  indus¬ 
try,  which  has  been  one  of  the  most 
enthusiastic  adopters. 

Forget  listening  to  Muzak  for  5  minutes 
while  waiting  on  hold,  or  making  choices 
by  punching  strings  of  numbers  on  the  tele¬ 
phone  keypad.  Several  carriers  —  including 
AirTran  and  United  Airlines  —  have  shifted 
the  burden  of  relaying  flight  information 
stored  in  databases  from  customer  service 
representatives  to  automated  systems  which 
respond  to  customers’  voices. 

“As  an  organization,  we  understood  the 
significant  revenue  and  efficiency  gains 


available  to  those  which  offer  speech- 
enabled  services  to  enhance  consumer 
lifestyles  and  dramatically  surpass  the  cur¬ 
rent  limitations  of  touch-tone  technology,” 
says  Rocky  Wiggins,  AirTran  CIO. 

Besides  reducing  wait  times  and  cutting 
800-number  toll  costs,  he  says  the  new  ASR 
system  has  allowed  the  airline  to  transfer  its 
650  call  center  employees  to  sales  initia¬ 
tives,  customer  retention  duties  and  “coun¬ 
tering  competitive  initiatives.”  It  has  also 
boosted  morale,  he  adds. 

Other  applications 

GMAC  Mortgage  and  others  have  adopted 
voice-controlled  switchboards,  which  let 
callers  access  telephone  extensions  and  voice 
mail  by  speaking  a  name  or  department.  AOL, 
Yahoo  and  others  are  promoting  informa- 


Talking  the  talk 

How  does  voice  recognition  work  in  the  real  world? 
Network  World  tested  Airtran  Airways  toll-free 
information  hotline  (800  247-8726,  press  1 )  to  find 
out.  The  system,  which  uses  a  female  voice  to 
interact  with  callers,  was  very  smooth  overall  and 
understood  practically  everything  it  heard.  In  the 
end,  a  deliberate  error  on  the  part  of  the  caller 
prompted  the  system  to  pass  off  the  call  to  a  human 
representative.  Here's  a  transcript  of  the  dialog: 

Airtran:  Welcome  to  Airtran's  flight  information 
system.  If  you've  never  called  before,  say 
"instructions."  Do  you  know  the  flight  number? 

Network  World:  No. 

Airtran:  OK.  Do  you  want  arrival,  or  departure 
information? 

Network  World:  Departure. 

Airtran:  Great.  What's  the  departure  city? 
Network  World:  Atlanta. 

Airtran:  Thanks.  And  the  arrival  city? 
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Network  World:  The  Big  Apple. 


Airtran:  I'm  sorry,  I  didn't  understand.  What's  the 
arrival  city? 


Network  World:  New  York. 


Airtran:  I  need  to  know  which  airport  you  specifi¬ 
cally  want,  because  Airtran  serves  more  than  one 
airport  in  New  York,  New  York.  They  are  LaGuardia 
and  Newark  International.  Which  do  you  want? 


Network  World:  Newark. 


Airtran:  Thanks.  Is  it  departing  Wednesday, 
Thursday,  or  Friday? 


Network  World:  Monday. 


Airtran:  Sorry,  I  don't  have  flight  information  for 
Monday.  I  only  have  information  for  Wednesday, 
Thursday,  or  Friday.  If  you  need  schedule 
information,  say  "reservations." 


Network  World:  Reservations. 


Airtran:  Please  stay  on  the  line  while  I  transfer 
you  to  one  of  our  customer  service  agents. 
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tion-by-phone  services,  which  let  users  access 
stock  quotes,  news  headlines  and  even  e-mail. 

“There  are  numerous  applications  for  speech 
recognition  that  will  fuel  this  market  over  the 
next  year,”  predicts  Elizabeth  Herrell,  research 
director  at  Giga  Information  Group.  Besides 
automated  switchboards  and  voice  content 
providers,  she  expects  “voice-activated  car 
clients”  that  can  give  driving  directions  based 
on  voice  commands. 

Herrell  notes  that  the  accuracy  of  ASR  tech¬ 
nology  has  improved  to  the  point  that  users 
m  can  use  natural  speech,  rather  than  stilted 
menus.  “[This]  will  result  in  increased  market 
acceptance  of  speech  technology  in  both  busi- 
ness-to-business  and  business-to-consumer 
applications,”  she  says. 

Larry  Whitehead,  CTO  of  voice  content  portal 
Audiopoint,  says  a  proper  mix  of  functionality 
and  ease  of  use  is  crucial.  “We  believe  the  user 
interface  is  absolutely  the  most  important  chal¬ 
lenge,”  he  says.  “If  the  first  experience  is  poor, 
you  have  lost  the  caller  forever.  But,  for  the 
power  user,  if  the  service  is  slow  and  cumber¬ 
some,  you  will  lose  that  caller  as  well.” 

SpeechWorks,  a  major  player  in  the  voice- 
recognition  market,  realizes  the  importance  of  its 
text-to-speech  product  sounding  “natural”  One  of 
its  products.  Speechify,  is  used  by  AOL  and  Yahoo 
to  read  users’  e-mail  messages  over  the  phone. 
“Everyone  has  always  wanted  that  app,”  says 
Steve  Chambers,  a  SpeechWorks  vice  president 
“But  the  quality  of  the  text  to  speech  never  really 
supported  such  rigorous  use.  It  wasn’t  quite  as 
natural  sounding  as  people  wanted.” 

Accuracy  is  also  vital  to  building  trust,  Cham¬ 
bers  says.  SpeechWorks’  flagship  voice-recogni¬ 
tion  product,  SpeechWorks  6.5,  has  achieved 
between  97%  to  99%  accuracy  in  major  cus¬ 
tomer  deployments,  and  a  total  of  18  languages 
are  supported. 

Chambers  estimates  that  automated  customer 
service  can  result  in  dramatic  cost  savings: 
Industry  averages  are  typically  30  cents  to  45 
cents  per  minute  for  automated  systems,  com¬ 
pared  with  $3.50  per  minute  for  agent-assisted 
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calls.  “If  we  can  get  our 
needs  met  with  an  auto¬ 
mated  system  and  not  a 
live  agent,  it’s  far  cheap¬ 
er,”  he  explains,  citing 
reduced  staffing  costs  and 
shorter  toll  calls  as  the 
main  savings  points. 

Still,  the  initial  cost  of 
deploying  ASR  technology 
is  daunting  for  many  orga¬ 
nizations.  Chambers  says 

SpeechWorks  6.5  typically  costs  between  $500  to 
$1,500  per  port  for  installation,  while  Speechify 
costs  roughly  $650  per  port. 

Giga’s  Herrell  says  cost  may  discourage  all 
but  the  largest  companies  from  purchasing 
speech  recognition  technology.  However,  she 
points  to  hosted  voice  services  as  an  option  for 
midsized  firms. 

Hooking  up  the  back  end 

William  Meisel,  president  of  TMA  Associates, 
a  speech  industry  consulting  firm,  identifies 
another  obstacle  to  voice-recognition  deploy¬ 
ments:  “The  biggest  barriers  [include]  the  per¬ 
ception  that  creating  such  applications  takes 
talents  that  corporate  IT  or  telecom  depart¬ 
ments  don’t  have,”  he  says. 

Implementing  ASR  is  not  simply  a  matter  of 
installing  an  off-the-shelf  application.  For  Air- 
Tran,  it  took  eight  months  of  evaluation,  coor¬ 
dination  and  “tuning”  before  the  first  call  could 
be  handled  in  January. 

“One  of  the  most  difficult  deployment  tasks, 
directly  correlated  to  the  project’s  overall  suc¬ 
cess  or  failure,  was  the  integration  of  this  new 
technology  within  an  existing  infrastructure 
composed  of  legacy  systems,  disparate  data¬ 
bases,  nonstandard  platforms  and  an  enter¬ 
prisewide  technology  upgrade  and  replacement 
initiative  still  in  process,”  AirTran’s  Wiggins  says. 

The  project  began  in  May  2000,  when  Air- 
Tran  contracted  SpeechWorks  and  Commerce- 
Quest,  a  Tampa,  Fla.,  firm  specializing  in  the 
integration  and  deployment  of  IBM  MQSeries 
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Callers  to  AirTran's  reservation  system  converse  with  a  voice  response  unit  that 
can  collect  information  from  the  flight  information  database. 
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and  XML  technologies.  SpeechWorks  develop¬ 
ers  and  speech  scientists  worked  with  staff 
from  AirTran’s  reservations,  customer  service 
and  marketing  departments  to  create  a  series 
of  “call-flow  dialog  modules,”  which,  when 
paired  with  voice  queries,  could  lead  cus¬ 
tomers  through  the  process  of  getting  infor¬ 
mation  about  flight  availability  and  schedules. 

Meanwhile,  AirTran’s  telephony  specialists  and 
systems  administrators  worked  with  Commerce- 
Quest  to  identify  the  integration  points  within 
the  airline’s  databases.  The  application  call  flow 
(see  graphic,  above)  is  controlled  by  Speech- 
Works  InterVoice/Brite  NSP-5000  Voice  Response 
Unit  (VRU).  After  arriving  at  the  VRU,  the  caller’s 
request  is  turned  into  an  XML  document  and  sent 
to  the  MQSeries  server  on  the  outbound  message 
queue.  Via  MQSeries  APIs,  AirTran’s  Bornemann 
FliteTracDB  is  queried  for  flight  information.  The 
response  takes  the  reverse  path  and  sits  on  the 
inbound  message  queue  at  the  VRU  until  the 
phone  line  number  that  initially  sent  out  the 
request  removes  it.  If  a  reply  is  not  received  with¬ 
in  5  seconds,  the  VRU  will  time  out,  and  the  caller 
will  be  transferred  to  a  customer  service  agent 

But  there  are  still  some  bugs  to  be  iron  to  out. 
AirTran’s  automated  flight  information  system 
responds  quickly,  but  caller  interaction  is  not 
yet  as  seamless  as  speaking  with  a  real  person. 
SpeechWorks  and  CommerceQuest  are  still  fine 
tuning  the  system. 

Nevertheless,  ASR  technology  has  passed  out 
of  the  realm  of  science  fiction  and  is  making 
inroads  in  corporate  America.  A 
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TIRE  RECALL  FLATTEN  S 
FIRESTONE’S  WEB  SITE 


BY  SUZANNE  GASPAR 

t  an  1 1  a.m.  press  conference  last  Aug.  9, 
Bridgestone/Firestone  announced  a  vol¬ 
untary  recall  of  more  than  six  million 
tires,  triggering  a  deluge  of  hits  on  the 
company’s  Web  site,  www.firestone.com. 

Alan  Lindsey,  manager  of  network  ser¬ 
vices  for  the  e-commerce  department  at 
Bridgestone/Firestone,  says  the  site  was 
geared  up  to  handle  several  times  the 
typical  amount  of  traffic.  But  he  never 
anticipated  that  hits  would  reach  100 
times  the  normal  level,  and  he  was  unaware  that 
CNN  had  broken  the  recall  story  the  night  before  the 
press  conference. 

“People  were  waking  up,  checking  the  news  and 
hitting  the  Internet,”  Lindsey  says.The  announcement 
generated  so  many  page  requests  that  the  company’s 
Web  server,  based  at  headquarters  in  Nashville  became 
overloaded.  Response  times  slowed  to  a  crawl. 

A  protocol  analyzer  revealed  that  between  8:30 
a.m.  and  10:30  a.m.  only  20%  of  end  users  were  get¬ 
ting  through  to  the  site;  the  other  80%  had  their 
connections  time  out. 

“It  was  very  difficult  to  estimate  that  and  plan  ahead 
to  provide  that  kind  of  bandwidth,”  Lindsey  says. “Even 
if  you  did,  having  that  all  come  in  to  one  site  would 
still  not  give  us  the  kind  of  advantage  of  being  able  to 
disperse  content  closer  to  the  user.” 

Around  10:30  a.m.,  IT  made  the  first  of  several  calls 
to  Mirror  Image,  a  content-delivery  services  provider 
Bridgestone/Firestone  talked  to  before  the  tire  recall. 
For  several  months,  IT  had  been  researching  various 
Internet  technologies  for  streaming  audio/video  and 


Company  turns  to  content- 
delivery  services  provider  to 
increase  mileage  of  origin 
Web  server. 


voice  over  IP,  and  was  impressed  with  Mirror  Image. 

At  lunchtime,  typically  a  busy  period  for  Web 
activity,  traffic  spiked  at  the  Bridgestone/Firestone 
site,  Lindsey  says,  and  performance  got  even  worse. 

Negotiations  with  Mirror  Image  continued  into  the 
afternoon,  and  as  the  evening  rush  hour  wound  down, 
Bridgestone/Firestone  gave  Mirror  Image  the  green 
light  to  move  forward  with  caching  the  corporate  site, 
even  though  the  Mirror  Image  service  was  still  in  beta. 

Lindsey  says  IT  worked  with  Mirror  Image  for  the 
next  few  hours  to  change  the  code  on  the  Web  site, 
and  by  10  p.m.,  www.firestone.com  was  back  up  and 
ready  for  anything. 

He  adds  that  the  technical  requirements  were  rela¬ 
tively  simple.  “We  had  to  change  code  on  our  Web 
page  and  make  some  DNS  changes,  upload  the  infor¬ 
mation  to  one  of  their  servers  and  that  was  it.That 
information  was  replicated  to  the  rest  of  the  Mirror 
Image  content  access  points.” 

The  way  Mirror  Image’s  instaContent  services 
works,  www.firestone.com  serves  all  the  static  con¬ 
tent  on  its  main  Web  page  directly  to  the  end  user. 
Graphical  objects  are  served  up  front  whichever  of 
the  22  Mirror  Image  content  access  points  is  closest 
to  the  end  user. 


Putting  content  as  close  to  the  customer  as  possible 
results  in  quicker  response  times,  says  Len  Harrison, 
director  of  IT  infrastructure  for  Bridgestone/Firestone. 

Reports  from  Mirror  Image  on  the  first  few  days’ 
activity  showed  that  content  availability  was  in  the 
99%  range  and  user  response  time  was  averaging 
about  3  seconds. 

The  reports  also  showed  that  at  some  of  the 
busier  sites  —  Washington,  D  C.,  Chicago  and  Los 
Angeles  —  response  times  were  5  seconds  and  avail¬ 
ability  was  98%. 

Monitoring  the  situation  on  its  end,  Mirror  Image 
tuned  its  network  to  handle  the  higher  load  at  those 
locations,  says  Bob  Hammond,  senior  vice  president  of 
technology  planning  and  corporate  development  tor 
Mirror  Image  Internet. 

Bridgestone/Firestone  declined  to  say  how  much 
the  Mirror  Image  services  cost,  but  pricing  is  based  on 
megabits  of  data  delivered  to  customers. 

Each  content  access  point  consists  of  about  500 
square  feet  of  collocation  space,  typically  housed  with 
Web  hoster  Exodus. 

For  Mirror  Image,  adding  capacity  is  easy.  IT  simply 
walks  into  any  of  the  22  buildings  to  slide  in  another 
box,  Hammond  says. 

While  more  than  six  million  tires  have  been  re¬ 
placed  since  the  recall  was  announced,  traffic  at  www. 
firestone.com  remains  at  50%  above  normal.  Looking 
back,  Lindsey  says  providing  the  scalability  and  the 
bandwidth  in  such  a  short  amount  of  time  would  have 
been  difficult  without  Mirror  Image. 

“If  we  had  to  order  additional  Internet  pipes  or 
tried  to  move  the  site  somewhere  else,  we  would  have 
probably  been  looking  at  several  days  of  downtime  vs. 
12  hours,”  he  adds.  S 


Where  the  rubber  meets  the  road 

Bridgestone/Firestone's  Web  site  delivers 

static  content,  while  dynamic  content  is  served 

by  the  optimal  Mirror  Image  cache. 

Q  New  Hampshire  end  user's  browser  contacts 
www.firestone.com,  which  serves  static 
content  back  to  the  end  user. 

©  Requests  for  dynamic  content  are  routed  to 
Mirror  Image  DNS  servers  in  Waltham,  Mass. 

Q  Mirror  Image  DNS  servers  determine  which 
content  access  point  (CAP)  can  deliver  dynamic 
content  the  quickest. 

O  The  optimal  Mirror  Image  CAP  forwards  the 
cached  objects/graphics  to  the  end  user. 
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The  skinny  nn 
your  network 


While  Con  figureso  ft's  ECM  and  Ecora's  IT 
Auditor  for  Windows  can  tell  you  more 
about  the  computers  on  your  network 
than  you  ever  thought  to  ash,  ECM  is  the 
more  useful  of  the  two. 


BY  BARRY  NANCE, 

NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 


Can  you  ever  have  too 
much  information 
about  the  computers 
on  your  network?  We 
think  so.  Documenting 
a  network  and  its  nodes  is  a  useful 
undertaking  only  if  it  leads  to  solving  a 
problem  or  saving  time  you  otherwise 
would’ve  spent  doing  the  job  manu¬ 
ally.  Within  this  narrow  but  results- 
oriented  focus,  a  number  of  software 
products  claim  to  provide  the  right 
amount  of  detail  about  your  network. 
Solving  problems  —  or  better  yet, 
avoiding  them  —  is  the  raison  d’etre 
for  these  automated  data  collection 
and  presentation  tools.  We  evaluated  a 
pair  of  these  tools  to  discover  whether 
they  supply  too  little,  too  much  or  just 
the  right  amount  of  information. 

If  you  don’t  care  how  many  com¬ 
puters  are  on  your  network,  much 
less  how  they’re  configured,  stop 
reading.The  documentation  software 
we  reviewed  are  intended  for  net¬ 
work  administrators  who’ve  spent  far 
too  much  time  resetting  network  and 
system  configuration  data  on  misbe¬ 
having  server  and  client  machines. 

Configuresoft’s  Enterprise  Configu¬ 
ration  Manager  (ECM)  3  5  and  Ecora’s 
IT  Auditor  for  Windows  1 .4.3- 1 36  will 
document  your  network’s  computers, 
but  they  work  in  sharply  different 
ways.  ECM  gathers  an  unbelievable 
and  nearly  overwhelming  wealth  of 
detail  from  the  Windows  NT  and  2000 
machines,  either  servers  or  clients,  on 
which  you  install  Configuresoft  Dis¬ 
tributed  Component  Object  Model 
(DCOM)  agents.  In  contrast,  IT  Auditor 
needs  no  agents,  but  it  gathers  infor¬ 
mation  only  from  servers.  ECM  re¬ 
ports  a  ream  of  data  on  every  com¬ 
puter,  most  of  which  you’ll  never 
need.  While  even  the  short  version  of 
IT  Auditor’s  reports  are  verbose,  they 
contain  useful  nuggets  of  server  con¬ 
figuration  data. 

Our  tests  showed  ECM  is  the  better 
tool  for  monitoring  and  troubleshoot¬ 
ing  Windows  machines,  but  we 
wouldn’t  use  it  for  collections  of 
more  than  about  5,000  clients. When 
used  strictly  to  help  manage  Windows 
servers  or  on  small  Windows-based 
networks,  however,  ECM  is  an  ex¬ 
tremely  useful  tool.  IT  Auditor’s 
server-only  reports  are  less  useful  and 
its  data  collection  process  is  slower 
than  molasses  in  January. 

A  flood  of  detail 

ECM  supplies  more  detail  about 
each  agent-equipped  Win  2000  and 
NT  computer  than  you’d  ever  think  to 
ask  for.  Unfortunately,  it  doesn’t  offer 
configuration  management  for  Win¬ 
dows  95/98/Millennium  Edition. 

ECM’s  details  include  free  disk  space, 
event  log  entries,  device  drivers,  file 
and  printer  shares,  installed  software, 


running  processes,  services,  user  IDs, 
passwords,  registry  keys  and  values. 

We  found  ECM’s  detail  overwhelm¬ 
ing.  When  we  used  the  ECM  data  to 
troubleshoot  client  configuration 
problems,  drilling  down  through  the 
mass  of  configuration  data  was  easy 
only  for  a  small  to  moderate  number 
of  clients.  For  large  client  populations 
(more  than  3,000  computers),  using 
the  ECM  data  to  solve  a  problem  with 
a  specific  client  node  would  be 
tedious  and  time-consuming.  On  the 
other  hand,  on  an  ongoing  basis,  moni¬ 
toring  client  configuration  changes 
with  ECM  to  stay  ahead  of  problems 
(such  as  running  out  of  local  disk 
space)  is  easy.  Similarly,  monitoring 
Windows-based  servers  with  ECM 

NetResults 


adds  an  incremental  assurance  that 
those  servers  will  remain  healthy  and 
available.  Judiciously  using  ECM  to 
manage  only  server  configurations  is  a 
smart  and  creative  application  of 
ECM’s  abilities. 

ECM  stores  its  collected  configura¬ 
tion  data  in  a  SQL  Server  7.0  database 
(that  you  must  buy  separately),  and  its 
30  built-in  reports  use  SQL  queries  to 
retrieve  the  data.  ECM  also  worked 
well  with  SQL  Server  2000.  Obtaining 
an  ECM  report  is  a  matter  of  choosing 
a  report  in  ECM’s  report  module,  mod¬ 
ifying  the  associated  SQL  query  to 
contain  any  selection  criteria  you 
want  to  apply  and  then  running  the 
query.  Once  you’ve  prepared  baseline 
reports,  you  can  tell  ECM  to  thereafter 
show  just  changes  to  the  baseline.  Its 
Microsoft  SQL  Server  requirement 
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means  you’ll  perform  a  moderate 
amount  of  database  administration.  Be 
aware  that  you  won't  need  to  design 
database  schemas,  but  you  will  have  to 
set  up  the  back-up/restore  operational 
procedures  and  keep  an  eye  on  the 
database  server. 

Ecora’s  IT  Auditor  for  Windows  will 
collect  data  on  your  Win  2000  and  NT 
servers.  It  gathers  data  on  running 
applications,  Dynamic  Host  Configura¬ 
tion  Protocol  and  Domain  Name  Sys¬ 
tem  settings,  event  log  entries,  file  and 
print  shares,  hardware  settings,  in¬ 
stalled  operating  system  particulars, 
user  IDs  and  groups,  serv  er  policies, 
services,  file  replication  specifica¬ 
tions, TCP/IP  settings  and  domain  con¬ 
troller  details.  IT  Auditor  for  Windows 
doesn’t  monitor  clients,  which  leaves 
the  vast  majority  of  your  computers’ 
configurations  unwatched.  However, 
if  you’re  only  interested  in  servers  or 
dead  set  against  installing  agents  on 
client  machines,  IT  Auditor  is  your 
kind  of  tool. 

IT  Auditor  gets  confused  in  the 
presence  of  workgroup  (peer)  Win 
2000  and  NT  servers.  It  lets  you  select 
the  workgroup  as  if  it  were  a  domain, 
but  then  fails  to  gather  any  configura¬ 
tion  information  from  the  work¬ 
group’s  computers.  Using  the  IT  Audi¬ 
tor  reports  to  troubleshoot  server 
problems  is  more  difficult  than  using 
ECM’s  because  the  information  is 
embedded  throughout  a  series  of 
Web  pages  or  Microsoft  Word  docu- 
ments.You  can  navigate  through  the 
pages  and  documents  by  title  and  sub¬ 
ject,  but  drilling  down  to  a  specific 
server’s  configuration  (in  a  large  pool 
of  such  servers)  is  labor-intensive. 

IT  Auditor  for  Windows  emits  a  set 
of  reports  each  time  it  collects  server 
configuration  settings.  The  reports  are 
the  data  repository;  it  doesn’t  store 
configuration  data  in  a  relational  data¬ 
base.  IT  Auditor  produces  short-ver¬ 
sion  and  long-version  reports  in  Web 
page,  comma-separated-value  (CSV) 
and  Word  document  formats.  Disap¬ 
pointingly,  the  Word  documents  in  our 


Enterprise  Configuration  Manager  3.5 

SCORE:  3.5  COMPANY:  Configuresoft,  (719)  447-4600,  www. 
configuresoft.com  PRICE:  $775  per  server  plus  $30  per  client  PROS:  Well- 
indexed  collection  of  configuration  detail.  CONS:  Only  works  with  Windows 
NT/2000,  using  ECM  with  tens  of  thousands  of  PCs  can  be  difficult. 


IT  Auditor  for  Windows  1.4.3.136 

SCORE:  2.9  COMPANY:  Ecora,  (877)  923-2627,  www.ecora.com  PRICE: 
$1,000  per  server  PROS:  Simple,  easy-to-use  interface;  doesn't  need  agents. 
CONS:  Glacially  slow;  configuration  data  embedded  in  wordy  reports. 
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standard  of  excellence;  4:  Very  good  showing.  Although  there  may  be  room  for  improvement,  this  product  was  much  better  than  average;  3:  Average  showing  in  this  category.  Product  was  neither  especially 
good  nor  exceptionally  bad;  2:  Below  average  Lacked  some  features  or  lower  performance  than  other  products,  or  than  was  expected;  1:  Considerably  subpar.  or  lacking  features  being  reviewed. 
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tests  consisted  of  the  same  HTML  as 
the  Web  page  reports. The  Web  page, 
short-  version  report  wasn’t  all  that 
short,  containing  entries  such  as  “If  it 
needs  to,  Windows  can  move  pieces 
of  the  operating  system  to  the  hard 
disk  to  free  up  memory”  to  describe 
Win  2000  and  NT  memory  paging. 
When  you  ’re  in  the  midst  of  solving  a 
problem,  such  verbiage  is  less  than 
helpful.The  long  version  contains 
paragraph  after  paragraph  of  Win¬ 
dows  server  tutorial  —  material  you’ll 
find  superfluous.  Importing  the  CSV 
files  into  Excel  takes  just  a  single 
mouse  click.  IT  Auditor  can  also  pro¬ 
duce  Visio  diagrams  of  the  servers  in 
your  domains  if  you  have  Visio 
installed  on  the  same  machine  as  IT 
Auditor.  Like  ECM,  IT  Auditor  can  fil¬ 
ter  to  display  just  those  server  para¬ 
meter  values  that  have  changed  since 
the  last  time  IT  Auditor  was  run. 

Other  versions 

Because  its  agents  are  DCOM-based, 
ECM  is  Windowscentric  and  of  little 
help  in  documenting  Macintosh  or 
Unix  machines.  While  IT  Auditor  for 
Windows  gathers  data  only  from  Win 
2000  and  NT  servers,  Ecora  has  re¬ 
leased  a  version  of  IT  Auditor  for  the 
Solaris  operating  system.  We  didn’t  test 
the  Solaris-oriented  product,  but  the 
platform  neutrality  the  Solaris  version 
represents  is  an  encouraging  sign  that 
Ecora  understands  not  all  companies 
run  Windows  exclusively. 

Ecora  offers  versions  of  IT  Auditor 
for  Oracle,  Exchange,  Cisco  routers 
and  Lotus  Domino.We  tested  Ecora’s 
Oracle  documentation  tool  and  found 
it  excelled  at  revealing  useful  detail 
about  the  multiple  instances  of  the 
Oracle  8i  database  product  running  in 
our  lab. 


How  we  did  it 


We  installed  ECM  and  IT  Auditor  for 
Windows  on  our  six-segment  Fast  Ether¬ 
net  network.  Each  segment  consisted  of 
a  NetWare  5.0,  Windows  NT  4.0  or  Win¬ 
dows  2000  file  server,  an  Oracle  8i, 
Microsoft  SQL  Server  or  Sybase  Adap¬ 
tive  Server  database  server,  a  Netscape 
or  Internet  Information  Server  (IIS)  Web 
server  and  10  Windows  98,  Win  2000 
Professional,  NT,  Macintosh  System  8, 
Red  Flat  Linux  6.2  and  OS/2  Warp  4.0 
clients.  Each  segment  also  had  an 
SNMP-manageable  switch,  Lucent  or 
Cisco  router,  Frame  Relay  DSU/CSU  and 
an  SNMP-manageable  hardware  probe. 

The  ECM  and  IT  Auditor  for  Windows 
server  components  ran  on  a  NT  4.0  Ser¬ 
vice  Pack  5  Gateway  NS-8000  computer 
with  dual  333-MFHz  Pentium  II  proces¬ 
sors,  51 2M  bytes  of  RAM  and  three  96- 
byte  SCSI  RAID  drives.  ECM  stored  its 
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IT  Auditor  for  Windows,  which  only  captures  configuration  data  for  Windows  NT 
and  2000  servers,  offers  its  results  as  Web  pages,  Microsoft  Word  documents  or 
comma-separated-value  files  suitable  for  importing  into  Microsoft  Excel. 


Neither  ECM  nor  IT  Auditor  for  Win¬ 
dows  was  particularly  quick  about  col¬ 
lecting  configuration  data,  but  IT  Audi¬ 
tor  was  downright  glacial  as  it  queried 
our  lab’s  Win  2000  and  NT  server 
computers.  In  our  tests,  IT  Auditor 
took  several  minutes  per  server  to 
gather  configuration  data.  Document¬ 
ing  a  server  farm  of  500  machines 
would  consume  nearly  two  days  of  IT 
Auditor  run-time.  Fortunately,  ECM  and 
IT  Auditor  for  Windows  have  schedul¬ 
ing  modules,  which  we  used  to  rele¬ 
gate  the  data  collection  operation  to 
off-peak  hours  (or  days).  In  addition, 
ECM’s  scheduler  can  poll  each  ECM 
agent  at  agent-specific  intervals.  Inter¬ 
rupting  (pausing)  the  data  collection 
efforts  of  either  product  meant  restart¬ 
ing  from  the  beginning.  Network  uti¬ 
lization  rose  almost  imperceptibly  dur- 


results  in  a  Microsoft  SQL  Server  7.0 
relational  databases  running  on  a  Win¬ 
dows  NT  4.0  Service  Pack  5  Gateway 
NS-7000  computer  with  a  single  333- 
MHz  Pentium  II,  51 2M  bytes  of  RAM  and 
six  9G  bytes  SCSI  RAID  drives. 

In  each  test,  we  looked  at  ECM's  and 
IT  Auditor  for  Windows'  ability  to 
report  on  the  configurations  of  our  net¬ 
work  nodes,  troubleshoot  problems  and 
keep  the  network's  computers  running 
smoothly.  We  evaluated  each  product's 
user  interface  and  measured  how  much 
time  and  network  bandwidth  each 
needed  to  collect  network  node  config¬ 
uration  data.  To  determine  accuracy,  we 
visited  each  client  and  server  to  verify 
each  machine's  configuration  settings 
via  built-in  Windows  tools  such  as  the 
Control  Panel's  Network  object  and  the 
32-bit  Registry  Editor. 


ing  each  product’s  data  collection 
effort,  suggesting  that  the  monitoring 
computer’s  processing  speed  might 
be  the  bottleneck  for  both  network 
documentation  products. 

Configuring  the  configuration  tools 

To  help  drill  down  to  just  the  infor¬ 
mation  you’re  looking  for,  ECM’s  cen¬ 
tral  console  has  an  expandable/col¬ 
lapsible  tree  view  user  interface.  For  a 
selected  entry  in  the  left  tree  window, 
ECM  on  the  right  shows  a  list  of  con¬ 
figuration  values.  For  example,  the 
configuration  values  for  user  accounts 
include  scope,  account  ID,  last  logon 
date  and  time,  full  name  and  other 
details.The  separate  reports  module 
shows,  for  each  report,  a  description 
of  the  report,  the  SQL  query  that  pro¬ 
duces  the  report  and  a  view  of  the 
generated  report  data.  Clicking  on  a 
menu  item  labeled  “Run  SQL  Query” 
runs  the  report. 

ECM  also  has  a  read-only  Web  inter¬ 
face  for  viewing  network  node  config¬ 
urations.  From  within  the  ECM  central 
console,  you  can  launch  modules  to 
specify  agent  polling  schedules,  ECM 
installation  option  changes  and  any  of 
the  great  number  of  ECM  parameters 
for  controlling  ECM’s  collection  of 
configuration  data.These  parameters 
include  filters  for  including  or  exclud¬ 
ing  domains,  filters  for  which  registry 
entries  to  inventory,  rules  for  monitor¬ 
ing  processes  in  agent-equipped  net¬ 
work  nodes  and  a  checklist  for 
spelling  out  which  security-related 
data  to  gather. 

IT  Auditor’s  interface  is  by  far  the 
simpler  and  easier  to  use  of  the  two. 
With  it,  you  select  domains  (and, 
optionally,  computers  within  domains) 
for  which  you  need  to  see  configura¬ 
tion  data.  After  the  interminably  slow 
two-phase  data  collection  operation, 


IT  Auditor  files  the  results  in  a  folder 
and  displays  a  list  of  the  folder’s  con¬ 
tents.  For  each  collection  operation, 
the  resulting  six  objects  in  the  folder 
are  a  file  of  CSV  user  data,  a  file  of  CSV 
general  configuration  data  and  the 
short  version  and  long  version  of  the 
configuration  data  rendered  as  Web 
pages  and  Word  documents  (contain¬ 
ing  HTML,  not  textual  report  data). 

ECM  includes  a  printed  user  guide 
and  “getting  started”  guide,  but  Ecora’s 
documentation  is  only  available  on¬ 
line.  Both  products’  documentation  is 
clear  and  comprehensive,  although 
the  discussion  on  the  ECM  configura¬ 
tion  (general)  window  is  too  brief  to 
fully  explain  all  the  user  options. 
Installing  ECM  and  IT  Auditor  for  Win¬ 
dows  is  simple  and  straightforward. 
Configuresoft’s  wizard  for  setting  up 
SQL  Server  7.0  flawlessly  built  ECM’s 
tables  and  views,  and  it  was  nearly  a 
seamless  part  of  the  ECM  installation. 

To  the  extent  you  have  to  trouble¬ 
shoot  what  you  suspect  are  server  or 
client  configuration  problems,  ECM 
and  IT  Auditor  for  Windows  can  pro¬ 
vide  clues  that  help.  Neither  product 
has  a  knowledge-based  artificial  intel¬ 
ligence  interface  to  lead  you  through 
a  diagnostic  effort,  but  both  products 
would  benefit  from  such  a  feature. 
ECM  provides  far  more  detail  than  IT 
Auditor,  and  ECM  is  a  better-indexed 
source  of  configuration  data.  We  rec¬ 
ommend  you  look  closely  at  ECM  as  a 
server  management  tool,  but  sites 
with  more  than  about  5,000  PCs 
won’t  find  ECM  an  effective  client 
configuration  manager. 

Nance,  a  software  developer  and 
consultant  for  29  years,  is  the  author 
of  Introduction  to  Networking,  4th 
Edition  and  Client/Server  LAN  Pro¬ 
gramming.  You  can  contact  him  at 
harryn@erols.com. 
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Nance  is  also  a  member  of 
the  Network  World  Global  Test 
Alliance,  a  cooperative  of  the 
premier  reviewers  in  the  net¬ 
work  industry,  each  bringing 
to  bear  years  of  practical  expe¬ 
rience  on  every  review.  For 
more  Test  Alliance  information, 
including  what  it  takes  to 
become  a  member,  go  to 
www.  nufusion.  com/alliance. 


70  Network  World  June  4,  200  1  www.nwfusion.com 


THE  BOOK  OF  (©BUSINESS 


OPERATING  SYSTEMS: 

IF  YOU  CAN’T  DECIDE,  THEN  DON’T. 


MAKING  DECISIONS  is  never  easy.  In 
fact,  sometimes  it’s  downright  confusing.  Take 
operating  systems.  Nowadays  everyone  is  talking 
about  the  beauty  of  open  standards  platforms  like 
Linux.®  But  you’re  not  ready  to  abandon  the 
proven  mission- critical  reliability  of  UNIX?  It’s  a 
real  dilemma.  You  want  all  the  familiar  assurance 
of  UNIX  now,  but  you  may  want  to  try  some 
Linux  apps  later. 

Good  news.  Introducing  IBM  A1X®  5L,  the 
newest  release  of  IBM’s  industry-leading  UNIX. 


Just  as  ever,  AIX  is  a  proven  infrastructure 
powerhouse,  running  on  the  world’s  fastest  UNIX 
Web  server,  the  IBM  @  server  pSeries.1  With  the 
arrival  of  AIX  5L,  the  AIX  family  now  runs 
Linux-based  applications  —  so  applications 
that  run  on  Linux  also  run  on  AIX  5L.  And 
interoperate  smoothly  across  mixed  environments. 
In  other  words,  the  best  of  both  worlds. 

To  find  out  how  to  bring  the  flexibility  and 
reliability  of  AIX  5L  to  your  infrastructure,  visit 
ibm.com/AIX5L 


@  business  infrastructure 


*LEG.4L  \OTE  'Based  on  SPECweb99  benchmark  results  for  pSeries  680,  current  as  of  04/20/01.  See  www.spec.org  for  details.  IBM,  the  e-business  logo,  AIX  and  pSeries  are  trademarks  or  registered  trademarks  of  IBM 

Linux  is  a  registered  trademark  of  Linus  Torvalds.  UNIX  is  a  registered  trademark  of  The  Open  Group.  ©2001  IBM  Corporation.  All  rights  reserved. 
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inding  contract  work 


Should  an  IT  consultant  go  it 
alone  or  rely  on  an  agency 
to  line  up  assignments?  It 
depends  on  the  reach  of 
your  personal  network. 


BY  JOHN  ROSSHEIM 

hen  network  engineer  Barry 
Katzman  decided  to  become  a 
consultant  in  1994,  cash  envy 
had  a  lot  to  do  with  it.  “All  these 
guys  used  to  brag,  I  make  twice 
as  much  as  you  do,’  ”  he  says. 

Katzman  didn’t  get  mad;  he  got  even.  He  asked  a 
friend  to  put  him  in  touch  with  a  contract  recruiter. 
Before  long, “I  basically  doubled  my  salary,”  says  the 
Long  Beach,  N.Y.,  independent  who  specializes  in  net¬ 
works  for  financial-trading  floors. 

If  contract  agencies  brought  him  such  lucrative 
work,  why  did  he  cut  them  out  of  his  consulting  prac¬ 
tice  about  four  years  ago?  Katzman  says  it  was  simple: 
He  didn’t  need  them  to  get  the  work,  and  without  the 
middlemen  he  could  make  even  more  money. 

Indeed,  a  dynamic  strategy  for  choosing  channels  to 
obtain  contract  work  —  through  an  agency  or  via  your 
own  professional  network  —  is  critical  to  the  business 
plan  of  anyone  who  wants  to  quit  his  job  and  start  an 
independent  consulting  practice. 

For  consultants,  the  primary  advantage  of  contract 
agencies  is  that  they  find  work  for  you. “We  start  mar¬ 
keting  people  [for  new  projects]  three  months  before 
their  contract  ends,”  says  Christine  Warren,  CEO  of 
ITProfiler,  a  placement  firm  in  West  Chester,  Pa.  So 
you’ve  got  to  be  honest  with  yourself  and  ask, “When 
was  the  last  time  I  started  planning  a  career  move  that 
far  in  advance?” 

Some  believe  that  agencies  also  offer  a  quality 
advantage.  “A  lot  of  the  more  interesting  work  will  only 
come  through  an  agency,”  says  Jai  Shekhawat,  a  former 
contract  programmer  who  is  now  CEO  of  Fieldglass,  a 
Chicago  company  that  makes  software  for  managing 
contingent  workers. 

Many  employers  prefer  to  have  a  recruiter  prequalify 
candidate  contractors.  “When  we  have  a  candidate 
dropped  in  our  lap  [by  an  agency],  80%  of  the  work  is 
done,”  says  John  Runnels,  CTO  of  WebSite.  ws,  a  domain 
name  registrar  in  Carlsbad,  Calif.  For  this  reason,  and  to 
avoid  legal  exposure,  many  Fortune  500  companies 
prefer  to  hire  contractors  through  agencies,  according 
to  Brian  Newkirk,  vice  president  of  recruiting  for  Com- 
sys  Information  Technology  Services  in  Houston. 

So  why  not  get  all  your  consulting  work  through 


agencies?  For  one  thing,  in  many  arcane  niches  of  net¬ 
work  engineering,  recruiters  just  won’t  appreciate 
what  you  have  to  offer.  Many  network  consultants  do 
work  that  is  “far  more  specialized  than  any  staffing 
agency  could  begin  to  understand,”  Shekhawat  says. 

Are  you  a  “top  gun”  Unix  specialist  with  a  lot  of 
experience  in  VPN  and  PKI?  Many  recruiters  will  just 
scan  your  acronyms  into  their  databases  and  hope  for 
the  best.Tve  never  used  an  agency,  and  I  don’t  know 
of  any  network  integration  agencies  in  the  San  Diego 
area,”  says  Matthew  Strebe,  owner  of  consulting  firm 
Netropolis  and  author  of  From  Serf  to  Surfer:  Becom¬ 
ing  a  Network  Consultant. 

But  network  consultants  say  the  biggest  reason  to 
avoid  agencies  is  the  bottom  line. “The  main  difference 
between  contractors  who  find  their  own  clients  and 
those  who  use  a  third-party  firm  is  that  the  rates  of  the 
latter  group  are  lower,”  says  Janet  Ruhl,  owner  of  the 
consulting-rates  database  RealRates.com,  and  author  of 
The  Computer  Consultant's  Guide:  Real-life  Strategies 
for  Building  a  Successful  Consulting  Career. 

Katzman ’s  experience  bears  this  out.  He  says  he 
might  bill  a  client  $  170  per  hour  for  a  job  that  would 
pay  him  $  1 30  per  hour  through  an  agency.  Even  ITPro- 
filer’s  Warren  acknowledges  a  contract  through  a  third 
part)'  paying  $70  per  hour  would  probably  earn  $  100 


per  hour  for  an  independent  contractor  billing  a  client 
directly.  If  you  can  keep  busy  with  billable  hours  —  and 
that’s  a  big  if  —  you’ve  got  a  whopping  incentive  to  go 
it  alone,  even  assuming  you  must  buy  your  own  bene¬ 
fits  and  pay  the  self-employment  tax,  as  many  agencies 
will  force  you  to  do  anyway. 

If  agencies  are  not  a  desirable  end,  they  may  certainly 
be  a  stepping  stone  toward  independence.“You  should 
absolutely  be  plugged  in  with  some  agencies,” 
Shekhawat  says.  “There  is  no  downside,  especially  in  the 
early  days  of  your  venture,  when  you  need  a  hedge.” 

Agencies  may  come  in  handy  when  your  own  mar¬ 
keting  efforts  come  up  dry.  “After  a  certain  amount  of 
time  has  passed,  working  is  always  better  than  sitting 
on  the  bench,”  says  RealRates.com ’s  Ruhl. “It  is  foolish 
to  consider  one  way  of  working  superior  to  another.” 

Katzman  concurs.  “To  get  to  the  point  where  the 
referrals  just  come  in,  you  need  to  go  to  these  third- 
party  agencies,”  he  says.Even  when  you  work  with 
agencies,  “it  really  boils  down  to  who  you  know,  who 
you’ve  worked  for,”  Katzman  says. 

So  whether  you  go  it  alone  or  depend  heavily  on 
recruiters,  you’ve  got  to  be  good  at  networking. 

Rossheim  is  a  freelance  writer  in  Providence,  R.I. 
He  can  be  reached  at  john@rossheim.com. 
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TECHNOLOGIES 


8  New  England  Executive  Park 
Burlington,  MA  01803 


Our  Advanced 
IP  Service  Features 


Looking  for  an  abundance 
of  fruitful  services? 


The  Quarry  Technologies'  iQ  product 
family  provides  a  comprehensive 
assortment  of  customized  IP 
services  on  demand. 


Our  solution  opens  up  a  whole 
new  realm  of  revenue-generating 
opportunities  for  service 
providers,  helps  them 
develop  a  loyal  clientele, 
and  maximizes  the  long¬ 
term  profitability  of 
their  networks. 


At  Quarry  Technologies, 
we're  providing  the 
solution  that  delivers 
Intelligence  for  the 
Service  Edge . 


For  more  information,  please 
call  1.888.291.1200,  or  visit 
www.quarrytech.com. 


The  Quarry  Technologies  iQ  series  of  IP  Service 
Edge  Switches  and  iQSMS™  Service  Manage¬ 
ment  Suite  deliver  enforceable  SLAs  with  QoS, 
security  and  uncompromising  performance. 


Their 

Features 


Global  LAN  Workstations 
protect  your  equipment 
for  a  lot  less  money. 

Our  heavy-duty  LAN  Stations  are  built  to  last  with  steel-reinforced, 
triple-leg  support  and  lateral  braces.  Extra-wide  30”  work  surface, 
built-in  cable  management  system,  adjustable  shelves  and  sturdy 
server  shelf  allow  for  easy  integration  of  all  your  network  equipment, 
Our  96”,  72”,  48”  and  24”  wide  units  connect  easily  with  an  afford¬ 
able  joining  kit  for  unmatched  flexibility. 


Tilting  Monitor 
Shelves 

Tilted  Keyboard 
Holder 

Optional  Flat  Panel 
Monitor  Arm 

Optional  Side 
Panels 

Ergonomic 
Keyboard  Drawer 

CPU/Server  Rollout 

Caster  Base 


DataCom  Team 

Our  Specialized  Networking  Team  is  ready  to 
customize  a  solution  for  you.  Call  for  a  free  catalog! 

1-800-326-4916 


72”  MODEL  SHOWN 


COMPUTER  SUPPLIES 

www.globalcomputer.com/lan/ 


ur  network  costs  a  fortune 


protecting  it  doesn’t  have  to 


Listed 


NW-0601 


Are  You  Gambling  With  Your 
Expensive  Data  Center  Systems? 


We  rack  servers 
and  networking 
hardware  from: 

•  Compaq™ 

•  hptm 

•  IBM™ 

•  Sun™ 

•  Cisco™ 

•  Almost  any 
El  A  standard 
19"  product 


Dealer 

Inquiries 

Welcome 


You  may  be  if  you  aren’t  using  SharkRack  cabinets  and 
racking  systems.  SharkRack  systems  are  robust,  attractive, 
and  ergonomically  designed.  Our  cabinets  are  made  of  the 
highest  quality  materials,  including  aluminum  extrusion  and 
heavy  gauge  steel.  Cooling  is  always  a  requirement  in  a 
data  center.  That’s  why  we  use  heavy  duty  fans  in  our 
cooling  systems.  SharkRacks  also  look  great.  In  fact,  our 
cabinets  are  featured  in  some  of  the  world’s  foremost  show¬ 
case  data  centers.  Best  of  all,  they’re  easy  to  set  up  and 
work  with.  Once  your  computer  systems  are  placed  in  our 
cabinets,  you  can  still  access  disks,  CD-ROMs,  and  other 
components.  SharkRack  offers  environmental  monitoring 
appliances,  KVM  switches,  and  power  distribution. 

Give  us  a  call  today  to  see  how  we  can  help  you 
Save  Space,  Keep  Cool,  and  Look  Good. 

The  Most  Trusted  Name  In 
Data  Center  Racking  Solutions 

1-877-427-5722 
www.sharkrack.com 
infoshark@sharkrack.com 
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Access  Your  Network  Equipment  From  Anywhere! 

When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  remotely  access  multiple  console  ports  and/or  reboot  power  than 
Western  Telematic.  Our  Remote  Management  Hardware  offers  the  design  flexibility  you  need  to  mix  and  match  equipment  for  small  or  large  scale 
remote  management  strategies.  As  the  pioneer  and  leader  in  Remote  Site  Management,  WTI  products  are  now  installed  in  thousands  of  network 
sites  world  wide.  Our  customers  know  they  can  depend  on  our  superior  quality,  reliability,  and  delivery  for  their  mission-critical  operations. 


Telnet  and  Dial-Up  Console/AUX  Port  Switch 

Cost  Effective  Terminal  Server  Alternative 


10Base-T  Ethernet  Interface 


19”  Rack  Mounted 


AC  or  48V  DC  Power 


NEBS  Approved 


RS232  Ports 


Console  Management  Switch  (CMS) 


8  or  16  RS232  DB-9  Serial  Ports 
Simultaneous  Telnet  Sessions 
Modem  Auto-Setup  Command 
Strings  (User  Definable) 

IP  Security  Features 
Non-Connect  Port  Buffering 


REMOTE  ADMINISTRATOR 


LOCAL  TERMINAL 


- 


Telnet  and  Dial-Up  AC  Power  Switch 

Economical 


15  Amp  Power  Circuit 


lOBase-T  Ethernet  Interface 


Individually  Controllable 
Outlet  Plugs  (2)  Modem  Port  for 

Out-of-Band  Management 


Local  RS232  Console  Port 


Telnet  Power  Switch  (TPS) 

•  2  Individual  Outlets  •  Network  Security  Features 

•  On/Off/Reboot  Switching  •  Manual  On/Off  Buttons 

•  Outlet-Specific  Password  Security  •  Switches  15-Amp  Load 


Telnet  and  Dial-Up  Network  Power  Switch 

Reboot  Locked-up  Equipment 


Individually  Controlled 
Outlet  Plugs  (8) 


lOBase-T  Ethernet  Interface 


19"  Rack  Brackets 
Allow  Front,  Back, 
or  Center  Mounting 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band  Management  Local  RS232  Console  Port 

Network  Power  Switch  (NPS) 


8  Individual  Outlets 
On/Off/Reboot  Switching 
Integral  lOBase-T  Interface 
Co-Location  Features 


Outlet-Specific  Password  Security 
Network  Security  Features 
11 5-VAC  (230-VAC  available) 
Power-Up  Sequencing 


■ 

■  ■  - 


Secure  Modem  for  Remote  Dial-Up  Management 

Dial-up  Access  to  Equipment  Bays 


Local  RS232  Console  Port 


NEBS  Approved 


AC  or  -48V  DC  Power 


Modem  Port 


33.6  Kbps  Modem 


Secure  Rack  Modem  (SRM) 

•  Up  to  100  Individual  Passwords 

•  Audit  Trail  Log  With  Time/Date  Stamp 

•  Powers  up  to  Specified  Answer  Rings  and  Baud  Rate 

•  Remotely  Configurable 

•  AC  and -48V  DC  Power  Options  . 

Standard  “AT”  33.6  Kbps  Modem  '  <  =•  ^ 


Visit  Our  Website  For  The  Complete  NetReach™  Product  Line 

www.wti.com 


(800)  854-7226 


western  telematic  incorporated 

5  Sterling  •  Irvine  •  California  •  92618-2517 


Keeping  the  Net.. .Working! 


PRODUCT 


DATA 


www.wdpi.com 

Email:  cisco6@wdpi.com 


Cisco  Systems 


Seeking  Solutions ... NTI  Has  The  Answers! 

MULTI-PLATFORM 
SERVER  CONTROL 
IS  EASY! 


Control  up  to  128 
computers  with  one 
keyboard,  monitor 
and  mouse. 


■  NEW  -  Up  to  8  ports  in  1  rack  unit 
rackmount  case! 


“i  want  flexible  control 
without  spending  a 
fortune!” 


■  Available  with  2,  4,  8,  12,  16,  24  or 
32  ports. 

■  Dedicated  internal  microprocessors 
that  emulate  the  keyboard  and 
mouse  presence  to  each  attached 
computer  so  all  computers  boot 
error-free  100%  of  the  time. 


■>.  ■. 

I.,-,,  s4.~-.-g - 


:  *  '■  » :  » t 


ST-8U-R 

UNIVERSAL 

SWITCH 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


■  Crisp  and  clear  1900x1200 
resolution. 


Please  Mention  Csde  #NW05U 
Receive  1 0%  OFF  Your  Next  Order! 


BUY  ONLINE  at  www.ntil.com/sn 
800-742-8324  Email  :sales@nti1  .com 


Welcome  to  Real  World  Security. 

The  SmartCabinetl  from  STIC  provides 
keyless  access  control  that  can  tie  into 
existing  network  management  systems. 

•  Remote  monitoring  and  log  of  personnel  access 
of  each  door 

•  Provides  notification  of  breach  in  security 

•  Ensures  all  door  latches  are  correctly  closed 

•  Web  based  access  to  manage  security  and 
temperature  in  server  cabinets  remotely  from 
anywhere  in  the  world 

For  more  information  visit  our  website  at 
www.smcplus.com  or  call  1-800-SMC-PLUS 

snc 

A  Wholly  Ownod  Subsidiary 
of  Plshor  Hamilton  LLC. 

100  Progress  Parkway  •  P0.  Box  431  •  Conklin,  New  York  13748 
Toll  Free:  1-800-SMC-PLUS  (762-7587)-  E-mail:  info@smcplus.com 


Or  Mission 
Critical  Servers? 
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Ghepardo 

PROTOCOL 

ANALYZER/ 

SERVER 


Call  703-339-2256  now  fora  personally-guided 
on-line  Ghepardo  demo. 


I  save  on  carrier  access  billings,  and  add 
revenues  with  complete  customer  billing 
records.  The  best  CDR  ever l” 


“I've  increased  customer  retention 
because  I  can  see  for  myself  if 
LNP  activation  was  successful !" 


"I'm  in  control  because  I  can 
see  my  entire  network  from 
the  Web!  We're  scooping  up 
money  we  never  even 
saw  before." 


SS7  Manager 


SERVICE  ACTIVATION  REP 


Seeing  is  believing.  Seeing  is  proof. 
And  proof  is  money  in  your  pocket. 


Now  you  can  get  control  of  your 


revenues  and  expenses  -  while 


you  monitor  your 


network  performance  and  troubleshoot  from  your  favorite  Web  browser. 

You'll  keep  new  customers  with  real-time  verification  of  Local 
Number  Portability  (LNP)  during  service  activation.  You  can  cut  u 

expenses  by  verifying  all  carrier  access  billing  records.  And  you’ll 


have  Call  Detail  Records  (CDR)  even  when  an  overloaded  switch  has 


stopped  producing  billing  records.  All  of  this  while  collecting  normal  call 
statistic  information,  performing  network  direction  traffic  analysis,  analyzing 

signaling  protocol  issues,  and  managing  network  quality  control. 

o 

The  Ghepardo  Protocol  Analyzer/Server  is  Web-  and 
server-based,  so  up  to  32  users  can  monitor,  share  the  results 
*  of  four  concurrent  tests,  and  do  surveillance  simultaneously  from 

a  single  Ghepardo  -  with  each  user  seeing  a  different  customizable  view. 

To  see  even  more,  you  can  network  up  to  256  Ghepardos. 

Register  at  www.sunrisetelecom.com 
and  we’ll  send  you  a  free  24-page  brochure. 


Or  call  888  242  7077,  fax  408  360  1958, 


or  email  order@sunrisetelecom.com. 


And  see  what  you've  been  missing. 


SUNAISC  TCICCOM 

I  N  .C  Q:  R  f?  O  fl .  R.  T  fe  ..O'  . 


a  step  ahead 


STREAMING  DVD! 


Visit  Our  Web  Site  Today  At  www.vbrick.com  To  Locate  A  VBrick  Partner  In  Your  Area! 


Product  Features 

•  High  Quality-full  motion,  high  resolution  DVD-quality 
video/audio 

•  Reliable-network  appliances  designed  to  operate  trouble-free  on 
your  network 

•  Simple  to  use 

-  Integral  web  server  for  easy  configuration  and 
management 

-  Integral  web  browser  for  graphic  display 

-  IR  remote  for  program  guide  and  setting 
up  video  conferences 

-  Picture-in-Picture  for  self-view 


Product  Benefits 

•  Reduce  Costs-train  personnel  and  educate  students  remotely 

•  Increase  Productivity-monitor  assembly  lines  to  reduce 
downtime 

•  Inform  Employees -stream  up-to-date  news  and  information 
directly  to  PCs 

•  Enhance  Security-observe  critical  areas  through  high  quality 
video  surveillance 

BuildingVision 

Across 

rour  Network 


Compact  Network  Appliance 


Monitor  Assembly  Line  Production 


Video  Solutions  in  both  Quality  and  Value 

The  VBrick™  4000, 5000, 6000  series  of  MPEG-2  video  network 
appliances  deliver  one-way  streaming  or  two-way  interactive 
television  over  IP  or  ATM  networks.  VBrick  appliances  are 
compact,  rugged  encoders/decoders  that  accept  and  deliver 
NTSC/PAL  video  and  audio. 


12  Beaumont  Road  *  Wallingford,  Connecticut  06492  USA 
ToU  Free:  1  (866)  VBRICK  1  (1-866-827-4251) 


...MAX  TNT  and  APX8000  Solutions  for  high  volume, 
multi-service  requirements  help  you  plan  and  control 
future  growth! 

Team  Solunet  Full  Service  Support 

Consultation  •  Network  Integration  •  Technical  Support  •  Training 


Offer  Analog,  VoIP,  ISDN,  Tl/E/1,  Frame  Relay,  VPN,  Fax-over-IP 

Ensure  reliability  and  reduce  operating  costs  with  high  speed  digital  modems 

Provide  dynamic  bandwidth  allocation 

Lucent  Technologies  1  1 


irtner 


The  race  to  convergence  is  on,  and  when  it  comes  to  state-of-the  art 
telecommunications  solutions, 

Lucent  Technologies  and  ^ 

Solunet  can  help  you 
race  ahead  of  the 
competition... 


Cuvne 


Set  your  own  pace  for  future  growth  with  Lucent 


Best  of  Breed  Total  Solutions  Provider 

888.765.8638  •  321.676.7947 

1571  Robert  J.  Conlan  Blvd.,  Palm  Bay,  FL  32905 


'  Hgtping  But  NETworks 
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The  Only  Tool  Box 
Your  Network  Will  Ever  Need , 


the  world  s  most  successful  Telecom-mu 
Wireless  and  Broadband  service  provide 
Enterprises. 


it  is  the  problem  ? 
ol/OMNIbus  and 
ternet  Service  Monitors 


Micromuse's  world-class  service  provider 
includes  AT&T,  BT,  Cable  &  Wireless,  Cel 
Schwab,  Deutsche  Telekom,  Digex,  Eartl 
MCI  Worldcom,  0ne20ne,  Verizon  and . 


jacted  by  the  problem  ? 
etcool/lmpact 


For  more  information  go  to: 
or  email:  info@micrpmuse.cpn' 


e  is  the  problem  ? 
fcool/Precision 


J.**  •'!'«/  rn‘  ;-f. 

r'V’S.JKrt.  ^  S*; 

illlBi 


m 


{ 


To  leant  more  call  814-835-1650 
or  for  instant  online  information, 
go  to  www.spectrumcon6ol.com 

and  enter  Spalkk  UT2230 


U 


Speeiink 


J 


T 


;yii  Iihu  jiuj  ul  iiJB  HBiibi) 

•  Reboot  via  Built-in  modem,  LAN/WAN 
and  wireless  connections 

•  Lower  costs  through  reduced  network 
downtime  and  field  service  visits 

•  SMART start  and  SHARPstart  PDU’s  offer 
customization  and  are  upgradable 

•  Menu-driven  user  friendly  interface  and 
secure  password  protection 

•  Global  access  to  monitor,  program, 
reboot  and  sequence  outlets 


a 


1  n 

SPECTRUM  CONTROL  INC. 

Power  Technologies  Group 
www.spectrumcontrol.com 


CERTIFIED 


Global  Technology  Associates,  Inc. 

Sales:  800-775-4GTA  •  Tel:  407-380-0220 
gb-info@gta.com  •  www.gnatbox.com 


At  $995.00  with  an  unlimited 
user  license  GNAT  Box  Firewall 
isn’t  cheap.. .it’s  cost  effective. 

Features  Include: 

•  Proven  Firewall  Technology 

•  Dynamic  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Easy  to  Configure  and  Operate 

•  Remote  Web  Base  Management 

•  Time  Based  Access  Control 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy  with  Anti-Spam  Features 

•  Win95/NT  Secure  Remote  Management 

•  URL  and  Content  Filtering 

•  Supports  Gigabit  Ethernet,  FDDI,  TokenRing 
10/100  Ethernet,  DSL,  Cable  Modem  &  PPP 

•IPSecVPN 

•  Built-in  DHCP  Server 

•  Built-in  DNS  Server 

•  ICSA  Certified 


Now 

Available  in  the 
GB  Family  of 
Firewall 
Appliances 
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'  Simulation^ 

1  New? 

|  Splitters 

Attenuators 

Converters 

Assemblies 

Switch 

Test  Box 

An  Important  Part  Of  The  Network  ' 


LAN 
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Equipment  [  Equipment  | 
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into 

y°urNETWORK 


GigaBit  Fault  Tolerant-Redundant  Security  Port  Selector 

Net  Optics'  Fiber  GigaBit  Fault  Tolerant  Port  Selector 
detects  fault  line  automatically  to  prevent 
your  network  traffic  from  stopping. 

This  product  is  a  MUST  for  ISP  centers, 
and  central  offices  with  critical 
data.  Works  well  with  all  GigaBit 

Servers,  Switches  brand  names.  .  _ _ _ _  .  .  _  .  , 

Network  Redundancy!  y°ur NETWORK 


visit:  www.netoptics.com/net-96260.html 


GigaBit  Copper  to  SX,  LX  or  ZX  Fiber  Converters 

Net  Optics'  Gigabit  Copper  to  Fiber  Converter  allows 
network  managers  to  migrate  to  GigaBit  Ethernet 
in  a  cost-effective  manner. 

Simply  plug-in  the  Cables. 


^  visit:  www.netoptics.com/sx-tx-converter.html 


GigaBit  ZX,  LX  to  SX  Media  Converter 

Net  Optics'  Fiber  Optic  Mode  Converter  is  used  to 
connect  two  devices  operating  with  GigaBit  multimode 
LX  fiber  to  SX  fiber. 

The  fiber  converter 
provides  transparent 
conversion  of  optical 
signals. 


visit:  www.netoptics.com/converter-gig.html 


Fiberoptics  Cable  Assemblies 

The  Net  Optics'  total  solutions  approach  can  provide  you 
with  any  type  of  fiberoptic  cable  assembly  you  need, 
from  LC,  MTRJ,  SC,  MIC,  FC  or  Escon  patch  cords  for 
your  ATM,  Gigabit  and  any  other  network. 

Also  available: 

LC,  SC,  MT-RJ  fiberoptic  Loopbacks. 

^  visit:  www.netoptics. com/2. html 


Network  Monitoring  Accessories 

In  some  countries  ISP's  must  be  TAPable...  is  the  new  Law! 


GigaBit  SX,  LX  or  ZX,  ATM,  DS3,  T1,  Copper  and  Fiber  Taps 

These  Splitter  Taps  have  capabilities  that  will  allow  the 
networks  to  operate  at  a  continuous  flow  while  the  tap  is 
non-operational,  thus  maintaining  network  integrity.  This 
enables  you  to  monitor  the  network  without  disconnecting 
any  one  link! 

The  Fiber  Splitter  Tap  has  passive-link  integrity  that  is 
maintained  whether  the  device  is  on  or  off. 

Copper  Gigabit  to  Fiber  Taps  feature  two  Power 
Supplies  which  are  load  sharing.  If  either  unit  fails, 
the  remaining  power  supply  comes  up  to  full  power 
and  takes  over  the  additional  load. 

Compatible  with  all  analyzer  manufacturers  including: 

Network  Associates'  Sniffer®,  Agilent's  Internet  Advisor  and  Cisco's 
SwitchProbe  products. 

'-►visit:  www.netoptics.com/11.html 


Net  Optics'  GigaBit  TX  to  SX  Tap  is  the  market's  first 
copper  to  fiber  tap! 


GigaBit  Fiber  Tap 


Copper  100BaseT  Tap 


6  Station  Tap 


Troubleshoot 

NETWORK 

_  Problems 


Tap  Diagnostic 

Capabilities 


i :  ra  1 0ptics™ 

www.netoptics.com 


Bright  rdeos...  Built  for  speed/ 

Note:  Sniffer®  is  a  registered  trademark  of  Network  Associates  Inc. 


Net  Optics,  Inc.  •  1230-AOId  Mountain  View-Alviso  Road  •  Sunnyvale,  CA  94089-2237  •  USA  Tel:  +1  (408)737-7777  •  Fax:  +1(408)745-7719  •  network1@netoptics.com 


•  Ethernet  •  Dial-up 

•TCP/IP  •  Direct  Serial  RS232 

•  Automatically  sequence  power  up/down 

•  Control  up  to  80  outlets 

•  Local  on/off  control  of  each  outlet 

•  20  Amp/85-264  VAC  input 

•  Cross  platform  compatible 


"You  have  m\ 
name  on  it." 

Peter  S,  Pulizzi, 
Founder  &  CEO 


PULIZZI  ENGINEERING  INC 

3200  S.  Susan  St.,  Santa  Ana,  CA  92704-6865 

www.pulizzi.<om/ip<  E-mail:  sa)es@pulizzi.<om 


..*»*«’* 
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Why  be  content  to  stand 
still  when  you  can 
truly  shine??? 


We’re  Opticom,  a  company  dedicated  to 
transforming  your  service  management 
information  into  a  competitive  weapon. 

A  weapon  that  can  help  optimize  your  cus¬ 
tomers’  online  experience  while  enabling 
you  to  leave  your  competitors  in  the  dust. 


We’ve  harnessed  the  experience  of  the  best  and 
brightest  in  the  service  management  industry  to 
develop  iView™,  a  unique  software  system  that  creates 
information  the  way  you  and  your  customers  need  to  see  it. 
Service  quality  information.  Comprehensive  asset  information.  Service  bench¬ 
marking  information  by  vendor,  product,  provider  and  service.  The  information 
that  you  need  in  order  to  streamline  your  operations,  delight  your  customers 
and  stand  out  from  the  crowd. 

Let  us  help  you.  Learn  what  hundreds  of  other  customers  worldwide 
have  already  learned.  We  are  the  dawning  of  the  new  service 
management  generation.  Dedicated  to  enabling  our 
customers  to  excel. 


www.getiview.com 


wiew 

Ad  Opticom*  Solution 

Opticom  Inc. 

200  Brickstone  Square 
Andover,  MA  01810 
978.946.6200 


NIKSUN 


Are  You  Having  These 

Problems  With  Your  Network? 

I  Is  Network  Security  a  priority  that  your  Firewall  & 
IDS  are  not  addressing? 

I  Are  your  end-users  frustrated  with  the  network 
performance  they  are  experiencing? 

|  Are  you  throwing  bandwidth  at  a  performance 
problem  without  really  knowing  the  root  cause? 

>  Would  you  like  to  eliminate  the  finger-pointing 
when  a  problem  occurs? 

If  You  Answered  Yes  to 

Any  of  These  Questions... 


...You  Need  NIKSUN! 


To  learn  more  about  our  world-class  solutions  for 
your  network,  call  or  write  today.  Or  stop 
by  our  booth  at  Supercomm  to  pickup 
a  copy  of  our  White  Papers  on 
Network  Management  and 
Network  Security. 

See  us  at  Supercomm  2001 
Atlanta,  June  5-7,  Booth  #8486 


Real  Solutions 

\ 

For  IP  Networks 

\ 

!  Managing 


1100  Cornwall  Road  •  Monmouth  Junction,  NJ  08852  •  P  732-821-5000 
F  732-821-6000  •  E  info@niksun.com 

www.niksun.com 
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Remote  DSL  solutions  from  Net  to  Net  can 
increase  your  DSL  service  coverage.  Easily 

Net  to  Net  Technologies,  DSL  the  Easy  Way™ 
As  easy  as 


With  Net  to  Net's  flexible  DSL  solutions,  you  can  deploy  DSL  anywhere,  even  to  Grandma's 
house  in  the  country. That's  because  with  extended  reach  and  remote-terminal  solutions, 
Net  to  Net's  DSL  can  go  anywhere.  And  Net  to  Net's  IP  DSL  solution  is  so  easy  to  deploy, 
the  only  reason  to  send  a  truck  out  to  Grandma's  house  is  for  a  piece  of  fresh  apple  pie. 


Nft  Net  to  Net 

TECHNOLOGIES 


TM 


www.nettonettech.com  contact@nettonettech.com 


Tel  603.427.0600;  877.638.2638  (toll  free)  Fax  603.422.0610 
112  Corporate  Dr.,  Ste  1 ,  Pease  Inti.  Tradeport,  Portsmouth,  NH  03801 


Get  Certified. 


We  know  what  it  means  to  be  Cisco  certified,  and  we  prove  it  in  the  way  we 
develop  our  training  content.  All  of  our  self-paced  courses  for  Cisco 
certification  are  developed  and  presented  by  CCIE™  certified 
experts,  which  means  you  get  access  to  proven  intellectual 
capacity,  real-world  insight,  and  comprehensive  knowledge 
of  the  very  best  and  most  respected  experts  in  the  industry. 


We  know  Cisco9  certification 
and  we  can  prove  it.  Can  you? 

Get  certified  with  LearnKey  training  for  Cisco®certification. 

CD-ROM  •  VIDEO  •  ONLINE 

Microsoft*  •  CompTIA*  •  Novell*  •  Cisco*  »  Lotus*  •  Adobe*  •  Linus  •  Corel* 

1.800.865.0165  •  www.learnkey.com  u....d.#««..d..,.io%i  The  Experts 

&  2001  leornKey,  Inc.  This  material  Is  aot  sponsored,  endorsed  or  oHilloted  with  Cisco  Systems,  Inc.  Cisco  Systems  and  CCIE  ore  trademarks  or  registered  trademarks  ol  Cisco  Systems,  Inc. 


Learn  From 


►  Shopping  Cart 


com 


or  call  1-800-555-717: 


Custom 


r  Patch  j  Phone  j 
Cords  ]  Cords 


“SB  I  Sft  |  HE1B 


Fiber 


Fibre 

Channel 


Optics 


Guaranteed  far  3  Years  -  Guaranteed  Satisfaction  «  Guaranteed  Lowest  Prices 

*  Prices  based  on  maximum  volume  discount  purchases.  ©  2000  GoCables  is  a  legistered  hade  name  and  trademark  of  Global  Manufacturing  Solutions,  UC 
All  other  trade  names  ond  trademarks  ore  the  property  of  their  respects  owners.  As  viewed  in  /Microsoft  IE browser. 


Save 
up  to 
35%off 
Unit  Price  with 
Volume  Discounts 


Custom  &  Standard  Cables 


Buy  Direct  ... 


MTRJ,  ST,  SC  Patch  Cords 

and  more... 


MTRJ/SC 

3  meter 

$32.56** 


The  premiere  designer  and  manufacturer 
of  modular  ergonomic  computer  support 
furniture,  enclosures  &  cabinets. 

Racking  Systems  •  Enclosures  •  19"  Rackmount  • 
Relay  Racks  •  Personal  Workstations  •  KVM 

2-61  Borden  Ave.  L.I.C,  NY  11101 

www.hergo.com 
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Your  WAN? 


LAN 


LAN 


LAN 


Your  VPN  with  FatPipe 


LAN 


Don't  Just  VPN  -  MULTI-PATH  VPN. 

Multi-Path  VPN  takes  any  VPN  &  makes  it  9  times  more  secure  and  3  times  faster,  reliable  and  redundant 


WIP 


BRANCH  OFFICE 


CORPORATE  OFFICE 


•  9  times  more  secure 

•  Works  with  all  IPSEC  VPNs 

•  3  times  more  speed,  reliability  &  redundancy 

•  Works  over  multiple  ISPs  and  backbones 

•  No  BGP  or  new  hardware  at  the  ISP 

•  Dynamic  auto  load  balancing 

•  Reliability  for  hosting  servers 


FILE  SERVERS 


LAN 


ANY  VPN 


FATPIPE  MULTI-PATH  VPN 


T1,  T3,  El,  E3,  DSL,  OCN,  ISDN, 
AND  WIRELESS  ROUTERS 


BRANCH  OFFICE 


BRANCH  OFFICE 


FatPipe  Networks 


'Patented  and  Multiple  Patents  Pending 

Please  visit  us  at  SUPERCOMM  on  June  5-7,  2001 

-  Booth  #502D  - 

•  www.fatpipeinc.com  •  lnfo@fatpipeinc.com  •  Tel:  800.724.8521  •  Fax:  801.281.0317 
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■lew  Charge-UPS"  programs  provide  "Bumper 
to  Bumper"  overhaul  for  aged  UPS  units 

AFC's  family  of  upgrade  programs  helps  customers  revitalize  older  Smart-UPS®  and  Back-UPS®  units 

IT  Managers  that  have  recently  upgraded  to  new  server  technology  now  have  options  to  help  eliminate  costly  downtime.  APC's  new  Charge-UPS  and 
Charge-UPS  EX  programs  provide  end-users  the  ability  to  inexpensively  refurbish  existing  APC  UPS  units  to  "like-new"  conditions. 


APC’s  new  Charge-UPS  program  is  an  easy  and 
inexpensive  way  for  customers  to  upgrade  their 
current  power  protection  and  management  to  run 
just  like  new,  simply  by  replacing  their  old  batteries 
with  a  new  premium  battery. 


Additional  Benefits 

Charge-UPS  also  offers  a  pre-paid  package  for 
proper  disposal  of  old  batteries  and  shipping  via 
FedEx  if  a  problem  should  arise  with 
the  UPS  unit.  Charge-UPS  users 
will  also  receive  a  FREE  30-day 
trial  of  APC’s  new  PowerChute 
Inventory  Manager  software,  a 
Web-based  inventory  management 
and  reporting  tool  for  network 
administrators.  This  award-winning  soft¬ 


ware  allows  users  to  maximize  the  availability  of  the 
network  by  proactively  diagnosing  the  health  of  APC 
UPSs  across  a  wide-area  network. 

APC  also  offers  the  Charge-UPS  EX  program,  which 
benefits  users  that  do  not  want  to  handle  battery 
replacement  themselves  or  who  require  special 
service  for  their  UPS  (as  in  the  case  of  older  APC 
UPSs  that  do  not  feature  user-replaceable  batteries). 
The  program  includes  all  the  benefits  of  the 
Charge-UPS  program  plus  an  additional  service  option. 

Upgrading  to  a  New  UPS?  Try  APC  Trade-UPS! 

For  customers  interested  in  upgrading  to  a  new  UPS, 
APC's  Trade-UPS  program  offers  a  40%  discount 
on  a  new  system  up  to  two  times  the  VA  (volt 
amps)  of  their  current  UPS,  or  the  ability  to  trade  in 


multiple  UPSs  for  a  larger  system  with  the 
latest  APC  UPS  technology  -  all 
regardless  of  the  manufacturer  tti 
of  the  old  UPS.  In  addition,  con- 
sumers  benefit  from  substantial  \ 
savings  on  many  APC  UPS  J| 
accessories  when  purchasing 
them  along  with  the  new  UPS. 

APC’s  new  Charge-UPS  program  is  currently 
available  at  an  estimated  resale  price  range  of  $75 
to  $550.  APC  Trade-UPS  is  currently  available  in  the 
United  States  and  Canada. 


For  more  information  about  APC's  array  of 
Legendary  Reliability'-  products  and  services,  visit 
us  at  http://www.apc.com  or  call  the  number  below. 


Legendary  Reliability” 


Leam  more  about  which  APC  Charge-UPS®  program  is  right  for  you.  Visit  us  today! 

Visit:  http://promo.apc.com  •  Key  Code  a379y  •  Call  888-289-APCC  x6242  •  Fax  401-788-2797 

©2001  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  APC1J1EP-US  •  PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Ftl  02892  USA 


Technologies,  Inc. 


35  HAMPDEN  ROAD 

MANSFIELD,  MA  USA  02048 

TEL:  (508)  261-7007  FAX:  (508)  261-1420 

5791  VAN  ALLEN  WAY 

CARLS8AD,  CA  USA  92008 

TEL:  (760)  438-6900  FAX:  (760)  438-6904 


All  logos  A  trademarks 
are  property  of  their  respective  owners. 


old  OEM  solutions.. 
when  it  counts . 


Access  the  right  elements  for  complete  OEM  telecom  integration. 

Partner  with  SBS  to  access  CompactPCI,  PMC  and  PCI  telecom  products  ranging  from 
standalone  single  board  computers  and  WAN/CTI  interfaces  to  industrial  enclosures 
and  fully  integrated  systems.  Leverage  SBS’  proven  technology,  innovative 
products  and  dedicated  OEM  support  to  help  you  speed  up  time  to 
market,  optimize  scarce  engineering  resources  and  satisfy  the  price/per¬ 
formance  requirements  of  your  customers.  For  more  information  on 
how  SBS  can  help  you  create  an  integrated  telecom  solution, 
contact  the  SBS  OEM  Sales  Team  at  (888)  SBS-COMM. 

OS  SUPPORT:  Windows  NT,VxWorks,  Linux,  DDK 
PROTOCOLS  SUPPORTED:  Frame  Relay,  HDLC,  PPP,  ATM,  SS7 


RMQIMS  PROBE 

C&PQR 


Complete,  industry  standard,  software-based  RMON2  and 
RMON1  Probe  for  Windows  95/98/NT/2000 


Low  cost  complete  RMON  monitoring  for  remote  sites  or 
segments. 

Software-only,  non-dedicated  data  collection. 

Pure ,  full  RMON  1  and  2  support.  Complete  implementation  of 
both  RMON  1  and  2  for  Ethernet  (10/100)  and  Token  Ring  (4/16). 
Full  adherence  to  RFCs  1513,  1757,  2021  and  2074. 

Runs  as  a  service  on  Windows  NT  or  Windows  2000. 

Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer ",  OpenView  ',  Concord  .  NetScout  ,  etc). 

Compatible  with  Network  Instruments'  optimized  FrrorTrack™  NDIS 
drivers  display  true  errors-by-station. 

Multiple  concurrent  network  interface  monitoring  (up  to  10). 


Why  pay  thousands  more  for  the  same  data? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 


WWW. 


.com 


©  2001  Network  Instruments,  LLC  -  Corporate  Fteadquarters  (952)  932-9899  FAX  (952)  932-9545 
UK  and  Europe  +44  (0)  1959  569880  FAX  +44  (0)  1959  569881  info@networkinstruments.com  www  networkinstruments  com 
Network  Instruments  and  the  “N"  logo  are  registered  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 
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Remove  from  box. 
Insert  Cat  5  cable. 


Manage  100’s  of  servers. 


Paragon®,  the  KVM  switch  that's  a  major  breakthrough  in  out-of- 
band  server  access  and  control  for  large-scale  data  centers.  Its  dis¬ 
tributed,  scalable  architecture  eliminates  any  single  point  of  failure 
and  provides  fail-safe  access  to  hundreds,  or  even  thousands  of 
servers.  Using  Raritan's  advanced  Cat5  transmission  technology, 
Paragon  supports  direct  connections  up  to  1,000  feet  with  a  single 
Category  5  cable.  Add  Raritan's  TeleReach  for  remote  access  over 
IP  via  LAN,  Internet  or  dial-up  modem,  and  you've  got  the  local 
and  remote  KVM  solution  that  just  won  Network  Computing's  pres¬ 
tigious  Editor's  Choice  (4/30/01).  Management  of  high-density 
server  environments  has  never  been  this  easy. 

Intelligent  KVM  Switch  Technology. 


Hi  Raritan. 

www.raritan.com 
800-724-8090  x  15 


Roriton  and  Paragon  are  registered  trademarks  of  Raritan  Computer,  Inc. 


Manage  it  all  from 


jgHUg 

'  ;• 

any  number  of  consoles 
locally,  or  on  your  network 
administrators’  desks,  or  even  from 
a  remote  office  over  the  Internet. 


Call  for  free  evaluation  of  Key-View  and  XP4000,  I 
and  join  other  Fortune  500  companies  currently 
implementing  the  most  advanced  distributed 
network  management  solutions.  It  will 

make  you  shine!  Q  D  ,fi  3  6  .3  4  3  4 

ui  uhu  .  B  a  c  k  i  t  Te  c  h  ti  0  IF?  y .  c  0  m 


Stay  on  top  of  IT  with  Rose  KVM  Switches! 

KVM  is  the  industry  acronym  for  Keyboard-Video-Mouse.  KVM  switches  save  money  and  space  in  your 


server  room  or  on  your  desktop.  Rose  is  a  pioneer  and  leading  manufacturer  of  KVM  products. 


2-4-8-16  users  up  to  1,000  computers 


UlfraView  Pro 

1  user  up  to  256  computers 


TM 


ON-SCREEN  DISPLAY 


TM 


Vista 

1  user  to  2,  4,  or  8  computers 


►  Multi-platform  for  PC,  Sun,  RS6000.HP,  DEC,  SGI 

►  Advanced  on-screen  display  technology 

►  Simple  bus  cabling  makes  expansion  a  breeze 

►  Switch  computers  from  your  keyboard  or  on-screen 
display 

►  Status  screen  shows  system  conditions  at  a  glance 

►  Security  features  prevent  unauthorized  access 

►  Flash  memory  for  free  lifetime  firmware  upgrade 

►  Programmable  view,  share,  control, 
and  private  modes 


ELECTRONICS 


►  Available  in  three  different  chassis  sizes; 

either  PC  or  multi-platform  (PC,  Unix,  Sun,  Apple) 

►  Advanced  on-screen  display  technology 

►  Simple  to  use,  keystrokes  switch  computers 

t  Flash  memory  for  free  lifetime  upgrade  of  firmware. 

►  Supports  up  to  1600  x  1280  resolution 

►  Full  emulation  of  keyboard  and  mouse  functions 

►  Security  features  prevent  unauthorized  access 

►  Simplified  cable  management 

USA 

10707  Stancliff  Road  Houston,  Texas  77099 
Phone  281-933-7673  Fax  281-933-0044 

EUROPE 

Bourne  Works,  High  Street  Collingbourne  Ducis 
Marlborough,  Wiltshire,  SN8  3EH  United  Kingdom 
Phone:  +44  1 26  485  0574  Fax:  +44  1 26  485  0529 


►  Low  cost  and  easy  to  use 

►  Switch  computers  from  front  panel  or  keyboard 

►  Supports  PC  or  PC/Apple 

►  Supports  up  to  1600  x  1280  resolution 

►  Plug  and  play 

►  Supports  Microsoft  intellimouse 

►  Tested  with  Windows  95/98,  NT,  Linux,  and 
others 


Get  Your  Rose 
Catalog  Today 


WWW.ROSEL.COM 

800.333.9343 
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High  Performance  LAI\I/WAI\I  Troubleshooting 
&  Protocol  Analysis  Software  Solutions 


Observer— Removes  the  Mystery  of  What  is 
Being  Sent  or  Received  by  LAN  Stations 
Observer  identifies  network  trouble  spots  and  costs 
thousands  less  than  expensive  hardware-based 
analyzers.  If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert  Observer  or 
Observe!  Suite. 

*  Full  packet  capture  and  decode  for  over 
1000  protocols,  including  TCP/IP  (v4  and  v6), 
NetBIOS/NetBEUI,  IPX/SPX,  Appletalk, 

SIMA  and  DECnet 

°  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
packet  capture  from  any  port(s) 

•  Long-term  network  trending  collects  statistical 
data  for  days,  weeks,  months,  even  years 

*  Optimized  ErrorTrack  NDIS  drivers  display 
true  errors-by-stations 

•  Real-Time  Statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics, 

Efficiency  History 


•  Additional  probes  are  $295  per  local  or  remote 
segment/site/switch 

•  Ethernet  (10/100/1000),  Token  Ring,  FDDI 

Expert  Observer — Identifies  Problems  and 
Provides  Expert  Information  in  Plain  English 

Expert  Observer  includes  all  of  the  features  of 
Observer  plus  real-time  and  post-capture  expert 
event  identification,  expert  analysis,  VoIP  expert 
and  modeling  of  network  traffic  data. 

Observer  Suite — The  Ultimate  Tool  For  The 
Most  Demanding  Power  User 

Observer  Suite  provides  a  full  complement  of  tools 
that  includes  all  of  the  features  of  Expert  Observer 
plus  SNMP  management,  RM0N  console/Probe 
and  Web  reporting.  Includes  one  remote  Probe. 


OBSERVER®  SUITE 

nms 


fcu  tR2iujTiaf.il 


©2000  Netwo 
Network  In: 
ere  registered  trsdema 
Instruments,  U.C. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

-fe  www.networkinstruments.com 

US  &  Canada  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1322  303045  •  Fax  +44  (0)  1322  303056 


How  do  you  reboot  l6 

equipment  units... 


using  Zero  U 

of  rack  space? 


@1  Sentry  power  tower  :  Your  Zero  U  Reboot  Solution 


See  our  complete  product  line  at  ww»cservertech.com 
or  call  800.835.1515  or  775.aB4.aooo 


Install  the  new  Sentry  Power  Tower  In 
your  data  center,  NOC  or  co-lo  facility 
and  gain  the  advantage  of  remotely 
rebooting  up  to  t6  of  your  equipment 
units  -  without  occupying  any  space  In 
your  rack  or  enclosed  cabinet 

Tty  the  New  Sentry  Power  Tower  In  your 
rack  or  cabinet  and  realize  the  benefits 
*  of  Intelligent  Power  Distribution  and 
Remote  Power  Management 


16  remotely  addressable  power  outlets  — 
Ihe  highest  density  available  of  any 
Remote  Power  Management  vertical  strip. 
30-amp  power  Input  feed  distributed 
across  16  outlets. 

Mounts  vertically  In  your  equipment  rack  or 
cabinet  and  requires  Zero  U  of  rack  space. 

Load  Sense  provides  real-time  current 

_  monitoring  in  the  remote  screen  interface 

and  through  a  built-in  LED  display  for  on- 
|  site  measurement. 

s  Power-up  sequencing  of  alt  16  outlets 
prevents  an  tn-rush  current  overload. 
Teinet,  SNMP.  Modem  or  RS-232  Interfaces  for  easy, 
practical  and  secure  power  management  of  remote 
tntei  nryvoiking  equipment. 


Video  Security  Management 
for  NETWORKS! 


PC  based  Video  Surveillance  System 
Live  Video  from  any  workstation 
Record 64  video  cameras  digitally 
Video  archived  in  MS  Access™  format! 


€CHO  DMX 


for  Windows  98* * 
and  Windows  2000* 

ECHO  DMX  Is  a  Trademark  of  Anderson  Communications  Inc. 
Windows  Is  a  Registered  Trademark  of  Microsoft  Corporation 


Another  graai  product  from 

Server  Technology,  Inc'..  . 


03&&  *  T*er«»sc<f7.  ho.  Zidty  is tatowk  of  Sonar  Technology,  Inc. 

tuUMMttre- » 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 
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NETWORK  MANAGEMENT  SOLUTIONS 

The  Keyport  Millennia  Series 


Server 

Racks 


-  -’•.vs, 


r-w  n*wi  HSM B  r  W  TQBi 

o-o  CD  a  a  O  0-0  sess 


Keyport  Millennia  Server  grade  KVM  switch 

•  On  Screen  Display  Menus  •  Uses  Standard  Cables 

•  OSD,  Keyboard  &  Button  Select  •  Password  Security 


Connect -Tek 
Direct - 


onnect-Tek  SINCE  1989 
Connect-Tek,  Inc.  153  Trade  Zone  Drive,  Ronkonkoma,  NY  11779 

Direct  from  the  Manufacturer  -  KVM  Switches,  Racks  &  LAN  Furniture. 


Contact  our  friendly  experts  for  fast,  reliable  answers.  , 

Telephone:  (631)  681-3311  I 

Fax:  (631)  981-3828  /  email:  sales@connect-tek.com  1 


LAN  . 
Furniture 


*! 


Visit  Our  On-Line  Store  at: 

www.connect-tek.com 


COMPLETE  LIQLUMTIOV  OF 

Major  Entertainment 
Portal  &  Search  Engine 

IOAM.THURS.,  JUNE  7 
1315  CHESAPEKE  TERRACE,  SUNNYVALE,  CA 

Inspection  9am-5pm,  Wednesday,  June  6  &  morning  of  sale  from  8:30am 

A  MULTIMILLION  DOLLAR  INVENTORY! 


SUN  EQUIPMENT:  (25)  Sun  Enterprise  4500  &  4000  Servers  with  8x400Mhz 
Processors  &  8GB  RAM,  (22)  Sun  Enterprise  450  &  250  Servers,  (40)  Sun 
StorEdge  DIOOOs,  (20)  Sun  StorEdge  A3000s,  (50)  Sun  Ultra  Enterprise  Is  &  2s, 
(100)  Sun  Ultra  5s  &  10s,  (10)  Sun  Netra  TIs,  (5)  Sun  DLT  4700  &  StorEdge 
L280s,  (100)  Sun  Ultra  SCSI  External  HD’s  •  (2)  EMC  SYMMETRIX  STORAGE 
ARRAYS  •  NETWORK  &  SERVERS:  (10)  Cisco  Catalyst  5500s,  (10)  Cisco  Catalyst 
5000s,  (4)  Cisco  Pix  Firewalls,  (4)  Cisco  Local  Directors,  (10)  Cisco  2610  &  2514 
Routers,  (45)  Compaq/Digital  Enterprise  Storage  Arrays,  (30)  HP  Net  Servers, 
(9)  Digital  Alpha  Servers,  Dell  PowerEdge  2300,  Hubs,  &  Switches  •  (400)  PCs: 
Compaq,  HP,  &  IBM  •  TELECOM:  Nortel  Meridian  51 C  Phone  System  •  MACS: 
(26)  Apple  G3s  &  Power  Macs,  (2)  Apple  IMacs  •  (30)  HP  LaserJets  •  (400)  17” 
Monitors  AND  SO  MUCH  MORE  IT’S  IMPOSSIBLE  TO  IT  ALL!! 


COWAN 


ALEXANDER 


EQUIPMENT.  GROUP 


Tel.  888-875-SOLD 
Auctioneer: 
ADAM  ALEXANDER 


PHASE  VISIT  OUR  WEBSfTE: 

www.CowanAlexander.com 


Network  Products  and  Services 
with  Network  World's  Marketplace. 
Call  800-622-1108  ext.  6507 


Get  More  for  Today's  Budget! 

Contact  BIZI 
to  SAVE  up  to  80% 

•  50-80%  Savings  off  Retail  List  Prices 

•  120-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 

Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-2494 

or  (315)  458-9606  fax:  (315)  458-9493 
We  Buy,  Sell,  Trade  and  Lease... 


Your  global  partners  in  new  &  quality 
pre-owned  networking  equipment 


Find  the  Product 
and  Services  that  you 
are  looking  for  on 

Network  World  Fusion’s 
Product  Showcase. 


go  to:  www.nwfusion.com 
click  on: 


CLinKT 

jmarl 


BUY  SELL 

3Com 


*Corebuilder  *Netbuilder 
*  Superstack  II  &  III 
*Accessbuilder 


U.S.  Batik 


Systems 


Call  us 

Tel:  323-936-3622 


Fax:  323-931-6691 


sales@usbanksystems.com 


FIBER  OPTIC 
SOLUTIONS 


•  T1/E1  &  T3/E3  Modems 

•  RS-232/422/485  Modems  and 
Multiplexers 

•  IBM  3270  Coax,  AS/400  Twinax,  and 
RS/6000  Modems  and  Multiplexers 

•  LAN  -  Arcnet/Ethernet/Token  Ring 

•  Video/Audio/Flubs/Repeaters 

•  ISO  -  9001 

s.i.TECH 

Toll  Free  866-SITech-1 
630-761-3640,  fax  630-761-3644 

www.sitech-bitdriver.com 


Enku  Gubaie 


800-622-1108  ext.  6465  •  FAX:  508-460-1192 
Internet:  egubaie@nww.com 


Specialist  in  all  G'llSG'G)  Products 
Including  Memory  LAN/WAN  Products 

WE  CARRY  ALL  MANUFACTURERS 

Livingston  •  Ascend  •  US  Robotics  •  Micom  •  HP  •  3Com 
Adtran  •  Motorola  •  Codex  •  ADC 

WE  BUY  AND  SELL  -  NEW,  USED,  LEASE,  RENT 

•  Routers,  VLANs  •  Access  Servers 

•  DSU/CSU’s  •  Hubs,  Modems 

•  Switches,  ATM  •  Voice  Over  IP 

888.801.2001 

phone  916.630.2001 
fax  916.630.2000 
Visit  our  Website  at: 
http://www.millenniumsolutions.net 


NORTEL  NETWORKS  k:s%r 
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Why  Are  We  The  Best? 


•  Nortel  Service  Contracts  ♦  Next-Day  Hardware 

•  Nortel  Service  Renewals  Replacement 

•  Free  Technical  Support  *  Competitive  Prices 

•  Good  As  New  Gear, 

Same  as  New  Warranty 
-  at  Better  Than  Aieiv  Prkei 

Refurbished  Specials: 

BayStack  450-24T  (AL2012E14)  with  MDA  Port 

10/100/1000  BT  Autosense  Switch 

Limited  Lifetime  Warranty 

Special  $995  j 

List  52,695  I 

BLN-2  Router  Base  Unit  (71000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $1,999 

List  $12,700 

BCN  Router  Base  Unit  (73000)  -  Complete 

Includes  Dual  AC  Power  Supplies  and  SRML 

Special  $2,999 

list  518,150 

ARN  8  MB  Ethernet  Router  Base  Unit  (CV1001003) 

Other  Memory  Config  and  modules  avalible.  Call  now  for  pricing. 

Special  $295 

List  $1,154 

Dont  want  used?  Try  our  low  prices  on  new!  Cell  Today! 


Call  for  Free  Quote! 

888-8LANWAN 

(888-852-6926) 


National  LAN  Exchange  •  www.nie.com 
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^  Cable  University 

%  (800)  537-8254 
p  www.CableU.net 
5'  FREE  online  training  in  network 
72  cabling  installation  &  maintenance  £3 


If/. 


|  BNETSYS  Inc. 

(800)  BNETSYS 
www.bnetsys.com 
Instructor  led  &  online  Cisco 
certification  training  @  no  charge 


NetworkTraining.com 

I  (800)  NET-SKIL 
:  (800)  638-7545 

J  Network  Analysis  &  Tool  Training 
1  Certified  NetAnalyst  Testing 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


“Quick  Shi 

Premier 
Enclosures 

Add  plexi  front  doors,  fixed  or  sliding 
shelves,  keyboard  shelves  and  more. 

Get  the  quick  turn-around  solution 
for  all  your  datacomm  and  telecom¬ 
munications  housing  requirements. 

You'll  be  up  and  running  last. 


■  Standard  19  and  24 
inch  widths  -  multiple 
heights  and  depth 

■  Slotted  top  accepts 
cooling  fan 

■  Louvered  rear  door 

■  Rugged,  yet 
inexpensive 


Premier  Metal  Products  Company 

East  Coast:  718-993-9200  ■  West  Coast:  909-829-3089 

www.premiermetal.com 


FREE  3Com  Palm  IT 


WE  BUY  USED 
Palmy  NETWORKING 


HIGHEST 
PRICES 
PAID! 


W-  ^ 


3i. 

Cuts  Strum 


Bay  Networks 


caBieTRon 

_ SYS  Terns 

Tt»  Gorrp—M  So ktan 


Visit  www.4lanwan.com  to  enter  to  win  ^ 


WE  SELL  NEW  &  REFURBISHED 


GIGANTIC  DISCOUNTS  /  LONGEST  WARRANTIES! 

We  maintain  a  huge  inventory  of  parts  &  systems 
We  specialize  in  Legacy  &  hard  to  find  items 

Call,  E-mail  or  Fax  Your  Equipment  List. 


*~fLANWAN.com 

A  Division  c 


Celebrating 
*  17th  Year 


l  Division  of  Ergonomic  Enterprises,  Inc. 
47  Werman  Court,  Plainview,  NY  11803 


CALL  TOLL  FREE:  877-4-LAN-WAN 

TAX:  516-293-5325  [  EMAIL:  SALES@4LANWAN.COIM 

Iti  iriill  Ill'll  I  II  I  I  I  I  I  II— III  II  I-.  FT  ■  "tv.  -■  _ 


Solve  Your  Network 
Sync  Problems 
with  Wireless  CDMA 


NTP  Time  Server 

•  High  Performance 

•  Low  Cost 

•  Easiest  Installation  — 

No  antenna  hassle! 

EndRun 

TECHNOLOGIES 

www.endruntechnologies.com 

1-877-749-3878 


Systems/P 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

in  Stock  •  Fast  Delivery  •  Ho  Expedite  Charges 

COMSTAR,  INC 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612*835*1927  E-Mailsales@comstarinc.com 


Monitor 
PC  Users 

See  multiple 
computer  screens  in 
real  time  with  the 
award-winning 
NetOp  Remote 
Control. 

Try  it  free! 


www.CrossTecCorp.com 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth ,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894-1573 

Netwo  k  A/c  •  5  2001 


►  CISCO  ►  Juniper  ►  Lucent 

V  www.digitalwarehouse.com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source « 


►  Nortel 

►  Foundry 

►  Extreme 


►  Marconi 

►  Adtran 


-  Quick  Eagle 


Save  big  on  new/used:  ►Routers  ►  Gigobit/FE/ATM  Switches 
>•  Access  Servers  >  Optical  Networking  >- Wireless  BUY/SELL/RENT 


CISCO 


3Com 


Refurbished 

-CoreBuilder- 

-NETBuilder- 

-PathBuilder- 


MTMnet,  Inc. 


Toll  Free:  877-868-6638 
www.MTMnet.com 
sales@MTMnet.com 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


■  ■■ 


3e  Mabla  Espanol 
Wlr  sprechen  Deutsen 


Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


www.networkhardware.com 

BUY  ONLINE 


NETWORK  HARDWARE  RESALE  Bi 
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Database  Administrator  sought 

by  N.  J.  based  Securities  Trading 

Firm  for  Jersey  City,  NJ  office. 

Must  have  B.S.  degree  in  Engi¬ 
neering/Computer  Science  or 

equivalent  and  5  yrs.  exp.  in 

Database  Admin./Computer 

Programming  or  directly  related 

field.  Respond  to:  Human 

Resources  Dept.,  Knight  Trading 

Group,  Inc.,  525  Washington 

Blvd.,  Jersey  City,  NJ  07310. 

Computer  Programmer  wanted 
by  Sunrise  Global,  Inc.  in  Parlin, 
NJ.  Must  have  Masters  in  comp 
sci  or  related  fields  w/at  least  2 
yrs  exp  in  dsgng  &  dvlpg  applic 
s/ware  using  object-oriented  & 
web  technologies  such  as 
HTML,  Java,  JSP,  JDBC,  VB, 
ASP,  Oracle,  PL/SQL  &  Unix. 
Exp  w/hierarchical  d/base  a+. 
Solid  quantitative  &  analytical 
skills  reqd.  Please  send  resume 
to  HR  Dept,  Sunrise  Global,  Inc, 
3237A  Bordentown  Ave,  Parlin, 

NJ  08859.  Fax:  732-316-221 1 . 

Database  Analyst  sought  by 

Securities  Trading  Firm  for 

Purchase,  NY  office.  Must  have 

BS  degree  in  Computer  Science/ 

Computer  Engineering  and  2 

yrs.  exp.  in  computer  prog./ 

systems  admin./data  analysis  or 

directly  related  field.  Respond  to: 

Human  Resources  Department, 

Knight  Trading  Group  Inc.,  525 

Washington  Boulevard,  Jersey 

City.  NJ  07310. 

Systems  Analyst  wanted  by  New 

Jersey  based  company  for  job 

Iocs  throughout  the  USA.  Must 

have  Master's  degree  in  Comp. 

Sc.,  Engg.  and  6  months  of 

experience.  Respond  to:  HR 

Dept.,  Numbers  Only,  Inc.,  200 

Middlesex  Essex  Turnpike,  Ste. 

206,  Iselin,  NJ  08830.  (Ref: 

RG7720IM). 

Software  Developer  -  Research, 
design,  develop  and  test  comp, 
software  products  using  C++, 
Java,  VB  and  SQL  Server  data¬ 
base;  work  with  corp.  developed 
products;  analyze  requirements 
and  specs;  evaluate  functional 
specs;  design/code/debug  pro¬ 
grams;  evaluate  enhancements 
to  existing  systems.  Req.  MS  in 
Comp.  Sci.  or  related  and  2  yrs. 
exp.  in  job  or  2  yrs.  as  Software 
Eng.  Resume  to  HR,  Mosaic 
Software,  800  Fairway  Dr.,  Suite 
198,  Deerfield  Beach,  FI  33441. 
No  calls  please. 

Computer  Software  Engineer 
wanted  by  Pan  United  Corp  in 
Edison,  NJ.  Must  have  2  yrs  exp 
in  engg  applic  s/ware  dsgn  & 
dvlpmt  w/knowl  of  MS-DOS, 
FORTRAN,  C/C++  &  VB.  Analyt¬ 
ical  method  skills  &  d/base  exp 
(Oracle,  SQL  Access)  as  well  as 
working  skills  in  Unix  &  Win 
envrmts  reqd.  Must  have  Masters 
in  Comp  Sci,  Math,  or  related 
Engg  w/strong  numerical  statistic 
analysis  skills.  Please  send 
resume  to  HR  Dept,  2  Ethel  Rd 
203b,  Edison,  NJ  08817.  Fax: 

732-287-5511. 

Synergy  America,  Inc.  has 
multiple  openings  available  for 
Prog/Sys  Anal,  S/W  Engineers, 
DBAs  and  Sys  Admin  to 
design/develop  applications  in 
some  of  the  following:  VB,  VC++, 
SQL,  Java,  HTML,  Oracle, 
Informix,  Sybase,  Internet  and 
wireless  technologies,  Win¬ 
dows,  UNIX.  All  positions  req 
BS/MS  or  foreign  equiv  in  Comp 
Sci,  Science,  Engg  or  Business. 
Combination  of  edu  and  exp  will 
be  accepted.  Highly  competitive 
salaries  &  benefits.  Travel/relo¬ 
cation  req.  Resumes  to:  HR, 
1565  Woodington  Circle,  Suite 
101,  Lawrenceville,  GA  30044 

Software  Engineer  (NYC)  sought 
by  IT  consulting  firm.  Candidates 
must  have  M.S.  degree  in 
Computer  Science  or  related 
and  at  least  two  years  of 
software  experience.  Knowledge 
and  experience  in  design  and 
development  using  the  following 
tools  and  technologies  required: 
Java,  C,  C++,  Perl,  Oracle,  CGI, 

UNIX,  TCP/IP,  and  OOD.  Send 

resumes  to:  Niteen  Shendye, 
Unicom,  Inc.,  2  Lucy  French 
Way,  Ashland,  MA  01721. 

IP* 

Kama  Consulting  Inc. 
TOP  $$’s,  W2  or  1099 

We  are  a  fast  growing 
Consulting  company  based 
in  New  Jersey. 

Excellent  opportunities  for 
Programmers, 

Systems  Analysts,  DBAs. 

Sun  Solaris  System  Admins, 
Natural,  Powerbuilder, 
ADABAS,  ORACLE,  SYBASE, 
PROGRESS,  COBOL 
TCP/IP,  Delphi/VB,  Windows  NT 

Send  your  resume  to 

Rod  McFadden 

Kama  Consulting 
Fax:201-934-7166 
Email:Kamaco@aol.com 

Sr.  Test  Engineer,  wanted  by 

optical  networking  system 

developer  in  Oceanport,  NJ. 

Must  have  Masters  in  Telecom¬ 
munications,  Engineering  or 

related  field  and  1  yr.  exp.  in  job 

offered  or  software  development 

for  optical  networks.  Respond  to 

Doreen  Connors,  HR  Department 

(ref#  014),  Tellium,  Inc.,  2  Crescent 

Place,  Oceanport,  NJ  07757. 

Computer  Programmer  wanted 
by  a  company  in  New  York  City. 
Must  have  a  Master  degree  in 
computer  science  with  at  least 
two  years  of  experience  in  pro¬ 
gram  design  and  development 
using  object-oriented  and  web 
technologies.  Candidate  should 
be  proficient  in  the  following 
skills.  HTML,  CSS,  JavaScript, 
ASP,  JSP,  JAVA,  and  SQL. 
Knowledge  of  DHTML  and  XML 
is  highly  desired.  Experience 
with  hierarchical  database  and 
computer  graphic  skills  is  a  plus. 
Please  send  resume  in  confi¬ 
dence  to  HR  Dept.  Viewpoint 
corporation,  498  7th  Avenue, 
Suite  1810,  New  York,  NY 
10018.  Fax  number:  212-201- 
0801. 

Software  Engineer  wanted  by 
Quantitative  Financial  Strategies, 
Inc  in  Stamford,  CT.  Candidates 
must  have  a  Master  degree  in 
science  or  related  fields  with  at 
least  two  years  of  experience  in 
designing  and  developing  appli¬ 
cation  software  using  object- 
oriented  technologies  and  C++ 
on  Unix  platform.  Experience 
with  econometrics,  gauss,  and 
Informix  database  is  a  must.  Solid 
quantitative  and  analytical  skills 
are  required.  Please  send  resume 
to  Robert  Shustak,  Quantitative 
Financial  Strategies  Inc,  Four 
Stamford  Plaza,  107  Elm  Street, 
Suite  500B,  Stamford,  CT  06902. 
Fax  number:  203-602-0188. 

Multiple  openings  available: 
exp'ed  Prog/Sys  Anal,  DBA's 
and  S/W  Engineers  to  design/ 
develop  S/W  appls  using  some 
of  the  following-  Cobol,  CICS, 
DB2;  Java,  PowerBuilder,  HTML, 
XML,  wireless,  web  technologies; 
C++,  VB,  Oracle,  Developer 
2000,  PL/SQL,  Pro‘C;  Oracle/ 
Sybase  /  Informix  database 
admin;  Unix/NT  system  admin. 
BS/MS  or  equivalent  in  CS, 
Engg,  Science,  Math,  Bus 
Admin  or  related  field.  Salary: 
S60-90K  full  time.  Travel/reloca¬ 
tion  involved.  Resumes  to:  HR, 
Smartsoft  International  4898 
South  Old  Peachtree  Road, 
Suite  200,  Norcross,  GA  30071 

Operations  Engineer  for  NJ 
based  company.  Must  have  a 
Master's  degree  in  Transportation 
Management,  Marine  Engg.  or 
Mechanical  Engg.  and  3  yrs  of 
exp  in  Marine  Engg.  Must  also 
have  proficiency  in  Comp  Soft¬ 
ware  such  as  RDBMS,  and  MS 
Office.  Respond  to:  HR  Dept., 
KMGP  Services  Company,  Inc., 
78  Lafayette  Street,  Carteret,  NJ 
07008.  (Ref:  751 7IM). 

An  Equal  Opportunity  Employer. 

Programmer/Analyst  wanted  by 
4U  Services,  Inc.  Must  have  at 
least  2  years  experience  with 
programming  using  Java/Script, 
ASP,  CGI,  HTML,  VB,  C/C++, 
experience  in  SQLVOracle,  data¬ 
base  analysis,  draft  and  design, 
and  system  analysis.  Must  have 
a  master  degree  in  computer 
science  or  computer  related 
field.  Experience  in  Expedition/ 
Cobra  is  a  plus.  Please  send 
resume  to  HR  Dept.,  4U  Services, 
Inc.,  Two  World  Trade  Center, 
Suite  1844,  New  York,  NY 
10048.  Fax  number:  212-432 

2846. 

Trusted  by  more  hiring  managers 
than  any  IT  space  in  the  world. 
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At  Gartner,  we  have  a  special  understanding  of  how  executives  gain  perspective  and 
guidance  when  faced  with  business  and  technology  challenges.  We  are  the  world  leaders  in 
providing  business  technology  research,  consulting,  communities,  measurement  and  news. 
In  short,  we  are  IT  experts,  home  to  some  of  the  world's  foremost  IT  thinkers,  who  help  our 
clients  use  technology  to  do  extraordinary  things. 


It  should  come  as  no  surprise,  then,  that  we  have  very  strong  internal  IT  operations.  And  now, 
to  keep  abreast  of  the  latest  technologies  and  provide  optimum  performance  we  are  expanding 
our  operations  to  Trumbull,  Connecticut,  creating  new  opportunities  for  IT  professionals. 


If  you  are  interested  in  being  a  part  of  an  integrated  IT  team  that  leads  the  way,  look  no 
further  than  Gartner.  Whether  you're  interested  in  joining  our  new  internal  department  in 
Trumbull,  Connecticut,  or  in  another  of  our  80  offices  around  the  globe,  Gartner  leads  the 
way  to  a  great  career. 


For  consideration,  please  send  you  resume,  indicating  reference  code  PCPW  in  the  subject 
field,  to:  gartner@gartnercareers.com.  An  equal  opportunity  employer. 


www.gartner.com/careers 


Gartner 
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Job  Title:  Chief  Computer 
Programmer 

Duties:  Plans, directs  and  prepares 
programs  to  process  data  using 

C,  C++,  SQL  databases,  Visual 
Basic,  COBOL,  JCL,  Developer 
2000  forms,  Shellscripts,  UNIX, 
MVS,  NT  environments,  RISC 
6000,  mainframe  and  PC  plat¬ 
forms  interfacing  w/application 
planning  and  analysis,  centralized 
and  distributed  data  management 
technologies  in  client  server 
applications,  life  cycle  and 
structured  systems  development 
methods,  automated  development 
and  visual  programming  tools. 
Consults  management  and 
systems  analysts  re  program 
intent,  programming  and  coding 
w/users  re  specifications  and 
project  requirements.  Assigns 
and  reviews  design  and  coding 
of  applications  by  programming 
personnel;schedules  project 
resources.  Develops  programs 
from  workflow  diagrams  and 
application  systems.  Analyzes 
test  results  for  revisions  and 
maintains  business  applications. 
Develops  and  maintains  work-flow 
charts,  application  documentation 
and  change  requests.  Trains  and 
supervises  subordinates  in 
programming,  coding,  standards 
system  development  methodol¬ 
ogy,  life  cycle,  back-up  and 
recovery.  Prepares  records  and 
reports;coordinates  with  manu¬ 
facturers/vendors  to  enhance 
efficiency. 

Requirements:  Bachelor  of 
Science  or  equivalent  in  computer 
science  and  5  years'  experience 
as  Systems  Analyst 
Salary:  $71 ,194/year 
Hours:  40  hours  per  week 
8  a.m.  to  5  p.m. 

Job  Location:  Greenville,  SC 
Send  2  Resumes  to:  Ms.  Regina 

D.  Ratterree  E  &  T  Technical 
Services  SCESC-SC2001280 
P.O.  Box  1406 

Columbia,  SC  29202 


NerveWire  is  a  start  up,  fast-paced,  rapidly  evolving  global  management 
consulting  and  systems  integration  firm  that  helps  clients  reinvent  their 
business  models  and  envision,  plan,  design  and  build  complex  Value 
Webs.  We  currently  have  an  opening  for  the  position  of  VP,  Technology 
Alliances  {job  Code  AL0401)  in  Newton,  MA: 

The  VP  of  Technology  Alliances  is  responsible  for  identifying  potential 
alliance  partners  for  NerveWire  and  for  continuing  to  develop  joint 
business  development  programs  while  meeting  technological  requirements. 

Key  responsibilities  include:  Develop  and  manage  the  technical 
partner  alliance  program  within  NerveWire  to  penetrate  the  market  and 
build  collaborative  solutions.  Identify,  establish  and  manage  key  technology 
capabilities  in  collaborative  solutions  development,  maintaining  the  right 
mix  of  technical  partner  alliances  in  line  with  NerveWire's  core  solution 
offerings.  Manage  and  sell  complex  engagements  for  technical  method¬ 
ologies  and  solutions.  Develop  joint  technical  approaches  to  delivering 
complex  middleware  integration  solutions  and  implementation  method¬ 
ologies  with  alliance  partner  technologies,  using  knowledge  of  EAI 
Technology.  Manage  a  team  to  deliver  these  methodologies  and  solutions 
Develop,  train  and  manage  a  practice  of  technology  implementation  and 
integration  experts  in  alliance  partner  technologies.  Understand  technical 
alliance  partner's  market  position,  financial  health,  and  technology 
viability  and  synergy  with  NerveWire's  business.  Develop  partnership 
agreements,  performance  expectations,  program  development  and 
contract  terms. 

Requirements:  Bachelors  degree  or  equivalent  in  Computer  Science, 
Engineering,  or  a  closely  related  field.  Four  years  of  technology  consulting 
and  business  development  experience  in  global  consulting  environment, 
including  at  least  one  year  of  experience  managing  teams  delivering 
complex  implementation  methodologies  and  solutions  in  a  fast-paced, 
rapidly  evolving  environment.  At  least  one  year  of  experience  working 
with  EAI  (Enterprise  Application  Integration)  Technology.  Self-motivated, 
high  energy  individual  Ability/flexibility  to  travel  up  to  75%  of  the  time 
domestically  and  internationally.  Excellent  interpersonal,  communication, 
and  presentation  skills.  Experience  may  be  gained  concurrently. 

We  also  have  openings  for  the  following  technical  positions  in 
Newton,  MA: 

Technical  Consultant  (Developer):  Job  Code  TC0401 
Technical  Specialist  (Sr.  Developer):  Job  Code  TS040 1 

Technical  (Data,  Application,  Systems,  Network,  Integration) 
Architect:  Job  Code  TA040 1 

Technical  Team  Lead:  Job  Code  TT0401 

To  view  a  detailed  job  description,  please  visit  our  website  at: 

www.nervewire.com. 

Please  include  the  Job  Code  when  applying  for 
any  of  the  positions  above.  Applicants  can 
send  their  resumes  to:  Recruiting,  NerveWire,  Inc., 

275  Grove  Street,  Suite  2-200,  Newton,  MA 
02466;  or  E-mail  to:  jobs@nervewire.com, 
or  Fax  to:  (617)  851-5200.  We  are  an  equal 
opportunity  employer. 
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Software  Developer  II 


Needed  in  Jacksonville,  FL,  to  develop  comp,  progs,  systems, 
procedures  to  process  data  &  to  ensure  customers’  needs  are 
met.  Research,  design  &  develop  comp,  software  sys  &  devel. 
program  specs,  flowcharts,  data  anal  &  test  plans.  Convert  project 
spec.  Consult  w/hardware  engs  &  eng  staff  to  evaluate  interface 
btwn  hardware  &  software  &  oper  &  performance  reqs  of  sys. 
Formulate  &  design  software  sys  w/scien.  anal.  &  math,  models  to 
predict,  measure  outcome  of  design.  Develop,  direct  software  sys 
test  procedures,  programming  &  documentation.  Use  Visual  Basic, 
MS  SQL/Server,  data  modeling,  &  Systems  Testing.  Req.  BA  degree 
(or  equiv.)  in  CS  or  related  field  &  at  least  I  yr.  relevant  exp.  40+ 
hrs/wk,  8:30  a. m. -5:00  p.m.  M-F. 


Submit  resume  to: 

APL  Logistics,  ATTN:  Laurie  Czechowski 
1301  Riverplace  Blvd,  Ste  1 200,  Jacksonville,  FL  32207 
E-mail:  Laurie  _Czechowski@apl.com 


EE0-AA  •  M/F/D/V 


IRIS  ASSOCIATES,  the  creator  of  Lotus  Notes, 
Lotus  Domino  and  Lotus  Domino  Designer,  seeks 
to  fill  a  number  of  Software  Engineering  positions 
at  various  levels  of  responsibility  at  our  location 
in  Westford,  MA. 

Most  positions  require  a  BS  degree  (or  equivalent 
and  some  require  a  Master’s  degree)  in  Computer 
Science,  Mathematics  or  other  relevant  field, 
together  with  at  least  2  to  7+  years’  relevant 
experience. 

•  Software  Engineers  (QuickPlace  Internals) 

•  Software  Engineers 

(Project  Manager/Notes  Client  Editor) 

•  Software  Engineers 

(Project  Manager/Web  Administration) 

•  Software  Project  Managers 
(Domino  Web  Engine  Project  Manager) 

Numerous  other  software  positions  at  all 
levels:  Principal,  Senior  and  Entry  Level. 

Competitive  benefits  and  starting  salaries  from 
$67,000  -  $111,600,  commensurate  with  the 
position’s  specific  responsibilities,  accompany 
this  exciting  high-tech  environment  growth 
opportunity. 

Please  mail  or  fax  your  resume,  indicating 
Reference  Code  IMSP@,  to  Iris  Associates, 

Attn:  Kendra  Perry,  Human  Resources, 

Five  Technology  Park  Drive,  Westford,  MA 

01886;  Fax:  978/692-5001.  Email: 
Kendra_Perry@  iris.com.  Visit: 
www.iris.com. 


ins 

ASSOCIATKS 


Iris  Associates,  a  subsidiary 
of  Lotus/IBM,  is  an  Equal 
Opportunity  Employer 


Computer  Consulting  firm  based 
in  Connecticut  seeks  to  fill  the 
following  job  openings  in  Hartford, 
CT  and  Boston,  MA  metropolitan 
areas: 

i)  Database  Design  Analyst 
(multiple  positions)  -  Must  have 
M  S.  in  Computer  Science, 
Computer  Applications  or  equiv¬ 
alent,  and  2  years  experience. 

ii)  Systems  Analyst  (multiple 
positions)  -  Must  have  M.S.  in 
Computer  Science,  Computer 
Applications  or  equivalent,  and 
2  years  experience. 

iii)  Software  Engineer  (multiple 
positions)  -  Must  have  BSc  in 
Computer  Engineering  or  equiv¬ 
alent,  and  2  years  experience 
developing  Telecom  applications 
using  AIN,  SS7,  C++.  VOIR, 
ISDN,  SNMP. 

Respond  to:  HR  Dept.,  Talent 
Consulting  Services,  Inc.,  21 
New  Britain  Ave.,  Rocky  Hill,  CT 
06067,  or  Job@Talentsys.com. 


SYSTEM  ANALYST:  Design, 
development,  testing,  and  de¬ 
ployment  of  graphic  and  textual 
reports  for  Internet  projects. 
Participates  in  all  phases  of  soft¬ 
ware  development,  deployment 
and  maintenance.  Design  pro¬ 
gram  for  the  web  using  PL/SQL, 
SQL,  Plus,  HTML,  and  java 
script,  Oracle  Reports,  Oracle 
Forms  and  Oracle  Application 
Server.  Develops  Oracle  Reports 
writes  complex  and  ad-hoc 
reports.  Optimizes  existing  reports. 
Presents  data  through  a  browser 
in  PDF,  HTML  or  text  formats. 
Follows  and  complies  with  busi¬ 
ness  specifications  in  Portuguese. 
Supervises  programmers  en¬ 
gaged  in  Unix  development, 
OLAP  technologies  particularly 
Oracle  Discoverer.  Job  is  in  Miami, 
FL,  40  hrs.  weekly,  9-5  pm, 
$54,000.00/yr.  Bachelor's  degree 
in  Civil  Engineering  or  related 
field  and  2  years  experience  in 
job  offered.  Fax  resume  to  Settle 
Consulting  Corporation,  Attention 
Alfredo  Neves  (954)928-0450. 


COMPUTER 

IT  PROFESSIONALS 
ROCKVILLE,  MD 
Lockheed  Martin,  a  market  leader 
in  the  deployment  of  Electronic 
Toll  Collection  systems,  is  seeking 
qualified  candidates  for  multiple 
positions  at  its  Systems  Devel¬ 
opment  Center. 

PRODUCT  DEVELOPMENT 
MANAGER:  Responsible  for 
managing  a  team  involved  in 
building  an  important  object- 
based  software  product  for  the 
transportation  industry.  Respon¬ 
sibilities  include  all  technical  and 
management  aspects  of  the 
product  development  group  and 
the  software  life  cycle,  including 
design,  construction,  deployment 
and  implementation.  Duties  also 
include  all  customer  and  vendor 
management  and  troubleshooting 
and  user  support  to  top  clients. 
Extensive  experience  in  FORTE 
development  environment  a 
must.  Master’s  and  2  yrs  exp  or 
a  Bachelor's  in  Engineering  and 
a  minimum  of  7  yrs  exp  in  the 
field.  Salary  commensurate  w/exp. 
Send  resume  via  fax  to:  (201) 
836-4466;  Job  Code  SU0401 . 
PROJECT  MANAGERS:  Experi¬ 
ence  managing  large-scale  sys¬ 
tems  development  projects  for 
clients,  from  requirements 
through  on-going  support.  Ability 
to  develop  Requirements  and 
Functional  Design  Documents, 
facilitate  technical  designs, 
specifications,  and  test  plans. 
Develop/track  project  schedules/ 
budgets.  Participate  in  proposal 
development  and  estimates. 
Email:  mary.duppler@lmco.com; 
Job  Code  PM0401 . 

SOFTWARE  DEVELOPMENT 
ENGINEERS:  Experience  in 
object-oriented  programming, 
Forte,  RdB  database  environ¬ 
ment,  “C",  "C++”,  VMS  and 
UNIX,  Informix  ODS  7.3+, 
Informix  SE  or  2000,  Cold 
Fusion,  Power  Builder,  Crystal 
Reports  &  SQL.  Experience  in 
specification  analysis,  code 
development,  testing,  systems 
integration,  troubleshooting  and 
documentation. 

Email:  mary.duppler@lmco.com; 
Job  Code  SD0401 . 

SYSTEMS  ENGINEERS:  Expe¬ 
rience  in  design  of  relational 
complex  systems  comprised  of 
networking  equipment,  computer 
systems,  sensor  technology, 
lasers,  relay  controls,  process 
controls,  and/or  industrial  elec¬ 
tronics.  Spec/source  various 
electronic  and  computer  compo¬ 
nents.  Develop  engineering 
drawings  in  AutoCAD.  Conduct 
statistical  data  analysis  with 
desktop  PC  tools.  College  degree 
in  appropriate  technical  discipline. 
Email:  mary.duppler@lmco.com; 
Job  Code  SE0401 . 

SITE  TECHNICIANS:  (Hilton 
Head,  SC  &  Baltimore,  MD): 
Experience  in  Windows,  UNIX, 
networking  equipment,  sensor 
technology,  lasers,  relay  controls, 
process  controls  and/or  industrial 
electronics.  2-Year  EE  technical 
degree  or  equivalent  training. 
Email:  mary.duppler@lmco.com; 
Job  Code  ST0401.  EOE 


♦ 


SOFTWARE  ENGINEER  to 
provide  on-site  consultancy  in 
design,  development,  implemen¬ 
tation,  customization  and 
maintenance  of  e-commerce 
applications,  ERP  packages 
such  as  MESA  and  supporting 
bar  coding  software  packages; 
browser  based  real  time 
production  systems  and  web 
enabling  of  legacy  applications 
on  AS/400;  provide  systems 
software  support  on  Windows 
NT,  SQL  Server,  AS/400,  ASP, 
Coldfusion,  RPG,  C,  COBOL, 
Java  and  Websphere.  Require: 
M.S.  in  Electronics  Engineering/ 
Computer  Science  and  two 
years  experience  in  the  job 
offered.  Salary:  $75,000  per 
year,  8  am  to  5  pm,  M-F.  Apply 
with  resume  to:  Vice  President, 
Frontline  Consulting  Services, 
Inc.,  8701  Mallard  Creek  Road, 
Charlotte,  NC  28262. 


Senior  System  Administrator 

(TWC  Latin  America)  (Atlanta, 
GA)  -  Responsible  for  site,  training 
and  installation,  testing  support 
plan  and  all  other  operational 
and  maintenance  responsibilities 
for  Latin  Weather  System  network 
based  on  Unix  system,  NT  server, 
TCP/IP  network  and  related 
hardware,  software,  network  and 
data  configurations.  Evaluate 
and  direct  the  interconnection  of 
the  Latin  American  Networks 
with  company-wide  systems 
or  networks.  Responsible  for 
ensuring  and  coordinating 
emergency  support  24  hours  per 
day,  seven  days  per  week.  De¬ 
velop  and  maintain  operational 
support,  backup  and  recovery 
procedures  and  their  execution. 
Key  person  responsible  for 
meteorological  system  additions 
or  modifications  and  training  of 
personnel  in  system  administra¬ 
tion.  Principal  contact  with  Latin 
Weather  System  vendors 
regarding  users,  system  and 
network  support.  Must  have 
Bachelor’s  degree  or  foreign 
degree  equivalent  in  Computer 
Science,  Electrical  Engineering 
or  related  field,  &  five  years 
experience  in  the  job  offered 
(Senior  System  Administrator) 
or  five  years  experience  as  a 
Unix  System  Administrator. 
Must  also  have  four  years  expe¬ 
rience  in  TCP/IP;  four  years 
experience  in  network  adminis¬ 
tration;  and  two  years  experi¬ 
ence  in  Windows  NT  system 
administration.  (Experience 
may  have  been  obtained 
concurrently).  Must  have  proof 
of  legal  authority  to  work  in  US. 
Submit  resume  to:  Manager 
Staffing  &  Employment,  The 
Weather  Channel  Latin  America, 
Ref:  SrSA,  300  Interstate  North 
Parkway,  Atlanta,  GA  30339. 


♦ 


Senior  Systems  Analyst. 
$85,000/Yr,  Overall  job  duties 
are:  Design,  develop,  test,  docu¬ 
ment  and  implement  customized 
software  applications  using 
Oracle,  PL/SQL,  Webserver, 
PL/SQL  Cartridges,  Netscape 
Suite  Spot,  PRO*C,  C/C++, 
Javascript,  Java,  Developer 
2000,  Crystal  reports,  Cold 
Fusion,  Oracle  and  Webserver 
DBA,  Oracle  HR,  and  Payroll 
Applications.  Interact  with 
clients/customers,  analyze  & 
understand  client  requirements, 
and  design  customer  specific 
applications.  Communicate 
client  requirements  and  lead 
a  project  team  of  over  10 
programmer  analysts  &  software 
developers.  Administer  Oracle 
database  and  webservers  and 
design  database  warehousing 
system  for  large  volume  of  data. 
Must  be  experienced  in  UNIX 
and  its  administration,  Oracle 
Financials,  MS  Office  and 
X-Windows.  Requires  BS  in 
Science  or  Engineering  and  2 
years  of  experience  in  job  duties. 
Send  resume  to  Enterprise 
Computing  Services,  Inc.,  8744 
Main  Street,  Suite  101,  Wood- 
stock,  GA  30188  with  proof  of 
legal  authority  to  work  perma¬ 
nently  in  the  US. 


Database  Administrator.  8a-5p. 
40  hrs/wk.  Analyze  data/data¬ 
bases;  make  required  changes 
in  database/structure;  code,  test, 
implmt,  support,  monitor,  do  tun¬ 
ing,  backup  &  recovery  using 
Oracle  DBA,  Oracle  8i,  Oracle 
Financials,  Developer  2000, 
Appworx,  web  based  applies, 
UNIX  &  Win  NT.  Masters  or  equiv 
deg  in  Comp  Sci  or  Engg,  Elec¬ 
trical,  Electronics  or  related  field 
of  Engg.  In  lieu  of  Masters 
candidate  can  have  Bach  in 
specified  majors  &  5  yrs  exp  as 
D/base  Admin/S/ware  Engr. 
Send  resume  w/ref  #002  to:  Russ 
Wise,  Dir  of  HR.  Air2Web,  Inc., 
Promenade  II,  1230  Peachtree 
St.,  12th  FI.,  Atlanta,  GA  30309 


Agency  for  Health  Care 
Administration 

Chief  of  Information  Services 
Salary:  $47,500  -  $70,000 
Annually  (Negotiable) 

Position  #63449 
Deadline  Date:  June  12,  2001 

This  position  is  responsible  for 
directing,  coordinating,  planning 
and  supervising  the  operations 
of  Information  Services.  The 
Agency  is  searching  for  someone 
who  has  the  skills  to  establish 
system  priorities;  determine 
allocation  of  Agency  automation 
resources;  and  coordinate  the 
research,  analysis  and  develop¬ 
ment  of  systems  and  methods. 

Excellent  communication  and 
management  skills  are  a  must. 

Requirements:  Certificate  or 
Degree  in  Computer  Science  or 
related  field  preferred. 

Submit  Resume: 

Agency  for  Health 
Care  Administration 

Attention:  Emma  Hill 
2727  Mahan  Drive  -  Building  #3, 
Mail  Stop  #1 

Tallahassee,  Florida  32308 
OR 

Internet:  http://www.myflorida.com 

If  you  need  an  accommodation 
because  of  a  disability  in  order  to 
participate  in  the  application/ 
selection  process,  please  notify 
the  hiring  authority  in  advance. 
EEO/AA/ADA/VP 


♦ 


Systems  Analyst  II  sought  by  NJ 
based  pharmaceutical  company 
for  East  Hanover,  NJ  office.  Must 
have  Masters  degree  or  equivalent 
in  comp,  science  and  2  yrs  exp. 
in  web  development/comp, 
programming/database  design. 
Respond  w/Job  Code  9883  to 
Novartis  Pharmaceuticals,  HR 
Dept.,  59  Route  10,  East 
Hanover,  NJ  07936. 


ePresenceWeb  Consulting,  Inc., 
has  multiple  openings  for  its 
offices  in  New  Jersey  for  exp'd 
Project  manager,  S/W  Engineers, 
Prog/Sys  Analysts  and  DBA's 
skilled  in  :  Oracle,  Sybase,  C++, 
Java,  VB,  Powerbuilder  HTML, 
IIS,  ASP,  MTS,  web/wireless 
technologies,  database  admin, 
UNIX  admin  etc.  Highly  com¬ 
petitive  salary,  travel/reloc. 
required.  Send  resumes  to 
ATTN:  HR,  12  Broad  Street, 
Suite  5,  Red  Bank,  NJ  07701 


♦ 


Lernout  &  Hauspie  Holdings 
d/b/a  Dragon  Systems  has  an 
opening  in  our  Newton,  MA 
office  for  a  Research  Engineer 
with  experience  working  with 
large  vocabulary  continuous 
speech  recognition  systems. 
Interested  candidates  should 
send  resume  to  Maureen  Cuoco, 
Human  Resources  Representa¬ 
tive,  Lernout  &  Hauspie  Speech 
Products,  52  Third  Avenue, 
Burlington,  MA  01803. 


Ordusion  Technologies,  Inc, 
Atlanta,  has  immediate  multiple 
openings  for  experienced 
Programmer/Analysts,  Software 
Engineers  and  DBAs  in  the 
following:  VB,  VC++,  JAVA, 
HTML,  ASP,  Informix,  Oracle, 
Sybase,  CRM/financials/other 
commercial  software  packages, 
web/wireless/internet  technolo¬ 
gies,  Systems/DB  administration 
etc.  BS/MS  degree  (or  foreign 
equiv)  required.  Highly  compet¬ 
itive  salaries,  travel/relocation 
required.  Send  resumes  to  6055 
Atlantic  Blvd,  Suite  K2  Norcross, 
GA  30071 . 


Senior  Programmer/Analysts  - 
Harrisburg,  PA.  Multiple  positions 
available  for  individuals  with 
minimum  Master’s  +  2  yrs  exp  or 
Bachelor’s  +  5  yrs  exp  in 
UNISYS  1100/2200  mainframe 
COBOL  programming  including 
DMS1 100,  RDMS2200,  TIP/DPS 
and  ECL.  Work  with  users  & 
programs  through  the  entire 
systems  development  life  cycle. 
Qualified  applicants  submit 
resume  to:  (201  >836-4466. 
Reference  job  code:  SPBA0301 . 
Equal  Opportunity  Employer. 


Lead  Database  Architect,  Malden, 
MA.  Will  participate  in  develop¬ 
ment  of  1 50+Gigabyte  databases 
in  parallel  architecture  environmt; 
oversee  &  contribute  to  all  tech¬ 
nical  design  aspects  of  database; 
perform  data  analysis,  logical  & 
physical  design  of  databases, 
data  validation  &  physical 
implementation,  provide  overall 
direction  to  programming  staff. 
Requ:  B.Sc.  +  5  yrs  Oracle  exp 
OR  M. Sc.  in  computer  engineer¬ 
ing;  knowledge  of  Unix,  C,  C++, 
Oracle  &  other  relational  data¬ 
bases  such  as  Sybase,  Informix. 
Please  send  resume  to  IDRYMA 
LLC,  252  Kennedy  Drive  #302, 
Malden,  MA  02148. 
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your  company 
inspires  you  to 


□  push  the  technological 
envelope 

□  push  a  pencil 

□  push  the  elevator 
button 


You’re  ambitious  and  talented.  And  you’re  looking  for  a  place  where  your  ideas  will  flourish.  At  Intel, 
we  depend  on  the  contributions  of  all  our  employees — brilliant  minds  in  40  countries,  from  all  walks  of  life. 
We  believe  that  a  wide  range  of  experiences  and  perspectives  at  Intel  is  a  necessity  and  an  asset. 
Because  we  understand  that  everyone’s  ideas  are  important,  you  can  expect  your  ideas  to  be  heard 
and  your  work  to  be  noticed. 


For  consideration,  please  e-mail  your  text  resume  to:  globaljobs@intel.com 


Make  the  most  of  your  mind 


intel.com/jobs 


inW 
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IT  CAREERS 


'Ton  in  \(  r  IH  Hie  .  c-oiifiiii-s  of  a  schoolroom  confine 
’.\<nii  ima^iiuilion:  To  this  day,  >mi'rc  slill  thinking 
many  slcps  bc,\ond.  Same  holds  true  lor  Xerox. 
\\<-r<-  im  wiling  the  future  \x i I li  innoxalions  like  a 
iiimkh  hip  packed  with  1.000  lasers.  Or  The  Hook 
'T'atdtMS;  a printing  system  that  can  produce  a  100- 
„■  page  hook  in  a  minute.  Our  technologies  cover  the 
spectrum  limn  imaging  to  digital  color,  to  print  and 
:  .  neb  tejrhiiologv.  Innovations  that  are  sparked  l>\ 

tire  unique  perspectives  of  our  diverse-  workforce. 

. 

l  ast  \ ear  alone,  ne  earned  00 1  new  patents  and 
inlroduccd'NO  new  all-digital  and  color  products  that 
supplied  industry  wide  solutions  to  help  companies 
share  knowledge-  and  increase  produclix it \ .  We 
invest  in  people  who  can  channel  their  technical 
knowledge  into  answering  the  genuine  needs  of  our 

clients.  In  other  words,  we  want  people  like-  sou.  who 

...  * 

think  on  tin-  edge.  Oil  the  wall.  \nd  out  of  the  box. 

iXifnhs  At  Xerox. 
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ENVISIONED  n  WOULD  OF  POSSIBILITIES 


We  know  you’re  ooi  there. 

lu  OF  your  resume 


yourself 


www.xerox.com/employment 
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If  you’re  an  IT  professional  who’s  tired  of  playing  industry  catch  up  and  want  to  get  ahead  of  the  game, 
look  to  Ajilon.  As  a  frontrunner  of  information  technology  services,  our  people  are  always  in  demand. 
Our  clients  span  a  wide  variety  of  industries  so  you’ll  benefit  from  a  challenging,  varied  environment. 
And  with  a  steady  flow  of  new  projects  you’ll  have  the  stability  that  many  consultants  dream  of.  At  Ajilon 
we  don’t  just  invest  in  technology,  we  invest  in  people.  Visit  us  on  the  web  at  www.ajilon.com. 
You’ll  see  we’re  taking  information  technology  into  the  future.  And  we’d  like  to  take  you  with  us. 


AJILON 


www.ajilon.com 


The  human  side  of  information  technology. 

An  equal  opportunity  employer. 


ARINSO  International,  Inc. 

Multiple  openings  for  permanent 
Project  Managers  (Management 
Analystsjin  Atlanta,  Georgia  to 
manage  SAP  consultants  in 
developing,  designing  and  im¬ 
plementing  human  resource 
management  systems  and  related 
long  term  corporate  strategies 
and  functional  capabilities  to 
enhance  client  performance; 
utilize  change  management 
expertise  to  formulate  strategic 
plans  to  implement  SAP/HR 
modules;  analyze  business 
processes  to  re-engineer  work- 
flow;  design  and  test  sophisticated 
data  modeling  and  related  ana- 
lystics  to  stimulate  implementation 
of  strategic  advice;  confer  with 
client  personnel  to  assure  smooth 
functioning  of  newly  implemented 
systems;  conduct  operational 
effectiveness  reviews  to  ensure 
functional  or  project  systems  are 
applied  and  functioning  designed. 
Master  of  Science  level  degree 
in  Business  Administration,  Man¬ 
agement,  Engineering,  Physics, 
Biology,  Law  or  related  disciplines 
as  well  as  two  years  of  experience 
in  engineering,  management 
consulting,  business  analysis  or 
related  field.  Will  accept  foreign 
educational  degree;  will  also 
accept  Bachelor  of  Science  level 
degree  in  Business  Management 
and  two  years  of  related  project 
experience  in  lieu  of  Master  of 
Science  degree.  Send  resumes 
to:  career.us@arinso.com. 


Bemhof  Consulting  (America),  Inc. 

SAP  Senior  Management 
#Sen  Magmt2 

Senior  SAP  Management  Consultant 
Dallas,  TX 

Analyze  and  re-engineer  business 
software  processes  in  Finance  and 
controlling.  Direct  the  desing  config¬ 
uration  and  integration  of  the  SAP 
FI/CO  modules.  Plan  or  support  in 
planning  of  overall  SAP  project; 
review  progress  and  make  appreci¬ 
ate  decisions  to  ensure  successful 
completion  of  the  project.  Determine 
programming  needs  for  functional 
enhancements  and  writing  of 
functional  and  technical  specifica- 
tioons.  Coordinate  and  conduct 
training  for  project  team  members. 
Identify  client’s  needs  and  create 
proposals  SAP  implementation. 
Candidate  must  have  at  least  a 
Bachelor’s  degree  in  Computer 
Science  or  related  technical  field  and 
fie  (5)  years  of  SAP  experience  in  a 
multi-national/multi-currency 
enviroment.  All  interested 
candidates  are  encouraged  to  apply. 

Please  reply  to 
dawn.tucek@bernhof.com 

or  mail: 

Bernhof  Consulting  (America),  Inc. 

770  N.  Water  Street,  Suite  640 
Milwaukee,  Wl  53202 
(414)224-8761  PHONE 
(414)  224-8774  FAX 
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ist  qualified  people  available  without  regard  to  race,  color,  religion,  national  origin,  gender,  sexual  orientation,  age,  disability,  or  status  as  a  disabled  or  Vietnam  *,,j 
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If  there  is  one  segment  of  the 

information  technology  world  holding 
stable  in  the  slowed  economy,  it  is 
JAVA.  Seen  as  the  universal  language  of 
the  Internet,  Java  also  serves  as  a 
building  block  for  integration.  Yes,  there 

are  languages  that  run  faster,  but  most 

-  • 

businesses  see  advantages  to  non-pro- 

<  >.*  -•  *  -  /-r - :  .  -  .  • 

prietary  building  blocks  supported  by 
heavy  lifting  hardware  for  speed. 


Alan  Snyder,  president  and  CEO  of  Idea 
Integration,  says  his  firm  continues  to  have  strong 
demand  for  the  mission  critical  project  solutions.  “Our 
folks  provide  functional  analysis,  programming,  archi¬ 
tecture  and  development  for  delivery  of  a  solution  so  it 
represents  a  strong  opportunity  for  those  who  know 
custom  application  development,  business  intelligence 
and  have  industry  expertise.  A  core  fundamental  is 
JAVA,  an  open  language  that  allows  our  clients  to  use 
multiple  vendors.  It’s  a  language  information  technolo¬ 
gy  can  coalesce  around.” 

Idea  Integration,  based  in  Jacksonvile,  FL,  is  a 
division  of  Modis  Professional  Services,  as  is 


IT  CAREERS 


Advertising  Supplement 


Modis,  Inc.,  based  in  Jacksonville,  FL.  Modis’ 
President  and  CEO  Jack  Cullen,  says  his  firm  is  pro¬ 
viding  staff  augmentation  and  consulting  primarily  to 
Fortune  500  companies.  “I’ve  been  in  the  IT  industry 
since  1985,  and  I’ve  found  that  the  most  secure  job  is 
that  of  a  consultant  and  right  now  a  consultant  who 
has  JAVA  skills.  Our  clients  continue  to  need  JAVA  skill 
sets,  so  we  anticipate  growth  within  this  sector  of  10  to 
1 5  percent  for  the  year.” 

Snyder  notes  that  individuals  who  have  the 
strength  of  JAVA  skills  with  some  level  of  architecture 
knowledge  and  industry  experience  are  hard  to  beat. 
“It’s  a  great  combination  of  standards-based,  open 
system  architecture  that  makes  a  person  very  valu¬ 
able,”  he  explains.  “JAVA  is  well-suited  for  large-scale 
architecture  and  as  a  tool  for  integration.  Businesses 
are  continuing  to  spend  money  on  data  management 
and  anything  that  can  assist  in  generating  revenue  or 
savings.” 

Cullen  says  clients  continue  a  heavy  migration 
toward  the  Internet.  “In  addition,  we’re  seeing  contin¬ 
ued  high  demand  for  conversion  experience  and  that 
requires  JAVA  HTML,  JAVA  Beans  and  JAVA/C++.  We 
also  are  careful  about  getting  to  know  you  personally 
so  that  we  know  whether  you  are  more  suited  for  deal- 


lls:JAVA 

ing  with  clients  and  their  customers  or  cranking  code 
and  working  the  project.” 

Modis  offers  continuous  training  and  provides 
opportunities  to  migrate  to  entirely  new  projects.  “We 
offer  employees  a  wide  base  of  experience  and  wide 
geography.  We’re  concerned  with  your  future,  not  just 
brokering  your  skills,”  says  Cullen. 

At  sister  organization  Idea  Integration,  Snyder 
says  the  firm  is  interested  in  building  long-term 
relationships  with  people.  “We  want  to  offer  the  best 
complete  package  to  employees  -  compensation  but 
also  work/life  balance  and  training.  We’ve  come  to 
realize  there  is  no  single  silver  bullet  to  making 
employees  happy.  It  requires  a  holistic  approach  that 
is  based  on  strong  technical  challenges  and  the  kinds 
of  projects  that  allow  individuals  to  grow  and  stretch.” 


For  more  job  opportunities  with  firms  using  JAVA,  turn  to 
the  pages  of  ITcareers. 

•  If  you'd  like  to  take  part  in  an  upcoming  ITcareers 
feature,  contact  Janis  Crowley,  650.31 2.0607  or 
janis_crowley@itcareers.net. 

•  Produced  by  Carole  R.  Hedden 
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It  s  About  Creating  an  Environment  for  Success 


West  Group,  the  foremost  provider  of  e-information  and  solutions  to  the  U.S. 
legal  market,  is  focused  on  our  core  commitment  to  technology,  work/life  balance, 
and  education. 


At  West  Group  we  provide  the  tools,  environment  and  opportunities  necessary  to 
grow  and  succeed.  Part  of  The  Thomson  Corporation,  a  leading  global  e-information 
and  solutions  company  serving  the  business  and  professional  marketplace,  West  Group 
provides  over  4,000  state-of-the-art  online,  CD-ROM  and  print  products.  Positioned 
for  continued  success  and  technological  leadership,  we  also  provide  a  unique 
environment  in  which  you  can  excel. 

Learn  more  about  our  world-class 
technology,  work  environment  and 
people.  Check  us  out  online  at 
www.westgroup.com  or  apply  online 

at  www.j0bs.westgr0up.com.  An  Foremost  provider  of  e-informa,, ion 

Equal  Opportunity  Employer.  <£  solutions  to  the  U.S.  legal  market 


WEST  GROUP 

A  THOMSON  COMPANY 


World 

•IMFOWORLD’S  ANNUAL  COMPENSATION  SURVEY 

Nothing  commands  attention  like  who’s  getting  paid  WHAT, 
WHERE  and  HOW. 

That's  why  the  annual  Compensation  Survey  for  IT 
Professionals  is  a  must  read  for  the  readers  of  InfoWorld-  and 
the  ideal  vehicle  for  your  recruitment  advertising. 

This  in-depth  look  at  the  entire  IT  compensation  picture  is 
widely  anticipated  and  ardently  discussed  by  the 

thousands  of  IT  and  business  professionals  who  read  InfoWorld 
every  week  -  and  their  colleagues,  bosses,  and  employees. 

The  Annual  Compensation  Survey  for  IT  Professionals  is  an  ideal 
vehicle  for  delivering  your  recruitment  advertising  to  this  high- 
value  pool  of  executives  and  professionals.  Over  786,000 
decision-makers  read  InfoWorld  for  the  latest  news  and  analysis 
of  the  technology  that  powers  today's  leading  businesses. 


Issue  date:  June  25  Space  due:  June  13 
Short  Close:  June  21 
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Check  out  our 
WITI  FastTrack 
Supplement  today 


If  organizations  want  to  flourish  in 
the  global  economy,  leaders  need 
to  nourish  their  employees.  Our 
Women  in  Technology  International 
(WITI)  FastTrack  coverage  will 
cover  the  trends  and  techniques  of 
leading  companies  around  the  United 

w/r 

States.  If  you're  interested  in  a  top 

IT  environment  offering  first-class 

•  - 

treatment,  check  out  WITI 
FastTrack.  The  list  below  offers 
just  a 
employ 
supple, 

•  Capital  One 

•  Sprint 

•  Wal-Mart  8 

•  FileNET  ,1, 

•  Applied  Materials 

•  State  Farm  Insurance 

•  American  Express 
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formation  on  WITI  FastTrack, 
ljqnis_crowley@itcareers.net. 

WITI  Regional  Chapters 
fjVarious  Locations 
irious  Dates 


Date:  August  20,  2001 
Reservation:  July  27,  2001 
se*:  August  1,  2001 
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Fill  Data  Systems 

^ wal  3  Communications 

■ 

1-800-762-2977  ext.  7607, 


East  Coast  Technology  Summit 
Boston,  MA 
October  24-25, 2001 


Issue  Date:  September  24, 2001 


Space  Reservation:  Aug.  31, 2001 
Short  Close*:  Sept.  5, 2001 
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IT  CAREERS 


Software  Development 
Quality  Management 
Regional  Industry  Group 
Product  Management 


The  work  is  challenging.  But  we’ll  reward  you  for  your 
efforts  by  providing  exceptional  benefits.  These  include 
premium  health  coverage,  life  insurance,  401  (k),  tuition 
reimbursement,  three  weeks  paid  vacation  and  even 
free  lunches.  We  also  feel  that  learning  shouldn’t  stop 
the  day  you  get  your  diploma,  so  we’ve  created  SAP 
University.  You  can  receive  in-class  and  online  training 
in  addition  to  workshops  and  seminars.  So  check  out 
SAP  Labs,  and  watch  your  career  evolve. 


www.saplabs.com 

THE  BEST-RUN  E-BUSINESSES  RUN  SAP 

EOE 


At  SAP  Labs,  we’re  dedicated  to  integrating  systems 
that  ensure  e-business  succeeds  in  the  "new"  new 
economy.  Let’s  face  it,  the  world  is  constantly  changing. 
Why  not  work  for  a  company  at  the  forefront  of  these 
changing  times?  Join  our  team,  and  be  on  the  cutting 
edge  of  e-business  software  solutions.  We  currently 
have  opportunities  available  in  the  following  areas: 


Join  us  at  UPA  2001 

10th  Anniversary  Conference 
Usability  Professionals'  Association 


June  25-29,  2001 
Lake  Las  Vegas,  Nevada  USA 

Registration  and  advance  program  at: 
http://www.UPAssoc.org/conf2001/reg/ 

•  Learn  practical  methods  for  testing  for  usability,  and 
designing  easy-to-use  websites,  software,  and  other  systems. 

•  Review  job  postings  and  meet  employees. 

•  Network  with  usability  professionals. 

•  Tutorials  and  workshops: 

June  25  and  26 

•  Presentations  and 
posters:  June  26  -  29 

•  Keynote:  Alan  Cooper 

•  Closing  plenary: 

Dr.  Jakob  Nielsen  and 

Dr.  Richard  Buchanan  Stes 

lake  Las  Vegas,  Nevada,  June  25-29,  2001 


United  Nations  Joint  Staff  Pension  Fund  (UNJSPF) 
Information  Management  Systems  Section 

PROGRAMMER  ANALYST,  P-3, 
New  York 

The  United  Nations  Joint  Staff  Pension  Fund  (UNJSPF)  is 
seeking  a  professional  with  demonstrated  experience  to 
perform  the  following  functions:  analyze,  design,  program, 
implement  and  document  complex  data  processing  systems 
on  an  RS/6000  midrange  computer  system.  He/she  will  be 
responsible  for  the  integration  of  mainframe  and  local  area 
network  applications  with  the  RS/6000.  The  incumbent  will  be 
responsible  for  the  Lawson  accounting  System  that  utilizes  DB2 
for  UNIX.  He/she  will  be  required  to  undertake  entire  projects 
from  beginning  to  end,  to  provide  technical  assistance  to 
other  data  processing  staff,  as  well  as  training  to  system  users, 
and  to  prepare  manuals  for  operations  and  user  staff.  The 
incumbent  may  be  required  to  oversee  the  work  of  support 
staff  from  time  to  time. 

The  ideal  candidate  would  have  an  advanced  university  degree  in 
mathematics,  statistics,  data  processing  or  computer  science; 
a  minimum  of  two  to  six  years  of  professional  experience  in 
system  design  and  programming  at  increased  levels  of 
responsibility  and  programme  complexity;  extensive  experi¬ 
ence  in  a  programming  language  such  as  Cobol  or  C,  and/or 
UNIX  script  language  such  as  Shell  or  Perl  as  it  relates  to  the 
RS/6000  and  mainframe  computers;  experience  in  SQL  with 
RDBMS  required.  General  Accounting  knowledge  is  desirable. 
Experience  with  both  large  scale  general  purpose  and  smaller 
dedicated  systems  covering  varied  fields  of  application  and 
data  base  management;  the  incumbent  should  be  able  to 
prepare  written  and  oral  presentations. 

Qualified  women  are  encouraged  to  apply.  The  United  Nations 
offers  a  competitive  benefit  package.  (Please  refer  to  our 
homepage,  www.un.org,  for  further  information.) 

Deadline  for  applications:  21  July  2001.  Detailed  curriculum 
vitae  including  date  of  birth  and  nationality  should  be  sent  to: 
01-D-JSP-001924-E-NY,  Staffing  Support  Section,  Office  of 
Human  Resources  Management,  Room  2475C,  United  Nations, 
New  York,  NY  10017,  Fax  No:  (212)  963-3134, 

E-mail  Address:  Staffing@un.org.  Due  to  the  volume  of 
applications,  all  internal  candidates  and  only  those  external 
candidates  under  serious  consideration  will  be  acknowledged. 


Trusted  by 
more 
hiring 
managers 
than  any 
IT  space 
in  the 
world. 
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Your  best  investment 


mm  2001 

Professional  Women’s 
Summit  &  Exposition 


June  20  &  21,  2001 

Santa  Clara  Convention  Center  ▼  Santa  Clara,  CA 

For  more  information,  conference  package  pricing  or  to  register  for 
the  Professional  Women's  Suaamit  please  visit  us  at 
www.witi.com  or  call  toll-free  800.3  34. W1T1 


is  your  professional  network. 


WITI  offers  a  dynamic  2-day  accelerated  program  that  will  provide  every  professional  women  with  the  essential  tools, 
opportunities,  insights  and  connections  to  achieve  her  goals.  Take  advantage  of  this  unique  occasion  to  network  with 
top  leaders  and  visionaries  utilizing  technology  to  succeed. 

Over  the  course  of  2  days  you  will  be  offered: 

►  Powerful  keynote  sessions 
►  Practical  skill-building  workshops 
►  Dynamic  roundtable  discussions 
►  Highly  interactive  panel  discussions 
►  Networking,  Networking,  Networking. 

I  have  learned  so  much  about  myself,  my  environment,  and  the  people  that  work  with  me  and 
live  with  me  from  this  WITI  Conference.  The  only  thing  that  I  can  say  is  that  as  a  professional 
woman  in  any  technological  or  business  field,  you  MUST  attend  this  conference! 

Kathrine  Roberts,  Mainframe  Programmer,  West  Corporation 

Don’t  miss  Bring  Your  Daughter  to  the  Conference  Day  -  Thursday,  June  21. 

Sign  up  for  the  Santa  Clara  Conference  before  June  18,  2001 
and  receive  a  $100  discount  off  the  at-the-door  price . 


sponsors  include: 
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Engineering 

QUALITY  ASSURANCE  ANALYST 

Work  with  software  engineering  teams  to  deliver  robust  software  products  to 
market  in  a  timely  fashion.  Develop  and  implement  appropriate  test  procedures 
for  web-based  software  products.  Develop  software  test  cases  and  scripts; 
construct  and  execute  integration  tests;  log  and  track  defects  and  verify  fixes;  and 
participate  in  writing  test  plans,  design  and  code  reviews,  and  unit  testing. 

BS  in  Computer  Science  or  technical  equivalent.  4  years  of  experience  in  the  job 
offered.  Experience  with  QA,  Seque  4Test  scripting  language  and  Web-based 
performance  management  software  applications  also  required. 

SOFTWARE  DEVELOPER 

Research,  design,  and  develop  computer  software  systems  in  conjunction  with 
project  team  members  including  analysts,  developers,  documentation  and  QA  staff. 
Recommend  improvements  to  standards,  processes  and  tools  that  lead  to  higher 
quality  products  and  more  efficient  and  effective  development  process. 

BS  in  Engineering,  Computer  Science,  or  technical  equivalent.  2+  years  of 
experience.  Experience  with  FoxPro5.0, Visual  Basic  6.0, Java,  HTML, JavaScript, ASP, 
ActiveX,  SQL,  and  SQLServer  is  also  required. 

What  we  offer:  At  GE  Medical  Systems  Information  Technologies,  Inc.  you'll  enjoy 
the  rewards  of  a  competitive  salary,  an  outstanding  benefits  package  and  the 
professional  advantages  of  an  environment  that  supports  your  development  and 
recognizes  your  achievements. 

HowTo  Apply:  Please  send  your  resume  to:GE  Medical  Systems  Information 
Technologies,  Inc.,  Attn:  HR,  200  Porter  Drive,  #210,  San  Ramon,  CA 
94583  or  fax  to:  (925)  838-0494.  EOE/M/F/V/D. 


GE  Medical  Systems 
Information  Technologies,  Inc. 


RISING  TIDE  CONFERENCES 

Architects  of  Internet  Intelligence  &  Networks 
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'( New  York  City's  Premiere  Mobile  Conference) 


june  1 3-14 


Capitalize  on  the  Wireless  Explosion 
Assess  the  Wireless  Economy 
iscover  Mobile  Commerce  Strategies 
Explore  Innovations  in  Wireless  Technology 


Industry  leaders  joining  us  for  this  first  annual 
executive  summit  on  mobile  technologies  include: 

James  Balsillie  CEO  of  Research  in  Motion 

Thomas  Dolby  Robertson  Founder  and  Chief  Beatnik,  Beatnik 

James  Carol  co-Founder  and  CEO  of  PacketVideo 

Ikuo  Nishioka  of  Japan's  Mobile  Internet  Capital  Inc 


■ 


www.wireless2001  .com 


SPONSORSHIP  INQUIRIES 
Ken  Bauco  Associate  Account  Manager 
ken.bauco@siliconaileyreporter.com  S  646.473.221 4 


Computer  Scientist 

COMPUTER 
SCIENTIST 
Niskayuna,  NY 

R  &  D  in  emerging 
software  technolo¬ 
gies,  including  e- 
business,  e-engi¬ 
neering, database 
architecture,  data 
warehousing  &  min¬ 
ing.  Apply  these 
technologies  to  solve 
digitization  problems 
at  the  GE  business¬ 
es.  Lead  global  pro¬ 
jects,  guide  project 
execution  by  man¬ 
aging  objectives, 
milestones,  deliver¬ 
ables  and  budgets. 
Publish  and  patent 
innovations.  Serve 
as  mentor  to  team 
members. 

Requirements; 
M.S.  in  computer 
science,  MIS  or 
related  field,  plus  3 
yrs.  exp.  in  related 
position. 

Send  your  applica¬ 
tion  to:  opportuni¬ 
ties  @  ge.com , 

referencing  COS 
248802. 

EOE 

GE  Research 
Development 
Center 

www.crd.ge.com 


Account  Executive  -  Technical. 
40  hrs/wk.  8:30am  -  5:00pm. 
$51 ,000/yr.  Selling  services  and 
support  of  LAN,  WAN,  and/or 
LAN/WAN  systems,  and  technical 
goods.  Identify  and  solicit 
potential  clients.  Assess  client 
needs/resources,  recommend 
the  appropriate  goods/services. 
Tools:  Netware/Windows  NT; 
TCP/IP:  ISDN;  ATM;  Win  3.x;  Win 
95/98/NT;  UNIX.  Required: 
Bachelor’s  degree  in  Bus.  Admin 
(Corporate  Secretaryship) 
and/or  Economics  plus  1  yr 
exp  in  job  offered  or  as  Mktg  & 
Customer  Support  Mgr  or 
CAD/CAM  Mktg  Mgr  or  Bus 
Systems  Consultant.  Experience 
must  include  the  following  tools: 
Netware/Windows  NT;  TCP/IP; 
ISDN;  ATM;  Win  3.x;  Win 
95/98/NT;  UNIX.  Schiller  Park. 
Applicants  must  show  proof  of 
legal  authority  to  work  in  the  U.S. 
Send  resumes  to:  IDES,  401 
South  State  St.-7  North,  Chicago, 
IL  60605,  attn:  Joanne  Breaux. 
Ref  #V-IL  2561 7-N.  An  employer 
paid  ad.  NO  CALLS  -  SEND  2 
COPIES  OF  BOTH  RESUME 
AND  COVER  LETTER. 
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of  the  name  space.” 

Companies  are  particularly 
critical  of  biz,  which  is 
designed  to  be  the  first  global 
domain  just  for  business.  They 
are  complaining  about  the 
process  .biz  uses  to  protect 
trademark  owners  and  the 
costs  associated  with  biz 
services. 

“.Biz  is  treating  large  compa¬ 
nies  and  [intellectual  property] 
holders  in  general  as  a  gold 
mine,  and  they’re  the  shovel,” 
says  Antony  Van  Couvering, 
president  of  corporate-oriented 
registrar  NameEngine.  “There’s 
a  lot  of  concern  about  what  the 
.biz  IP  claim  service  costs  and 
what  it  gets  you.” 


her.  The  first  two  coming  to 
market  are  .biz,  which  is 
restricted  to  commercial  use, 
and  info,  which  is  open  to  any 
business  or  individual.  Due  out 
soon  are  .pro  for  medical, 
accounting  and  legal  profes¬ 
sionals,  and  .name  for  individu¬ 
als.  The  other  new  domains  — 
museum,  .coop  and  .aero  — 
are  restricted  to  museums,  co¬ 
operatives  and  aerospace  com¬ 
panies,  respectively. 

In  mid-May,  ICANN  finalized 
agreements  with  the  registry 
operators  for  .biz  and  .info. 
NeuLevel,  a  joint  venture 
between  U.S.  telephony  admin¬ 
istrator  NeuStar  and  Australian 
domain  name  registrar  Mel- 
bournelT,  runs  the  biz  registry. 
Afilias,  a  consortium  of  19 
domain  name  registrars,  oper¬ 


advance  requests,”  says  Marcel¬ 
lo  Hunter,  director  of  retail 
sales  for  Network  Solutions’ 
Web  identity  group.  “Industries 
such  as  real  estate,  financial 
services,  retail,  high-tech,  con¬ 
sumer  products  and  entertain¬ 
ment”  are  on  the  forefront. 

Companies  also  are  starting 
to  file  IP  claims  for  biz  names 
under  a  process  that  started 
two  weeks  ago.  For  $90  per 
name,  companies  can  file  a 
claim  for  a  .biz  name  that 
matches  one  of  their  trade¬ 
marks.  That  fee  ensures  the 
company  will  be  notified  if 
someone  else  secures  that 
name  during  the  random  selec¬ 
tion  process  scheduled  for 
August.  The  two  companies 
have  a  month  to  resolve  their 
dispute  over  the  name  before  it 


marked.  You're  not  getting  the 
name.” 

It’s  unclear  how  the  biz  and 
.info  registries  will  handle 
competing  trademark  claims 
from  companies  that  share  the 
same  name,  such  as  Delta  Air¬ 
lines  and  Delta  Faucet.  In  these 
cases,  the  best  strategy  for  cor¬ 
porations  is  to  be  the  first  one 
to  claim  the  name. 

Register.com  reports  that 
it  processed  several  hundred 
.biz  IP  claim  forms  in  the  first 
week  of  availability.  Most  com¬ 
panies  filed  claims  for  10  or  20 
biz  names,  but  a  few  filed 
claims  for  100  or  more  names. 

“All  of  these  companies 
have  had  experiences  where 
they’ve  had  to  pay  a  lot  more 
for  a  domain  name  later,”  says 
Van  Couvering.  “From  a  long- 


The  details  behind  .biz  and  .info 

New  domains  choose  different  registration  processes,  timetables. 


Domain 

.biz 

.info 

Phase  1 

Intellectual  property  claim  service.  Starts  May  21 ,  ends  July  9. 

Trademark  owners  can  file  a  claim  form  to  monitor  that  name  in  .biz. 

Filing  a  form  costs  $90. 

Sunrise  registration  period  starts  June  25  and  ends  July  25. 

Trademark  owners  can  register  .info  names  for  those  exact  trademarks. 
Fees  haven't  been  announced. 

Phase  2 

Domain  name  application  and  selection  starts  June  25  and  ends  Sept.  25. 
Companies  can  submit  requests  to  be  awarded  by  a  random  lottery. 
Companies  that  file  an  IP  claim  form  will  be  notified  if  their  name  is  sold.The 
two  parties  have  a  month  to  resolve  the  dispute  before  the  name  is  awarded. 
The  IP  claims-matching  service  costs  $2  per  name. 

Start-up  registration  starts  Aug.  1  and  ends  Aug.  31 . 

Anyone  can  apply  for  a  .info  name.  Names  awarded  in  a  random,  round- 
robin  style.  Companies  can  apply  for  a  name  with  multiple  registrars  to 
improve  their  chances  or  pay  extra  to  get  an  early  pick. 

Phase  3 

General  registration:  first  come,  first  served. 

Starts  Oct.  1.  Names  wholesale  for  $5.30. 

General  registration:  first  come,  first  served. 

Starts  late  September.  Names  wholesale  for  $5.75. 

More  info: 

www.neustar.com 

www.afilias.com 

Van  Couvering  says  most 
companies  are  filing  claims  for 
biz  names  to  protect  their 
major  trademarks  and  brand 
names  but  not  for  variations  of 
those  names. 

“They’re  filing  their  name, 
the  commonly  used  abbrevia¬ 
tion,  and  maybe  one  or  two  of 
their  big  products, ’Van  Couver¬ 
ing  says.  “They’re  not  filing 
claims  wholesale.” 

The  trick  for  corporations  is 
balancing  their  desire  to  limit 
the  number  of  new  domain 
names  they  have  to  buy  and 
manage,  while  making  sure 
that  they  don’t  leave  them¬ 
selves  open  to  the  threat  of 
name  speculators  who  will 
charge  exorbitant  fees  in  the 
future. 

Corporate  concerns  about 
.biz  and  .info  are  being  aired 
at  an  Internet  Corporation  for 
Assigned  Names  and  Num¬ 
bers  (ICANN)  meeting  in 
Stockholm,  Sweden  that  ends 
today. 

ICANN  selected  seven  new 
top-level  domains  last  Novem- 


ates  .info. 

Registrars  are  taking  advance 
orders  for  .biz  and  .info  names 
even  though  the  names  won’t 
be  operational  until  October. 
NeuLevel  says  that  about  1  mil¬ 
lion  advance  orders  have  been 
placed  for  .biz  names,  but  it’s 
unclear  how  many  of  the 
requested  names  are  dupli¬ 
cates.  Because  .biz  uses  a  lot¬ 
tery  system  to  award  names, 
some  companies  are  submit¬ 
ting  100  requests  for  a  single 
name. 

Registrars  report  similar 
demand  for  info  names,  with 
strong  interest  in  generic 
terms  that  have  proven  popu¬ 
lar  in  .com.  The  .info  registry 
uses  a  random  round-robin 
selection  process  among  the 
registrars,  who  are  charging 
companies  thousands  of  dol¬ 
lars  for  an  early-round  pick. 
Alternatively,  companies  can 
register  one  name  with  multi¬ 
ple  registrars  for  a  lesser  fee. 

“Companies  that  tend  to  be 
active  in  .com  and  .net  are 
the  ones  filing  .biz  and  info 


becomes  operational.  If  there’s 
no  resolution,  the  company 
that  won  the  lottery  gets  the 
name  but  uses  it  at  the  risk  of 
encountering  future  legal 
problems. 

In  general,  the  business  com¬ 
munity  is  disappointed  with 
the  .biz  IP  claims  process  and 
prefers  the  so-called  sunrise 
registration  period  that  .info 
offers  to  trademark  holders. 
With  .biz  names,  companies 
face  an  upfront,  dispute-resolu¬ 
tion  proceeding  to  protect  a 
trademark.  With  the  .info  sun¬ 
rise  period,  trademark  owners 
have  a  month  to  register  names 
that  match  their  trademarks 
before  general  registration 
begins. 

“There’s  a  significant  amount 
of  dissatisfaction  with  the  biz 
IP  claims  feature,”  says 
Bret  Fausett,  a  domain  name 
expert  and  a  partner  with  Han¬ 
cock,  Rothert  and  Bundshoft. 
“Ninety  dollars  is  a  lot  of  money 
when  .  .  .  all  you’re  getting  is 
notice  if  someone  wants  to  reg¬ 
ister  a  name  that  you’ve  trade¬ 


term  perspective,  it  makes 
sense  to  file  a  lot  of  claims 
now.  But  everyone  has  a  bud¬ 
get,  and  they’re  going  to  do  the 
most  important  names  first.” 

Another  controversial  fea¬ 
ture  of  the  biz  registry  is  the 
extra  fee  —  which  could  be  as 
high  as  $500  —  that  NeuLevel 
will  charge  to  lock  in  a  name 
to  ensure  that  it  isn’t  acciden¬ 
tally  transferred  to  another 
company  in  the  future.  The 
business  community  says  .biz 
name  buyers  should  auto¬ 
matically  get  protection 
against  being  “slammed”  in 
this  manner. 

“People  are  a  little  peeved 
at  the  .biz  registry  lock,”  Van 
Couvering  says.  “It  sounds 
great,  but  it’s  ludicrously 
over-priced.” 

In  response  to  the  com¬ 
plaints  about  .biz,  NeuLevel 
executives  say  they  are  build¬ 
ing  a  high-tech  registry  with 
advanced  functionality  and 
security.  NeuLevel  has  created 
an  LDAP-based  database  that 
can  process  updates  in  15 


minutes,  compared  with  sev¬ 
eral  hours  with  .com.  They’re 
also  offering  certificate-based 
authentication  of  biz  names 
to  prevent  hijacking  and  sup¬ 
port  for  emerging  technolo¬ 
gies  such  as  IPv6,  the  next- 
generation  Internet  Protocol. 

“.Biz  is  going  to  be  the  right 
place  to  find  out  more  infor¬ 
mation  about  a  name  to 
facilitate  e-commerce,  support 
advanced  search  engines  and 
to  facilitate  the  convergence 
with  telephone  and  wireless 
networks,”  says  Doug  Armen- 
trout,  CEO  of  NeuLevel. 

Intellectual  property  experts 
advise  companies  to  file  IP 
claims  on  their  key  trademarks 
and  to  register  those  names  in 
both  biz  and  .info. They  expect 
companies  will  buy  .biz  names 
defensively  and  redirect  them 
to  existing  .com  sites.  But  they 
say  .info  sites  could  be  used  for 
additional  corporate  or  prod¬ 
uct  information. 

“Most  companies  need 
another  domain  name  like  they 
need  a  hole  in  the  head,” 
Fausett  says.  “A  lot  of  people 
think  ICANN  shouldn’t  be 
expanding  the  name  space,  but 
they  are  grumpily  going  along 
with  it.” 

AT&T’s  strategy  is  typical,  as 
the  multinational  telecommu¬ 
nications  giant  reviews  its 
trademarks  and  the  cost  impli¬ 
cations  of  protecting  them  in 
the  new  domains. 

“We  have  a  very  large  and 
complex  portfolio  of  trade¬ 
marks,  and  we’re  trying  to 
develop  a  strategy  for  each  of 
the  [new  domains]  that  will  fit 
the  characteristics  of  the 
domain  and  our  ability  to  most 
effectively  protect  our  brand,” 
Caid  says. 

She  says  doing  a  bulk  regis¬ 
tration  of  AT&T’s  .com  names 
in  the  other  domains  isn’t 
necessary. 

“It’s  a  little  frustrating  that 
there’s  so  much  variance 
between  the  new  names  in  the 
steps  that  trademark  holders 
have  to  take,”  Caid  says.  “That 
adds  cost,  which  eventually 
begins  to  affect  the  services 
we  offer.  It  also  adds  complexi¬ 
ty,  which  causes  errors.  We 
hope  that  out  of  the  evaluation 
process  of  .biz  and  .info  and 
others,  a  more  standardized 
approach  will  begin  to 
emerge.”  3 
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economic  picture,  companies 
are  rethinking  these  ventures. 
For  some,  they  need  to  get  their 
house  in  order  internally,  never 
mind  joining  an  exchange.” 

According  to  market  research 
firm  IDC,  about  1,000  business- 
to-business  marketplaces  were 
launched  during  the  past  18 
months,  with  only  about  100  of 
them  doing  actual  transactions. 
Dozens  of  marketplaces  have 
failed;  so  many  that  some  indus¬ 
try  watchers  have  stopped 
keeping  track.  However,  there 
are  about  700  marketplaces 
active  worldwide.  By  2004,  one 
in  three  U.S.  companies  will 
conduct  business-to-business 
transactions  online,  says  Boston 
Consulting  Group. 

Marketplaces  are  broken  into 
three  models:  consortia,  which 
are  owned  by  industry-leading 
vendors;  public,  which  are  run 
by  a  third  party;  and  private 
marketplaces  run  by  one  com¬ 
pany  and  its  selected  suppliers. 
Private  marketplaces  have  had 


"The  trend  for  the 
future  is  private 
and  consortium 
marketplaces." 

John  Noller,  purchasing 
director,  Sunstone  Hotels 

the  earliest  success  and  will 
likely  win  out,  according  to  a 
consensus  of  analysts. 

“The  trend  for  the  future  is 
private  and  consortium  market¬ 
places,”  says  John  Noller,  pur¬ 
chasing  director  at  Sunstone 
Hotels.  Private  marketplaces 
allow  buyers  to  control  costs 
without  hidden  fees  and 
markup  products,  he  says. 

“Most,  if  not  all  of  the  major 
public  and  industry  exchanges 

—  Avendra,  Hilton  [and  others] 

—  look  to  charge  in  the  middle, 
capture  a  portion  of  rebates, 
and/or  charge  the  supplier  and 


buyer  on  the  back  end,  increas¬ 
ing  product  costs  while  placing 
another  set  of  hands  in  the 
equation,”  Noller  adds. 

Business-to-business  market¬ 
places  are  supposed  to  offer 
buyers  and  sellers  a  common 
area  to  supply  and  buy  products 
and  at  some  point  extend  their 
relationship  by,  for  example,  col¬ 
laborating  on  product  design. 
Buyers  are  able  to  find  the  best 
prices.  Sellers  off-load  excess 
inventory.  All  participants  meet 
new  prospective  partners. 

And  it  has  worked  that  way 
in  some  cases. 

Praxair,  a  Danbury,  Conn.,  nat¬ 
ural  gas  provider,  says  it  has 
saved  15%  to  20%  in  costs  and 
made  bids  in  hours  rather  than 
weeks  by  buying  products 
through  its  private  marketplace. 

In  others  cases,  the  inhibitors 

—  like  distrust  of  competitors 

—  have  proven  daunting. 

Part  of  the  distrust  stems 
from  how  marketplaces  garner 
revenue.  Some,  such  as  World- 
Wide  Retail  Exchange  and  Con¬ 
verge,  charge  transaction  fees 
ranging  from  0.25%  to  5%  of 
each  deal,  according  to  analysis 
firm  Electronic  Market  Center. 
Buyers  pay  in  some  instances, 
sellers  in  others,  and  sometimes 
both.  Some  marketplaces  also 
charge  advertising  and  sub¬ 
scription  fees. 

Even  if  companies  are  willing 
to  shell  out  the  cash  to  partici¬ 
pate,  other  questions  remain. 

NEC  Electronics  is  exploring 
joining  a  major  network  sup¬ 
plier’s  marketplace  as  one  of  40 
vendors  invited  to  participate, 
says  Michael  Turay,  senior  man¬ 
ager  of  eBusiness  development. 
He  declined  to  name  the  suppli¬ 
er.  The  marketplace  is  the  sup¬ 
plier’s  private  network  of  con¬ 
tract  manufacturing  sites  and 
component  makers.  NEC  Elec¬ 
tronics’  parent  company,  NEC 
Corp.,  was  also  one  of  the 
founders  of  Converge,  an  elec¬ 
tronic  component  marketplace, 
and  NEC  Electronics  is  planning 
on  participating  in  Converge  s 
auction  services,  though  cau¬ 
tiously  until  he  sees  some 
return  on  investment. 

“I  am  continuing  to  evaluate 
their  other  services  [such  as 
supply  chain  management  and 
design  collaboration]  as  they 
become  available  as  to  whether 
those  services  have  a  place  in 
our  strategy,”  Turay  says.  These 
services  aren’t  clearly  defined, 
but  Converge  does  offer  auction 
and  auction-related  services 
such  as  logistics  and  escrow. 

Even  having  these  services 


can  be  double-edged,  however. 

“Auctions  beat  down  the 
price,  so  what’s  the  motivation 
when  the  result  isn’t  desirable?” 
Turay  asks.  “I  still  plan  to  use 
auctions;  1  will  start  by  only 
posting  obsolete  or  end-of-life 
products  so  as  not  to  disrupt  the 
distribution  channel.” 

Not  everyone  shares  those 
reservations. 

“It’s  shortsighted  if  suppliers 
think  [marketplaces]  are  dri¬ 
ving  prices  down,”  says  Jeff 
Johnson,  director  of  business-to- 
business  commerce  at  Best  Buy, 
which  is  a  buyer  at  the  World- 
Wide  Retail  Exchange. “It’s  more 
access  to  potential  buyers.  If 
they  win  the  rights  to  supply 
products,  their  production  runs 
increase.  There  won’t  be  any 
downtime  and  ultimately  their 
costs  will  go  down  as  well.” 

Cultural  and  ideological  con¬ 
cerns  can  be  more  problematic, 
says  Andy  Dupont,  global  direc¬ 
tor  of  the  electronic  market 
channel  at  Dow  Chemical. 

“They  get  excited  when  they 
see  the  potential,  but  they’re 
scared,”  Dupont  says.  “They  fear 
they’ll  lose  the  advantage  and 
there  will  be  price  transparency 
causing  margins  to  go  down.” 

Price  transparency  —  the 
ability  of  competitors  to  see 
each  other’s  prices  —  stems  in 
part  from  the  e-procurement 
software  the  marketplaces  im¬ 
plement,  according  to  a  Jupiter 
Media  Metrix  report.  E-procure- 
ment  packages  from  the  likes  of 
Ariba  and  Commerce  One  also 
limit  the  ability  of  suppliers  to 
promote  their  products.  For 
example,  an  Ariba  marketplace 
platform  only  allows  suppliers  a 
250-character  description  of  a 
product  and  lacks  information¬ 
sharing  capability. 

Between  the  distrust  among 
buyers  and  sellers,  brand  ero¬ 
sion  for  sellers  and  the  high 
start-up  costs,  marketplaces 
are  proving  to  be  difficult 
undertakings. 

According  to  a  Forrester 
Research  report,  Fortune  1000 
businesses  will  each  spend  $5.4 
million  to  $22.9  million  in  the 
next  five  years  buying  business- 
to-business  applications,  chang¬ 
ing  their  internal  procurement 
processes,  paying  transaction 
fees  and  integrating  internal  sys¬ 
tems  with  marketplaces. 

“It’s  a  complicated  process,” 
says  Dow’s  Dupont.  Dow  runs 
its  own  marketplace,  My- 
Account@Dow,  and  co-founded 
and  participates  in  ChemCon- 
nect,  Elemica,  Omnexus  and 
TradeRanger.  “It  costs  tens  of 


millions  of  dollars  to  connect  to 
exchanges;  you’re  not  going  to 
do  it  for  hundreds  of  thousands 
of  dollars,”  he  says. 

Once  they  swallow  the 
price  tag,  there’s  no  guarantee 
businesses  will  accomplish 
their  goals. 

Maine  Bucket,  a  Lewiston 


maker  of  pine  and  cedar  prod¬ 
ucts,  had  been  listed  on  lawn 
and  garden  marketplace  eGar- 
den.com  for  about  nine 
months,  joining  when  it  saw 
high-profile  companies  such  as 
TrueValue  and  DoitBest  sign  on. 

“EGarden  is  working  really 
hard  promoting  the  site,  so  it 
may  take  more  time,”  Maine 
Bucket  executive  Laura  Stecki- 
no  recently  told  Network  World. 

But  time  ran  out  for  eGarden, 
as  the  marketplace  announced 
it  would  close  shop  shortly 
after  that  interview. 

However,  for  every  market¬ 
place  that  fails,  it  seems  as 
though  another  one  pops  up. 

PartnerAxis  expects  to 
launch  this  month  as  a  Linux 
marketplace  for  resellers  and 
manufacturers.  It  will  charge  a 
minimum  of  $  1 ,000,  with  higher 
fees  based  on  the  choice  of  ser¬ 
vices  such  as  assisting  compa¬ 
nies  in  recruitment  and  access 
to  a  potential  customer  list.  Part¬ 
nerAxis  has  spent  millions  to 
build  the  marketplace.  Jupiter 
Media  Metrix  notes  that  compa¬ 
nies  building  marketplaces  can 
spend  up  to  $30  million. 

PartnerAxis  executives  say  its 
marketplace  would  help  ease 
the  burden  of  companies  trying 
to  build  their  own  Linux  chan¬ 


nel.  According  to  the  company, 
it  takes  nine  to  18  months  and 
costs  $750,000  to  $1.5  million 
to  build  a  channel  with  maybe 
250  to  500  value-added  resellers 
participating.  It  then  costs  an 
additional  $1  million  to  $1.5 
million  every  six  months  to 
maintain  the  channel. 


NeTraverse,  an  Austin,  Texas, 
Linux  software  maker,  joined 
PartnerAxis  as  a  way  to  blitz  a 
large  number  of  value-added 
resellers  in  minutes  and  pro¬ 
mote  Linux  uniformly  to  large 
corporations. 

“The  honeymoon  period  [for 
Linux]  is  over”  now  that  ven¬ 
dors  such  as  Red  Hat  are  strug¬ 
gling,  says  Alan  Boyd,  vice  presi¬ 
dent  of  sales  for  NeTraverse.“We 
need  to  make  Linux  commercial 
and  move  it  to  the  front  office  of 
business  users.” 

Overall,  the  jury  remains  out, 
experts  say. 

“We’re  in  an  evaluation  peri¬ 
od  right  now,  and  marketplaces 
are  just  getting  to  the  CEO 
level,”  says  Steve  Butler,  an  ana¬ 
lyst  at  eMarketer.  “They’re  just 
starting  to  learn  about  the  tech¬ 
nology  and  they’ll  start  tapping 
the  brakes  [if  they’re  unsure 
about  marketplaces  and  their 
value]  because  any  decisions 
they  make  will  impact  the  com¬ 
pany  for  five  to  10  years.” 

Next  week:  What  the  future 
holds  for  business-to-business 
marketplaces. 


See  related  story. 
Page  47. 
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DAVID  POWERS 


Micromuse 

- NETCOOC  SOLUTIONS 


NETWORK  PRODUCTS 

Blaze  Network  Products 

(925)  558-2100 

www.BlazeNP.com 
Booth  #9042 

Blaze  Network  Products  designs  and 
manufactures  next-generation  optoelec¬ 
tronic  products  for  datacommunication 
networks  using  Coarse  Wave  Division 
Multiplexing  (CWDM)  technology.  Blaze 
is  an  innovator  in  using  state-of-the-art 
technologies  and  manufacturing  processes 
to  provide  pluggable,  cost  effective,  high- 
density  optical  subsystem  solutions  for 
high-speed  applications.  At  Supercomm 
2001,  Blaze  introduces  100G  optics  tech¬ 
nology  for  the  proprietary  optical  back¬ 
plane  and  terabit  router  market.  Come  to 
our  booth  for  a  demonstration  of  this 
next-generation  high-density  optical  data 
link. 


Technologies ,  Inc. 


Micromuse,  Inc. 

(415)  538-9090 

www.micromuse.com 
Booth  #1741 

Micromuse  Inc.  (Nasdaq:  MUSE)  is  the 
leading  provider  of  realtime  fault  manage¬ 
ment  and  service  assurance  software. 

The  Netcool®  suite  is  used  by  telecom¬ 
munications,  Internet,  broadband  and 
enterprise  networks  worldwide  to  monitor 
large-scale  networks  in  realtime  and 
maintain  availability  of  network-based 
customer  services  and  applications. 


Quarry  Technologies,  Inc. 

(781)  505-8300 

www.quarrytech.com 
Booth  #2468 

Quarry  Technologies,  Inc.  is  a  developer  of 
a  carrier-class  IP  service  edge  switching 
solution  used  by  NSPs  to  deliver  advanced 
IP  services  to  business  customers.  Its  iQ 
product  family  provides  flexible  service 
selection  capabilities  with  sophisticated 
QoS  and  security  attributes,  allowing  NSPs 
to  readily  offer  a  broad  range  of  profitable, 
customized  subscriber  services  on-demand. 


SBS  Technologies,  Inc. 

(888)  SBS-COMM/(508)  261-7007 

www.sbs.com 

Booth  #7519 

SBS  Technologies  develops  OEM 
telecommunications  CompactPCI,  PMC 
and  PCI  products  ranging  from  stand¬ 
alone  single  board  computers  and  WAN 
adapters  scaling  the  bandwidth  spectrum 
to  industrial  enclosures  and  fully  integrated 
systems.  Featuring  Pentium  and 
PowerPC  CPU  architecture,  these  OEM 
platforms  enable  voice,  video  and  data 
convergence  via  PPP,  Frame  Relay,  ATM 
and  SS7  protocols. 
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COMPANIES  AT 


FOUNDRY 

NETWORKS 

Foundry  Networks,  Inc. 

(888)  TURBOLAN 

www.foundrynetworks.com 
Booth  #8448 

Foundry  Networks,  Inc.  (NASDAQ:  FDRY) 
is  a  performance  and  total  solutions  leader 
for  end-to-end  switching  and  routing 
including  Internet  routers,  Layer  2/3  LAN 
switches,  and  Layer  4-7  Internet  traffic  and 
content  delivery  switches.  Foundry's 
3,300+  customers  include  the  world's  pre¬ 
mier  ISPs  and  enterprises,  portals,  search 
engines,  e-commerce  sites,  and  universi¬ 
ties  along  with  the  leading  entertainment, 
pharmaceutical,  government,  financial  and 
manufacturing  companies. 


NIKSUN  Inc. 

(732)  821-5000 
www.niksun.com 
Booth  #8486 

NIKSUN  is  the  worldwide  leader  in  network 
performance  monitoring,  security  surveil¬ 
lance  and  forensic  analysis.  The  company's 
patent-pending  real-time  data  analysis  and 
recording  technology  enables  Enterprises, 
ASPs,  ISPs  and  Carriers  to  provide  secure 
and  reliable  network  infrastructures  and  ser¬ 
vices.  NIKSUN  family  of  products  include 
NetVCR®,  a  completely  non-intrusive  net¬ 
work  monitoring  platform,  and  NetDetector, 
a  non-intrusive  completely  passive  internet 
monitoring  platform,  helping  you  ensure  the 
security  of  your  network. 


News 


Open  Market  expands 
content  management 


HANDHELDS  TO  HAVE 
THAT  JAVA  FLAVOR 

Sun  is  touting  Java  as  the  cross-platform  programming 
model  that  can  make  sense  of  a  blizzard  of  new  handheld 
devices  and  the  operating  systems  that  run  them. 

Here's  what  will  be  on  display  at  JavaOne: 

•  Nextel,  the  first  U.S.  carrier  to  introduce  Java  cell 
phones,  the  Motorola  i85s  and  i50sx,  will  show  them  run¬ 
ning  with  many  Java  applications.  Motorola  will  unveil  a  wire¬ 
less  provisioning  application  for  Java  phones.  Service 
providers  can  download  and  install  new  Java  applications 
wirelessly  to  subscribers. 

•  Ellipsus,  a  Swedish  wireless  software  vendor,  is  unveil¬ 
ing  a  Java  application,  called  InfiniteMass,  which  oversees 
distribution  and  installation  of  applications  to  different  brands 
and  types  of  client  devices,  and  builds  a  bridge  to  back-end 
legacy  applications. 

•  Agea  will  demonstrate  its  Java2  Micro  Edition  mobile 
enterprise  applications  running  on  Motorola  handsets.  The 
demonstration  will  include  remote  access  to  an  enterprise 
groupware  server,  two-way  notification  and  messaging 
alerts,  and  access  to  corporate  files,  text  files,  spreadsheets 
and  Word  documents. 

•  Aligo  will  show  off  Version  2.0  of  its  M-1  Mobile  Applica¬ 
tion  Server,  a  Java  server  for  wireless  applications.  This  ver¬ 
sion  includes  a  new  visual  development  tool  set;  a  program  that 
tracks  and  identifies  wireless  devices,  letting  the  server  adapt 
information  to  a  specific  user  or  a  class  of  users;  and  support 
for  browsers  that  incorporate  voiceXML. 

•  Covigo  is  packaging  a  pair  of  mobile  application  develop¬ 
ment  tools  (Covigo  Studio  for  team-based  programming  and 
Covigo  Engine  for  executing  the  applications)  into  one  pack¬ 
age.  Added  in  are  a  new  graphical  management  console  and  a 
reporting  and  analysis  application  for  monitoring  usage  pat¬ 
terns  of  mobile  applications. 

•  ThinAirApps  is  introducing  Identicon  DB,  a  tool  to  build 
database  applications  that  can  run,  initially,  on  Palm  OS  hand¬ 
helds.  Developers  can  work  with  existing  C/C++  or  Java  tools, 
or  with  the  AppForge  tool  set  for  building  Palm  OS  applications 
in  Microsoft  Visual  Basic.  The  Identicon  DB  server,  written  in 
Java,  handles  for  the  client  devices  all  network  and  database 
protocol  conversions,  and  administration  tasks  such  as  secur¬ 
ity,  session  management  and  connection  pooling. 

—  John  Cox 
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BY  JENNIFER  MEARS 

BURLINGTON,  MASS.  — 
Open  Market  this  week  will 
unveil  the  latest  version  of  its 
content  management  software, 
providing  broader  international 
language  support  for  global 
users  and  integration  with  more 
operating  systems. 

The  release  makes  it  easy  for 
companies  running  AIX  (IBM’s 
version  of  Unix)  and  Microsoft 
Windows  to  install  Open  Mar¬ 
ket’s  Content  Server  Enterprise 
Edition  (CSEE),  a  suite  of  con¬ 
tent  management  software  built 
on  Java  2  Enterprise  Edition 
(J2EE)  application  servers  from 
IBM,  iPlanet  and  BEA  Systems. 

Other  updates  in  Content 
Server  3-6  and  Content  Centre 
3.6,  components  of  CSEE, 
include  expanded  language 
support  for  most  European  lan¬ 
guages,  Japanese,  Chinese  and 
the  Universal  Transformation 
Format  8  character  set  .The  soft¬ 
ware  also  makes  it  easy  to 
imbed  search  capabilities  from 
Alta  Vista  and  Verity. 

Analysts  say  the  improve¬ 
ments  signal  a  trend  for  Open 
Market  as  it  moves  away  from 
its  e-commerce  roots  and  into 
the  content-management  arena. 

“[Its  products]  ride  entirely 
on  top  of  the  J2EE  application 
server  so  they  have  been  able 
to  fairly  rapidly  evolve  the  func¬ 
tion  of  their  solutions  without 
having  to  worry  about  the 
infrastructure  piece,”  says  Rob 
Perry,  a  senior  analyst  at  The 
Yankee  Group. 

Open  Market’s  content  man¬ 
agement  software  includes  col¬ 
laboration  tools,  workflow 
controls  and  personalization 
features  that  let  corporations 
direct  how  content  is  man¬ 
aged  and  presented. 

The  company’s  customers 
include  media  companies  such 
as  The  New  York  Times,  the 
Washington  Post  and  Business- 
Week  Online;  financial  services 
firms  such  as  GE  Capital  and 
The  Hartford;  and  manufactur¬ 
ing  companies  such  as  Milacron 
and  3Com. 

Mark  Cutsforth,  CTO  of 
Space.com,  a  Web  site  devoted 
to  all  things  outer  space,  says 
Open  Market  lets  Space.com 
publish  on  the  Web  with  little 


trouble  because  of  its  workflow 
rules  and  other  collaboration 
features. 

Cutsforth  says  Open  Market 
won  his  company’s  business 
hands  down  after  a  review  of 
several  competitors,  primarily 
because  of  its  commitment  to 
open  standards  such  as  J2EE. 

“The  fact  that  they  support 
open  standards  made  it  easier 
to  do  customizations  as  we 
implemented  it,”  he  says. 

Content  Centre  3.6,  which 
must  be  installed  with  Content 
Server  3-6,  is  a  browser-based 
application  that  lets  nontechni¬ 
cal  users  create,  manage  and 
direct  content.  The  application 
includes  a  model  site  for  the 
publishing  industry,  and  Version 
3.6  adds  a  model  site  for  finan¬ 
cial  services.  Content  Centre 
3.6  expands  support  for  Java 
Server  Pages  so  developers  can 
use  JSP  tags  to  access  all  ser¬ 
vices  in  Open  Market’s  system, 
says  Joe  Alwan,  Open  Systems’ 
senior  vice  president  of  world¬ 
wide  marketing. 

While  competitors  such  as 
Interwoven, Vignette  and  Docu- 
mentum  are  moving  toward 
tighter  integration  with  J2EE, 
Open  Market  has  focused  on 
that  from  the  start. 

“That’s  one  thing  that  sets 
them  apart,”  says  Nick  Wikoff, 
an  analyst  with  Forrester 
Research.  “From  the  beginning, 
they’ve  really  tightly  supported 
J2EE  and  integration  with  the 
application  server.” 

Wikoff  says  Open  Market 
offers  “solid  technology,”  but  he 
would  like  the  software  maker 
do  more  with  collaboration 
tools,  especially  in  the  areas 
of  workflow  controls  and  dele¬ 
gated  administration. 

Evaluation  versions  of  Con¬ 
tent  Server  3-6  and  Content 
Centre  3.6  are  available  today  at 
JavaOne  and  on  Open  Market’s 
Web  site,  Alwan  says.  Pricing 
starts  at  $29,000  per  CPU. 

Open  Market:  www.open 
market.com 


Java, 

continued  from  page  8 

databases,  a  process  called 
persistence.  According  to  Java 
users,  the  new  persistence 
model  is  stronger,  EJBs  become 
more  portable,  and  third-party 
object-relational  mapping  tools 
can  be  used  more  easily. 

Finally,  to  improve  interop¬ 
erability  among  different  EJB 
servers,  the  release  specifies 
the  Common  Object  Request 
Broker  Architecture  Internet 
Interoperability  Protocol  as 
the  standard  transport  proto¬ 
col  to  be  used  by  compo¬ 
nents  activating  each  other 
over  a  network. 

Later  this  year,  Java2  Enter¬ 
prise  Edition  1.3  will  be  for¬ 
mally  released,  incorporating 
the  Java  Connector  Architec¬ 
ture  GCA),  which  defines  a 
standard  way  for  Java  compo¬ 
nents  on  a  Java  applications 
server  to  connect  with  enter¬ 
prise  applications,  whether 
packaged  software  —  such  as 
that  from  PeopleSoft  or  SAP  — 
or  custom-built  programs.  JCA 
will  be  implemented  as  new 
code  by  the  vendors  of  appli¬ 
cation  servers,  middleware  and 
enterprise  applications. 

Today,  connecting  with  such 
legacy  applications  requires 
lots  of  time  and  coding,  says 
Brian  Reed,  a  vice  president  at 
Merant,  a  Rockville,  Md. ,  vendor 
of  connectivity  software. 

As  vendors  such  as  Merant 
roll  out  JCA-compliant  soft¬ 
ware,  customers  will  be  able 
to  write  one  set  of  code  and 
call  any  JCA  connector,  for  ex¬ 
ample,  those  for  CICS  or  SAP’s 
R/3-  JCA  will  provide  cus¬ 
tomers  with  easier  interoper¬ 
ability  and  eliminate  much  of 
the  need  to  customize  soft¬ 
ware,  he  says. 

Sun  this  week  also  will  draw 
attention  to  the  April  announ¬ 
cement  of  Project  Juxtapose 
(JXTA),  which  relies  on  several 
concepts  from  Unix  program¬ 
ming  to  create  peer-to-peer 
Java  applications,  which  can 
interact  with  each  other  over  a 
network  without  needing  a 
central  server. 

The  goal  is  to  create  soft¬ 
ware  that  can  work  with  any 
programming  language  or 
underlying  network  platform, 
such  as  TCP/IP  or  Bluetooth. 

JXTA  makes  use  of  Web 
standards  such  as  XML,  for 
moving  data  over  a  network, 
and  Java,  for  running  peer 
applications  on  any  operat¬ 
ing  system.  □ 
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SIEMENS 


Siemens  information  and 
Communication  Networks 

(800)  814-1680 

www.icn.siemens.com 
Booth  #3816 

Siemens  Information  and  Communication 
Networks  comprises  Siemens  Carrier 
Networks  (www.icn.siemens.com/carrier), 
Siemens  Enterprise  Networks 
(www.icn.siemens.com/enterprise),  and 
Optisphere  Networks  (www.optisphere.com). 
We  are  the  world's  only  supplier  to  offer 
truly  future-save  solutions  that  operate  in 
both  traditional  and  IP-based  environments. 
We  provide  converged  voice,  data  and 
video  communication  networks  to  the 
public  network  service  providers  in  North 
America.  From  full-scale  revenue-ready 
networks  to  a  comprehensive  portfolio  of 
services  and  applications,  we  offer  tailor- 
made  solutions  for  your  needs. 


Quick  Eagle 

Networks 


Quick  Eagle  Networks,  Inc. 

(408)  745-6200 

www.quickeagle.com 

Quick  Eagle  Networks,  Inc.  is  a  provider 
of  IP  access  for  managed  services  and 
the  world's  leading  provider  of  multilink 
access  devices  at  broadband  speeds. 
Through  the  company's  IP  Access 
Platform  hardware,  Quick  Eagle  is  delivering 
carrier  class  IP  access  with  groundbreaking 
managed  services  software  applications 
through  its  manay  Service  Application 
Packs  (SAPs).  Quick  Eagle  Networks' 
products  deliver  carrier-class  connectivity 
and  world-class  managed  services  appli¬ 
cations  to  ease  provisioning,  provide 
monitoring  of  the  network  health  and 
proactive  network  maintenance. 


Western  Multiplex 

(408)  542-5200 

www.wmux.com 

Western  Multiplex  introduces  the  New 
Wire:  high-capacity  building-to-building 
connectivity  solutions  that  are  more  cost- 
effective  and  faster  to  deploy  than  leasing 
lines.  The  New  Wire  solutions  include 
Tsunami  wireless  Ethernet  bridges  with 
up  to  420  Mbps  capacity  and  Lynx  digital 
microwave  radios  with  telco  interfaces 
and  capacity  ranging  up  to  a  DS-3. 
Tsunami  is  currently  being  used  by 
Supercomm  to  connect  the  eNet 
Network.  Western  Multiplex  is  a  leader  in 
broadband  fixed-wireless  communication 
systems. 


River 


NETWORKS 


Riverstone  Networks 

(877)  778-9595 

www.riverstonenet.com 
Booth  #7035 

Riverstone  Networks  introduces  the  new 
standard  in  high-density,  service-rich 
Gigabit  aggregation  for  Metropolitan  Area 
Networks.  The  RS  16000  delivers  60  wire- 
speed  Gigabit  Ethernet  ports  in  a  5  rack 
unit  chassis  —  that's  50%  greater  port 
density  than  the  nearest  competitor. 
lOGbE  and  CWDM  interfaces  provide  high 
capacity  uplinks.  And  like  all  Riverstone  RS 
routers,  the  RS  16000  features  full-function 
routing  capabilities  and  an  unmatched 
range  of  service-enabling  features,  including 
on-demand  bandwidth  provisioning  and 
hardware-based  MPLS  VPNs. 


have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 


Upgrading  IT's  summer 


“After  Oct.  1,  [Microsoft]  Office  cus¬ 
tomers  without  upgrade  rights 
will  spend  up  to  $300  more  per 
user  to  purchase  new  licenses  for 
Office  XP” 

—  from  John  Fontana’s  Network  World  article, 
“Microsoft  says  upgrade  now  or  pay  big  later” 
(www.nwfusion.com,  DocFinder:  4447) 


MARK 

GIBBS 


There  goes  your  quiet  summer. 
From  what  I’m  hearing,  a  lot  of 
people  are  getting  fired  up  about 
what  looks  like  highway  robbery. 
And  that’s  only  part  of  what  is 
annoying  IT  managers. 

There  they  were,  just  getting 
their  Office  2000  implementations 
bedded  down,  their  users  trained, 
their  support  staff 
comfortable,  and 
looking  forward  to  a 
long,  calm  summer 
after  which  they 
could,  as  autumn 
leaves  began  to  fall, 
start  thinking  about 
the  whys,  whens  and 
wherefores  of  upgrad¬ 
ing  to  Office  XP 
And  now  The  Red¬ 
mond  Baron  (www. 
nwfusion.com, 
DocFinder:  4544)  is 
ruining  their  plans. 

No  more  sitting  in  deck  chairs 
on  the  corporate  rooftop  soaking 
up  the  sun  and  pretending  to  be  in 
off-site  meetings  where  cell  phone 
calls  don’t  reach  (“You  what, 
czzzzzzk,  what?  Sorry,  czzzzk,  we 
seem  to  be  breaking  up  . . .”). 

Oh  no. With  Microsoft’s  edict,  it’s 
back  to  the  salt  mines  and  out  with 
the  spreadsheet  to  figure  out  what 
upgrading  will  cost  and  whether 
there  are  support  engineers  avail¬ 
able  to  do  it  and  how  long  it  will 
take. And  then  where  will  the 
money  come  from?  This  will  re¬ 
quire  meetings  with  the  CFO, 
meetings  with  the  appropriate 
committees,  lots  of  form  filling, 
departmental  reviews,  strategy  dis¬ 
cussions  with  the  CEO  and  then 
scheduling,  executing  the  rollout, 
retraining  users  (“Why  are  we 
upgrading  so  soon?”“Because.  Now 
shut  up  and  press  FI.”), fixing  the 
inevitable  plethora  of  problems 
and  then,  when  it  is  all  done,  brac¬ 


ing  for  the  next  Microsoft  market¬ 
ing  onslaught. 

This  is  the  stuff  that  drives  IT 
folks  crazy  and  makes  them  mad  at 
Microsoft.  Be  that  as  it  may,  Micro¬ 
soft  is  driven  by  revenue  and,  most 
definitely,  not  by  any  desire  to 
keep  IT  managers  in  the  sunshine. 

In  1999,  Microsoft  was  in  sec¬ 
ond  place  in  software  revenue, 
with  sales  of  $21  billion  compared 
with  IBM’s  $44  billion.  But  Micro¬ 
soft’s  revenue  growth  was  25% 
while  IBM’s  was  10%  and  therein 
lies  Microsoft’s  problem:  It  has  to 
keep  growing  in  those  rarified 
regions  of  revenue,  where  you 
have  to  be  ruthless  to  make  the 
numbers. 

Now,  such  behavior  is  not 
wrong.  It  is  simply  business.  Sure, 
it  smacks  of  ruthlessness,  but  isn’t 
that  simply  an  emotional  gut 
response  rather  than  an  admission 
that  if  you  tie  your  leg  to  a  train, 
you  are  going  to  go  wherever  the 
train  goes  whether  you  like  it  or 
not.  If  you  don’t  want  to  follow 
the  train  around,  untie  yourself . . . 
and  that’s  an  interesting  thought. 

Microsoft  can  only  manipulate 
its  markets  for  applications  and 
operating  systems  in  this  way  for  a 
while.Then,  when  viable  alterna¬ 
tive  products  appear, “thud!” 
Microsoft’s  revenue  will  take  a 
beating  because  IT  managers  will 
untie  themselves  posthaste. 

Consider  the  Windows  NT/2000 
market.  Have  we  talked  about 
Linux  before?  Sure  we  have. And  I 
just  read  that  IBM  —  a  long-term 
supporter  of  Linux  —  along  with 
NEC,  Hitachi  and  Fujitsu  are  start¬ 
ing  a  joint  project  spurred  by  Asian 
customer  demand  to  create  enter¬ 
prise-level  Linux  systems.  And  you 
know  they  will  do  it. 

Microsoft  can  and  should  do 
what  it  pleases.  And  ultimately,  so 
will  IT  managers.  Perhaps  Microsoft 
will  see  the  income  slack  taken  up 
by  the  company’s  new  Xbox  gam¬ 
ing  machine. 

I  suspect  when  Microsoft  talks 
about  “upgrade  rights”  it  doesn’t 
believe  that  the  upgrade  could  be 
to  something  other  than  Microsoft 
products.  Microsoft  doesn’t  know 
how  much  having  a  quiet  summer 
means  to  IT  professionals. 

Thoughts  on  relaxation  to 
nu  ’colu  m  n  @gibbs.  com. 


So  I  zip  over  to  the  Web  site  for  Marks 

&  Spencer,  a  British  department  store,  simply 
to  ascertain  whether  the  retailer  uses  an 
ampersand  or  the  word  "and"  between 
"Marks"  and  "Spencer."  (Hey,  that's  what 
editors  do;  it's  an  honest  living,  more  or  less.) 

Anyway,  I  spot  the  ampersand  right  away 
on  the  home  page  and  immediately  toggle 
back  into  Microsoft  Word  to  resume  my 
appointed  task  of  editing  the  story  that  had 
mentioned  the  store.  Total  time  on  the  site?  PAUL 

Oh,  maybe  5  seconds.  MCNAMARA 

Which  was  apparently  long  enough  to  run 
up  a  tab  of  sorts. 

About  1 5  to  20  seconds  later,  what  pops  up  on  my  screen  —  remem¬ 
ber  I'm  in  Word  now  editing  that  story  —  but  an  advertisement  for 
Marks  &  Spencer _ The  bloody  thing  had  stalked  me  across  applica¬ 

tions  like  a  hound  hell-bent  on  finding  the  fox. 

Needless  to  say,  Buzz  was  not  amused.  But  to  whom  do  I  express  my 
ire  over  being  chased  down  in  this  manner? 

Marks  &  Spencer?  Perhaps,  but  doing  so  doesn't  hold  much  hope  for 
satisfaction,  because  I  can  scarcely  boycott  a  merchant  whose  store 
stands  an  ocean  away. 

Microsoft?  Why  not?  We're  talking  about  the  meshing  of  Internet 
Explorer,  Word  and  Windows  here.  Someone  in  Redmond  either  de¬ 
cided  that  allowing  this  kind  of  commercial  intrusion  into  a  business 
application  is  acceptable  or  didn't  have  enough  on  the  ball  to  know  it 
would  happen. 

None  of  which  should  be  construed  as  a  general  condemnation  of 
pop-ups,  even  though  these  screen-grabbers  are  becoming  more  com¬ 
mon  than  and  potentially  as  annoying  as  lawn  grubs.  Entertainment, 
news  and  e-commerce  sites  need  fresh  sources  of  revenue  to  replace 
their  withering  banner  ads.  If  pop-ups  will  keep  the  likes  of  Salon.com 
from  going  belly-up,  I've  got  no  problem  with  closing  a  window  or  two. 

Just  keep  these  things  the  heck  away  from  my  other  apps. 

Of  course,  my  tolerance  for  advertising  is  probably  above  average  in 
part  because  advertising  pays  my  mortgage.  Others  may  have  little 
patience  for  pop-ups,  so  to  them  we  offer  these  download  sites: 

At  www.panicware.com/products.html,  you'll  find  Pop-Up  Stopper 
2.2,  a  free  utility  from  Panicware  for  Internet  Explorer  that  purports  to  do 
what  the  name  implies.  You  can  also  visitwww.yippee.net/html/win/ 
internet/title751 6.htm  for  a  tool  called  Bannercatcher,  which  apparently 
does  not  do  as  its  name  implies,  but  instead  vanquishes  only  pop-ups. 

Don't  ever  say  I've  never  given  you  anything. 


Buzz  readers  have  clout. 

Latest  example:  On  April  16  we  wrote  about  a  home  back-up  ISP  ser¬ 
vice  called  BAMnet,  which  uses  a  dial-up  number  and  personal  identifi¬ 
cation  number  —  (888)  822-6162,  2154408382  —  to  offer  users  Internet 
access  for  6.5  cents  per  minute,  no  monthly  fees.  According  to  BAMnet 
founder  Michael  Meighan,  that  item  prompted  about  100  frequent  trav¬ 
elers  and  recreational  vehicle  owners  to  contact  his  company  and 
plead,  "Hey,  what  about  us?" 

"As  it  turns  out,  people  who  sign  up  for  DSL  or  cable  services  no 
longer  have  a  dial-up  account,"  Meighan  says.  "It's  not  like  you  can 
take  your  cable  modem  with  you  and  plug  it  into  a  remote  location." 

"Many  broadband  users  are  finding  that  they  are  stuck  with  having  to 
pay  monthly  for  a  second  ISP,"  he  says.  "They  love  the  idea  of  having  a 
dial-up  ISP  where  they  only  pay  for  what  they  use.  So,  in  response  to 
your  readers,  we  extended  our  pay-as-you-go  model  to  include  travel 
users  where  their  on-the-road  access  is  billed  back  to  their  home  or 
business  phone." 

You  can  check  out  the  new  offer  at  http://travel.bamnet.com. 

"We  will  probably  need  to  create  a  nifty  name  for  this  model,  as  this 
URL  is  not  exactly  something  easily  memorized,"  Meighan  adds.  "We're 
open  to  suggestions." 


Meighan’s  address  is  mmeighan@bamnet.com.  Mine  is 
buzz@nww.com. 
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IBM  (©server  xSeries  330 


YOU’LL  PAY  DEARLY 


IBM  Internet  Caching  Appliance 
xSeries  330-based  1 U  Rack1  Model 

Improve  your  organization’s 
browser  performance 

Powered  by  Volera™  Excelerator™  2.0 
Forward  (browser)  proxy  support 
Supports  up  to  300  hits  per  second2 
Standard  multimedia  streaming  support 
Intel®  Pentium®  III  processor  866MHz3 
384MB4  SDRAM  (expandable  to  4GB) 

Dual  18.2GB5  Ultra160  SCSI  hard  drives 
(expandable  to  72.8GB) 

Integrated  dual  10/100  Ethernet 

IBM  Director  system  management  software 

90-day  Startup  Support 

3-year  parts  and  onsite  labor 
limited  warranty6 

Part  #865437X 


Internet  Caching  Appliance 
xSeries  330-based  1 U  Rack  Model 

High-performance  Web  hosting 
caching  appliance 

Powered  by  Volera  Excelerator  2.0 
Reverse  (host)  proxy  support 
Supports  up  to  5,000  requests  per  second2 
Standard  multimedia  streaming  support 
Intel  Pentium  III  processor  866MHz 
1GB  SDRAM  (expandable  to  4GB) 

18.2GB  Ultra160  SCSI  hard  drive 
(expandable  to  72.8GB) 

Integrated  dual  10/100  Ethernet 

IBM  Director  system  management  software 

90-day  Startup  Support 

3-year  parts  and  onsite  labor 
limited  warranty 

Part  #865438X 


*8,439  *16,170 


SuccessLease™  SuccessLease 

for  Small  Business  *280/MO.a,  36  MOS.  for  Small  Business  *521/MO.,  36  MOS. 


CUSTOMIZE  YOURS: 

IBM  Gigabit  Ethernet  Adapter 

(Part  #19K4401)  $495  or  $18/month 

IBM  NetBay22  22U  Rack 

(Part  #9306200)  $1,455  or  $51/month 


CUSTOMIZE  YOURS: 

Additional  18.2GB  10K-4  Ultra160 
SCSI  HS  Hard  Drive 

(Part  #37L7205)  $419  or  $15/month 

APC  Smart  UPS  1400RMB 
Universal  Power  Supply 

(Part  #94G6674)  $1,009  or  $36/month 


Get  the  IBM  Internet  Caching  Appliance 
because  time  is  money ; 

There  are  three  ways  to  boost  Web-hosting  performance:  (1)  spend 
a  lot  of  money  on  servers;  (2)  spend  a  lot  of  money  on  bandwidth; 

(3)  spend  less  money  on  the  IBM  Internet  Caching  Appliance  (ICA), 
and  dramatically  accelerate  the  performance  of  the  Web  servers  and 
communications  lines  you  already  have. 

If  you  want  to  improve  Internet  delivery  to  your  employees,  the  forward 
proxy  ICA  stores  frequently  requested  Web  pages  -  offloading  up  to  70% 
of  user  requests  (dramatically  accelerating  overall  Web  speed).  That 
means  you  won’t  have  to  buy  servers  or  additional  bandwidth  so  often. 

Your  ICA  solution  comes  preloaded  on  a  number  of  select  IBM  (©server 
xSeries  models  specifically  configured  to  meet  your  needs.  For  example, 
the  amazingly  compact  xSeries  330-based  models  featured  here  are 
powerful  and  reliable,  but  at  less  than  2"  thin  and  expandable  to  72.8GB, 
they  leave  plenty  of  room  for  growth.  This  model  also  offers  advanced 
serviceability  and  manageability  features  like  Light  Path  Diagnostics™  to 
speed  and  simplify  component  replacement.  Plus,  they’re  easy  to  install. 
Simply  choose  the  xSeries  appliance  that’s  right  for  your  business,  plug 
it  in  and  you're  up  and  running  quickly. 

So  if  you  want  to  save  some  cash,  get  some  cache.  Go  online  or  call 
and  ask  an  IBM  xSeries  specialist  to  help  size  and  configure  an  ICA 
solution  for  you. 


pentium®/// 


DIRECT  TO  YOU _ 

Call  toll  free  1  866  426-9550  or 
Click  www.ibm.com/eserver/xseries/M116 

to  buy  direct  or  to  locate  an  IBM  reseller. 


'A  single  II,  or  rack,  unit  is  175'  or  44.5mm.  Volera  Excelerator  Product  Into:  Technical  White  Paper  http://www.volera.com/Products/Excelerator/Productlnfo.html  5MHz/GHz  only  measures  microprocessor  internal  clock  speed;  many  factors  affect  application  performance.  'Maximum  memory 
may  require  the  replacement  of  standard  memory  with  optional  maximum  memory  module.  SGB  equals  one  billion  bytes  when  referring  to  storage  capacity;  accessible  capacity  may  be  less.  Maximum  internal  hard  disk  drive  capacity  assumes  the  replacement  of  any  standard  hard  disk  drives  and 
the  population  of  all  hard  disk  drive  bays  with  the  largest  currently  supported  drives  available  from  IBM.  ‘For  terms  and  conditions  or  copies  of  IBM's  Statement  of  Limited  Warranty,  call  1  800  772-2227  in  the  US  and  in  Canada  call  1  800  426-2255.  Telephone  support  may  be  subject  to  addition?! 
charges.  For  warranties  including  onsite  labor,  customer  may  be  asked  certain  diagnostic  questions  before  a  technician  is  sent.  'Pricing  shown  is  price  available  from  IBM  directly.  Reseller  prices  may  vary.  IBM  price  does  not  include  tax  or  shipping  and  is  subject  tc  change  without  no'icf 
•SuccessLease  is  offered  by  third-party  providers  of  business  financing  approved  by  IBM  Global  Financing.  SuccessLease  terms  and  conditions  provided  by  the  third  party.  Featured  monthly  lease  payments  include  prespecified  purchase  option  at  end  of  lease,  to  qualified  business  custon  .-rr.  >  . 
installing  in  the  US.  Documentation  tee  and  first  month's  payment  due  at  lease  signing;  taxes  are  additional.  Offer  may  be  withdrawn  or  changed  without  notice.  Options  cannot  be  leased  separately.  IBM  reserves  the  right  to  alter  product  offerings  and  specifications  at  anytime,  without  n.\ :?  i?M 
cannot  be  responsible  tor  photographic  or  typographic  errors.  SuccessLease  and  all  IBM  product  names  are  registered  trademarks  or  trademarks  of  International  Business  Machines  Corporation.  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporahor.  Other  >.  c-.mu-'y. 
product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©2001  IBM  Corp.  All  rights  reserved. 
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Ills  13  access  device  that 
won't  let  idle  bandwidth  rest. 


ADTRAN.  Ask  for  it  by  name. 


The  end  of  idle 
T3  bandwidth 

Standard  44.2  Mbps 
HSSI  interface 

Three  expansion 
card  slots 

Up  to  twelve 
additional  T1  ports 

Compatible  with 
leading  routers 

Built-in  Ethernet 
interface 

Integral  out-of-band 
management 

Compact  1U  chassis 


ADTRAN’s  multiport  T3  DSU/CSU  gives  you  more 
options  forT3  bandwidth  utilization  than  competing 
T3  access  units.  The  T3SU  300’s  standard  44.2  Mbps 
HSSI  port  is  complemented  by  three  additional  expansion 
slots  that  allow  you  to  transport  data,  voice  or  video  (in 
any  combination)  over  idle  capacity.  This  product  is  the 
only  T3  access  device  that  allows  you  to  eliminate  an 
additional  12  incoming  T1  circuits  by  combining  voice 
and  data  onto  excess  unchannelized  T3  bandwidth.  With 
all  this,  plus  automatic  reconfiguration  and  SNMP/Telnet 
management,  youd  think  the  T3SU  300  would  be 
expensive.  But  it’s  not.  It  costs  less  than  the  competition. 


T3SB  300™  from  ADTRAN 


ti 


For  a  free  T3SU  300  application  brief, 

visit  www.adtran.com/t3app 


877.212.0327  Technical  Questions 
877.280.8416  Where  to  Buy 


Experts  choose  ADTRANr 


ADIRAn 


Supercomm 
Booth  7731 


